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America Fore Group 
Shows Further Gains 
In Assets In 1944 


Premiums and Losses Were Higher 
Last Year; Underwriting 
Profits Were Reduced 


SURPLUSES SHOW INCREASE 


Continental Assets $137,710,533 
and Fidelity-Phenix $111,280,902 
on Basis of Market Values 








Assets of companies in the America 
Fore Group showed large increases in 
1944. following sizable gains registered 
in 1943 over 1942 and premium income 
last year was larger than in 1943. The 
Continental, head company of the group, 
reports total admitted assets on Decem- 
ber 31, 1944, based on valuations ap- 
proved by the National Association of 
Insurance Commissioners, of $131,722,- 
090, compared with $116,972,141 at the 
close of 1943 and with $100,521,083 at 
the end of 1942. The policyholders’ sur- 
plus is $91,357,098, compared with $79,- 
809,105 a year ago and $66,569,649 two 
years ago. If actual December 31, 1944, 
market quotations of bonds and stocks 
had been used the total admitted assets 
would be $137,710,553 and policyholders’ 
surplus $97,345,561. 

Unearned premiums of the Contin- 
ental at the close of 1944 were $26,493,- 
698, against $23,940,536 a year ago, an 
increase of around $2,500,000. Losses in 
process of adjustment are $8,956,047 
compared with $7,273,349. 


Net Premiums Rise 


Net premiums written in 1944 
amounted to $29,489,719, against $27,- 
372,774 in 1943, an increase of more than 
$2,100,000. Premiums earned were $26,- 
936,557, losses $15,463,237 and expenses 
$10,819,450, leaving an underwriting 
profit of $653,869. There was a net in- 
crease last year of $11,303,601 in market 
value of real estate, stocks and bonds. 

If stockholders approve on February 
21 the proposal to increase the capital 
ot the Continental from $5,000,000 to 
$26,000,000 there will be a transfer of 
about $15,000,000 from surplus to capital 
account. The number of shares out- 
gstanding will not be increased. 

The Fidelity-Phenix Fire, second 
largest fire company in the group, on 
December 31, 1944, had total admitted 
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POTENTIAL POWER 


Agents can provide their customers with 
ready to become active when needed, 
insurance protection! 


tHe London ano 
GROU 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD 
PANY * LAW UNION & ROCK INSURANCE COMPANY, LTD. * 
STANDARD MARINE INSURANCE COMPANY, LTD. 


COMPANY OF NEW YORK 


(Fire Department) LONDON & LANCASHI 


LONDON & 


LANCASHIRE 
GROUP 


@ Our enemies have good reason 
to be well acquainted with the 
potential power of American 
weapons of war. This is also true 
of the seasoned American Infantry- 
man who, by a simple act, rel 
great power into action! His con- 
fidence is enhanced by knowledge 
that the M-1 is ready to perform 
when needed! 





a similar great potential power, 
by selling them the necessary 


Lancashire 
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“Got Around to It” 


The applicant in this case was a 


locomotive fireman, member 


of a railroading family—his father, a conductor, had been killed 


in a train wreck, 


Payment of the first premium 


was taken when application 


was made, but the medical examination was put off for a week. 
It was made one day at 11 A. M. At 11 P. M. the same day the 
applicant was killed in an automobile accident. 


When the examination reached the Home Office it was 


matched up with the application and 
writer announcing the death. The p 


the telegram from the under- 
apers went through together, 


the application was approved and the policy issued, despite the 
fact that the insured was already dead. The underwriter was 
promptly sent the check for $7,750—which included the double 
indemnity benefit. And the check was promptly delivered to the 


fireman’s mother, whose sole support 
said when he signed the prepayment 


he had been. To her he had 
check, “This is a load off my 


mind. I have been intending to do this for a long time, but just 


never got around to it.” 


THE PENN MUTUAL LIFE INSURANCE CO. 
JOHN A. STEVENSON 


President 


INDEPENDENCE SQUARE, PHILADELPHIA 


<n 


$3.00 a Year; 25c. per Copy 
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New Agents’ Training 
Plans for Fieldmen | 
Of Equitable of Iowa 


Up-to-Minute Instructicns For All, 
Including Established Agent; 
New Equipment Also 


LARGE NEW BUSINESS GAIN 


President F. W. Hubbell Tells Gen- 
eral Agents Conference Record 
Is Best Since 1929 


Three new training plans for agents 
providing up to the minute instruction 
and equipment for new agents, those 
with limited experience and also for the 











established fieldman were announced by 
Equitable Life of Iowa at its annual 
business conference of general agents 
held in Des Moines January 15-16. The 
conference was opened by President 
F. W. Hubbell who revealed that new 
business last year was the largest since 
1929 with a total of $81,984,742, a gain 
of $5,890,859 or 7.7%. Insurance in force 
increased $35,324,646, the largest in fif- 
teen years, and stood at the close of 
the year at $694,254,344, 
Details of Training Plans 

The new training plan embraces a 
complete course of instruction and 
coaching for the new man, and includes 
an Agent’s Guide, a Trainer’s Hand- 
book and a series of Integrated Sales 
presentations. There is also an inter- 
mediate training plan for the under- 
writer of limited experience, and an ad- 
vanced training plan for the established 
agent. 

A comprehensive Recruiting Outline 
for general agents was also announced. 
This recruiting outline follows a similar 
handbook first made available in 1944. 
It details the sources, methods and re- 
sults of the company’s work in new 
organization in 1944 and definitizes ob- 
jectives to be sought and methods to 
be followed in 1945. 


A series of three integrated, illustrated 
sales presentations on close corporation 
stock purchase, partnership, and keyman 
insurance, together with sales talks, 
were announced. These new sales plans 
will take the place of the company’s 
former selling material on three fields 
of sales and service which promise much 


(Continued‘on Page 8) 
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FAMILY INCOME RIDER 


LIMIT $25,000 AGES 16-60 


ISSUED STANDARD AND LIMITED SUBSTANTIAL BASIS 


AGE LIMITS 
16-50... i ehudediedleseseat age 10 - 15 - 20 yr. plans 
UT) See Nbr: Site 10 - 15 yr. plans 
TTL ETT ROI fe PREM SET 10 yr. plan 


OUR FAMILY INCOME RIDER CAN BE ISSUED WITH ANY PLAN 
OF INSURANCE AND IN CONJUNCTION WITH INCOME DISABILITY 
(EXCEPT TERM) 

RIDER PROVIDES FOR MONTHLY PAYMENTS OF $10 PER $1,000 
FOR 10, 15 OR 20 YEARS FROM DATE OF CONTRACT 
ADDITIONAL IMMEDIATE CLEANUP FUND AVAILABLE 


COMMUTED VALUE IN LIEU OF MONTHLY INCOME 


COMMUTED VALUE 
$10,000 CONTRACT WITH FAMILY INCOME RIDER 


20 Yr. Plan... $23,680. 

Te (On. eae ee 20,980. 

10. Ye. Plam....2-c2:sc000s-201:.2>17,840. 
ADDITIONAL PREMIUM FOR RIDER PAYABLE AS FOLLOWS: 

20 Yr. Plan... 16 Years 

| 2 3, Seana fee 12 Years 

is Saeenener 8 Years 


THE FAMILY INCOME RIDER MAY BE ADDED TO POLICIES 
NOW IN FORCE 
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Fiftv years ago Graham C. Wells went 
into the life insurance business and is 
glad he did so. He became prominent 
in Pittsburgh and in New York and 
then built up a national acquaintance 
after his election as president of Na- 
tional Association of Life Underwriters. 
The United States Life of which he 
is a director was host at a small lunch- 
eon given to Mr. Wells on Wednesday 


of this week in honor of the anniver- 
sary. It was attended by four senior 
officers, by General Agent James F. Mc- 


Grath and by Clancy D. Connell, vice 
president, NALU. 
Mr. Wells has never made an esti- 


mate of the number of persons insured 
by him and by agents who were asso- 
ciated with him, but it is impressive. 
What he has kept tab on, however, is 
his personal insurance ownership and 
what the protection has meant and still 
means in dollars and cents. As is the 
case of many men who have won suc- 
cess in the field he regards his clients’ 
financial situation as confidential, but 
as far as he is concerned he would not 
object to having his own _ insurance 
coverage facts displayed on a Times 
Square billboard. High point in his 
personal life insurance was reached 
with $179,316 coverage. The time ar- 
rived when the cash value increased 
$7,100 whenever he paid out $6,000 in 


premium. Present cash value is $51,076. 
Of this insurance $66,515 is paid up. 
He has invested in annuities just under 


$40,000. There are some other features 


of protection and income which make 
an effective reason for spending money 
om insurance premiums, and the facts 
about Mr. Wells’ own insurance have 
persuaded many to buy policies. 

Born in Denver, his father was a 
preacher and his mother an educator, 
so ke got a lot of academic education 
at home. After he quit public schools 
in I.ttsburgh he became an agent of 
Northwestern Mutual Life there, gen- 
erai agent being Henry C. Ayres, Early 
injerested in Pittsburgh Life Under- 
writers Association he was made chair- 
man of one of its committees. Later, 
he was vice president of the associa- 
tion. After five years as an agent in 
Pittsburgh he was appointed Provident 
Mutual general agent there. Samuel 
Shipley was president of the company 
then and Asa S. Wing, later president, 
was vice president. 


Hires Women Agents 


When first World War got going 
many Pittsburgh agents went into the 
service and Mr. Wells gave contracts 
to ten women whose positions in Pitts- 
burgh, socially and otherwise, impressed 
him as making for good agency ma- 
terial, Although a quarter of a cen- 
tury has gone by, seven of those ten 


Graham Wells In Life Insurance 


women agents are still with Provident 
Mutual. 

After twenty-five years in Pittsburgh 
Mr. Wells came to New York as Provi- 
dent Mutual general agent, succeeding 
to the agency of Mellor & Allen, 149 
Broadway. He was general agent here 
for fourteen years and then became a 
personal producer of insurance. Clancy 
D. Connell, whom he started in the life 
insurance field, succeeded him as head 
of the agency. 


Emphasized Common Interest Meetings 


Mr. Wells became active in Life 
Underwriters Association here and 
after serving as its president he was 
elected in 1923 president of Nationa) 
Association of Life Underwriters, His 
term stood out for the development of 
“common interest” phases. These in- 
cluded relationships between life insur- 
ance and trust company service, life 
insurance as a credit stabilizer, life in- 
surance and church funds and college 
funds, and life insurance and trust funds. 
Common interest meetings between 
agents and banking and trust company 
people were soon being held in various 
parts of the country. These trust coun- 
cils are still taking place in some ter- 
r-tories. 

Clinton 
is with 
New 


new 


A. Wells, 
the Chemical 
York, where he 
business man. 


son of Graham C., 
National Bank, 
is personal trust 
Mason Wells, a 








50 Years 


GRAHAM C. 


WELLS 


brother of Graham C., was a mission- 


ary in China for some years. Another 
brother, Dr. Ralph C., was chairman 
of the China Council for the Presby- 


Edward H. Wells, son 


actuary, Mutual Life. 


terian Church. 
of Mason, is an 





Elias Klein, Travelers Manager, Dead 


New York Man Spent Thirty-four Years with Company; 
Active in Associations; Collector of 


Objects of Art 


“One of the best known agency mana- 
gers in Greater New York, a man who 
regarded life insurance as a_ religion, 
Elias Klein, 56, died in LeRoy Sani- 
tarium here after a sudden heart attack. 
For the past thirty-four years he had 
been active in the Jos. D. Bookstaver 
Agency, Inc., one of leading agencies of 
the Travelers. He was manager of the 
agency and its vice president. His. home 
was in Rutherford, N. J. The funeral, 
Sunday, was largely attended, many gen- 
eral agents of companies being there. 
Funeral was also attended by H. H. 
Armstrong, vice president, Travelers. 
Serious in manner, not given much to 
raconteuring, always willing to devote 
time to the other fellow’s problems, 
“Kleiny” was not only a capable and 
loval manager but he took a great per- 
sonal interest and pride in affairs of 
the Life Underwriters Association of 
City of New York, Inc. and the Life 
Managers Association of New York. He 
handled press relations of the associa- 
tion at various dinners and meetings; 
tor about eight years wrote the obitu- 
aries of members of the underwriters 
association; and was active in mapping 
out programs for the association. 


Start of Bookstaver Agency 


Mr. Klein attended City College and 
took courses at New York University. 
He entered insurance and general brok- 
erage business and was with Lockwood 
Agency and Bible House, was a counter 
man when he first met Joseph D. Book- 
Staver who was then an agent of the 
New York Life. They became associates 
in general insurance and in 1911, when 
Mr. Bookstaver was appointed general 
agent of the life department of the 
Travelers, Mr. Klein went with him as 
D duction manager. Their first office 
Was a single room, 15 x 18 feet in the 


ELIAS KLEIN 


Bowery Bank Building at the Bowery 
and Grand Street. The agency in a sec- 
tion of New York which was then one 
of the most congested in population of 
the city-—the lower East Side of New 
York—began to grow. It started to lose 
its population when many blocks of 
buildings were torn down to make way 
for the approaches to the bridges span- 
ning the East River. In 1919 the agency 
moved to 123 William Street and by 
1920 had stepped into first place among 
Travelers agencies. By 1925 it had led 
the country for the Travelers for the 
sixth consecutive year. The agency 





moved to 110 William Street where it 
is now located. Following the death 
of Mr. Bookstaver in February, 1936, 
Mr. Klein continued as manager of the 
general agency. 

Among well-known figures in the bus- 
iness who were at one time with the 
Bookstaver Agency were Harry Yarin, 
vice president Eastern Life; Max J. 
Hancel, general agent, Continental 
American; Mayer Angstreich, the Mac- 
cabees, and A. H. Pelterson. Lieutenant 
Burton J. Bookstaver, now in the Army 
Air Forces, is treasurer of the J. D. 
Bookstaver agency; Milton Goldstein, 
twenty-five years with the agency, is 
chief of its underwriting; and Sol Ro- 
senstein, twenty-eight years with the 
agency, is supervisor. 


Musical Show at Astor 


When the .agency was fifteen years 
old in 1926 it put on at a dinner of the 
Life Underwriters Association of the 
City of New York at the Hotel Astor, 
an affair attended by hundreds of peo- 
ple, probably the most extraordinary en- 
tertainment event in the history of such 
associations. This was a musical com- 
edy in twenty scenes with a cast of 80, 
70% of whom were with the agency 
either as agents or members of the 
office staff. The performance, with an 
orchestra, matched a Broaway event and 
made such a hit it was repeated at the 
famous Empire Theater where “Life 
With Father” is now playing, proceeds 
going to the United Jewish Appeal. The 
music and script of the show were writ- 
ten by Archie Gotler who wrote “Amer- 
ica, I Love You.” One of the actresses 
in the production, Helen Kane, later be- 
came famous in musical comedy and 

vaudeville. Mr. Klein made all the ar- 
rangements for this production. 

Mr. Klein was one of the hardest 
working association men in the city and 
was unusually active in the Life Under- 
writers Association of the City of New 
York and the Life Managers Associa- 
tion. For some years, as head of the re- 
lationships between the life underwriters 
association and the newspapers, he was 
particularly helpful in having people 
photographed at insurance dinners. He 
had long been a camera enthusiast and 
upon one occasion he and his late wife 


at their home in Rutherford became in- 
terested in photographing the life of 
birds. They took a series of pictures of 
bird life that attracted so much atten- 
tion that one of the photographic studios 
of the city asked for the collection of 
pictures and they were exhibited. He 
owned a motion picture camera and did 
his own editing and cutting of pictures, 
writing all the captions. 

In Rutherford Mr. Klein took such a 
deep interest in the welfare of children 
that he organized them into clubs which 
would meet at his home and where he 
emphasized the necessity of observing 
the best tenets of comradeship, sports- 
manship and civic pride. 


His Hobby 


A hobby that gave him a great deal 
of pleasure was his collections of 18th 
Century ivory, including ivory elephants, 
and of Dresden and Meisen china. In 
addition to his ivory elephants he col- 
lected spun and blown glass and was a 
frequenter of antique shops here and 
auction rooms in Atlantic City, and he 
picked up part of his collection also in 
Montreal. He began his collection when 
twelve years old with an ivory letter 
opener. He bought French and Chinese 
pieces which had belonged to Frank S. 
Ewing of Leominster, Mass. He also 
owned an altar lamp used by the Romans 
in 200 B.C. Two of his carved elephants 
came from Ceylon. The elephant figures, 
by the way, were carved from quartz, 
jade and coral. 

During his younger days he appeared 
as a rider in motorcycle races, always 
as an amateur. At one time he owned 
five motorcycles. He also appeared in 
boxing bouts. 

In addition to his membership in the 
Association of Life Underwriters of the 
City of New York, the Life Managers 
Association and the General Brokers As- 
sociation, he belonged to the Nacoma 
Club, the Rutherford Service Organiza- 
tion, Superior Police Officers Associa- 
tion, Taxpayers & Improvement Associ- 
ation of Rutherford and the New York 
Press Club. 

Tribute from H. H. Armstrong 

H. H. Armstrong, vice president, 

Travelers Insurance Co., who attended 


(Continued on Page 14) 





Page 4 








January 26, 1945 








Optional Payments Not 
Reportable as Income 


PIERCE TAX CASE _ DECISION 
Circuit Court Seviaien Tax Court, Both 
Reversing Commissioner; Dissents 
in Each Decision 








The Pierce tax case, in which the Tax 
Court reversed the Commissioner of In- 
ternal Revenue on a deficiency assess- 
ment for income taxes covering optional 
settlement payments, has been decided 
on appeal by the Circuit Court in favor 
of the taxpayer. 

The taxpayer’s husband died in March, 
1940, leaving $100,000 life insurance. The 
beneficiary, his wife, chose to be paid in 
ten installments, i.e., 120 monthly pay- 
ments over ten years or $597 each. 
To these the insurance company added 
monthly dividends, there being nine divi- 
dends of $36 each. The beneficiary did 
not report any of these as income, rely- 
ing on Sec. 22 (b) (1) of the Internal 
Revenue Code which excludes from 
gross income “amounts received under a 
life insurance contract paid by reason of 
the death of the insured whether in a 
single sum or otherwise (but if such 
amounts are held by the insurer under 
an agreement to pay interest thereon 
the interest payment shall be included 
in gross income”). 

The Circuit Court decision by Justice 
Learned Hand said in part: “The policy 
offered the beneficiary a choice between 
rights already in existence, with whose 
creations she had had nothing whatever 
to do; they came to her ready-made by 
the insured. To say that her position 
was the same as though, having the 
principal in hand, she had exchanged it 
with the insurer for the option, is un- 
true in fact and unwarranted in law. 
Perhaps, if the policy had not contained 
the options, the beneficiary might still 
have been able to buy “Option ‘C’” from 
the insurer by a direct bargain; but 
nothing in the record supports that as- 
sumption, and we have no right to make 
it. Life insurance is a technical subject, 
and it would be hazardous to say that it 
made no difference in the beneficiary’s 
powers in dealing with the insurer that 
the policy contained the options. But 
even if it did make no difference, it is a 
fiction to treat the situation as though 
she had made such a bargain; it is as 
untrue as it would be to say that if the 
policy permitted her to be paid in dol- 
lars or pounds, and she took pounds, she 
had bought the pounds from the insurer 
with the dollars. It is as untrue as it 
would be to say that, if a testator gives a 
legatee the choice of money or a chattel 
and he takes the chattel, he has bought 
it of the executor. In such situations the 
beneficiary makes no bargain whatever 
with the decedent’s representative; all 
that happens is that, not having the 
power to take both benefits, and being 
therefore put to a choice, he takes one 
of those already provided, Nothing will 
justify the violence to the language 
necessary to the Commissioner's inter- 
pretation, unless it is necessary to effec- 
tuate the underlying purpose of the sta- 


tute. In this instance it would defeat 
that purpose.” 
In both the Tax Court and the Cir- 


cuit Court decisions there were dissents. 





United States Life Has 
33% Gain for December 


The December new paid-for business 
written by the United States Life, New 
York, was one of the largest single 
month’s production achievements in the 
history of the company, being one-third 
greater than the paid-for business pro- 
duced in the same month of 1943, Mans- 
field, Freeman, president, announced. In 
reporting the results Mr. Freeman, in a 
preliminary report of the company’s op- 
erations for the past year, added that 
the new gain of insurance in force was 
20%, bringing the total outstanding in- 
surance in force to a new high of over 
$121,000,000. 








Reading left to right: 


Gerard Swope, of General Electric Co. 
fame, as honorary president of Community 
Chests and Councils, Inc., is one of the 
key figures in the recently announced social 
security plan extending retirement pen- 
sions and life insurance coverage to more 
than 500,000 social, health and welfare 
workers throughout the nation, who are 
not now covered by Federal social security. 
As announced in The Eastern Underwriter 
last week a non-profit organization has 
been created to handle the insurance, 
known as the National Health and Wel- 
fare Retirement Association, Inc., of 
which Mr. Swope is chairman of the 
board, and Milton H. Glover, vice-presi- 
dent, Hartford National Bank & Trust, 
is president. It has already received its 
license from the New York Insurance 
Department. 

Mr. Glover was chairman of an organiz- 
ine committee which, together with a com- 
mittee of the natidnal organization of com- 
munity chests headed by Tom K. Smith, 
president, Boatmen’s National Bank of St. 
Louis, gave long and earnest thought to 
the insurance needs of social workers. Cul- 
mination of their study resulted in formu- 
lation of a plan of reinsurance by the 
John Hancock Mutual Life of Boston that 
overcame unusual and formidable obstacles. 

Chairman Swope at a press and luncheon 
gathering several days ago, said that the 
John Hancock has agreed to guarantee all 
of the benefits of the new plan. major de- 
tails of which were outlined in last week’s 
isstie. President Paul F, Clark of the John 
Hancock pointed to an unusual transfer- 


Milton Glover, president of the National Health and 
Welfare Retirement Association, Inc.; Jean Grant, R. N., a visiting nurse; Dorothy 
West, R. N., Flower & Fifth Ave, Hospital, New York; Dorothy Spies, community 
chest office worker; Gerard Swope (seated) center, honorary president of Com- 
munity Chests and Councils, Inc., and Paul F. Clark (seated at right), president 
of the John Hancock Mutual Life. 


ability feature of the plan under which 
employes will not lose their benefits (con- 
tributions of both employer and employe) 
even if they change their jobs. Member- 
ship in the plan can be transferred from 
one private welfare agency to another, or 
from one community to another. Attending 
the meeting with President Clark were 
Robert P. Kelsey, executive assistant, 
and Christopher Stanwood of the group 
pension sales department, both from the 
home office. 

National Health & Welfare Retirement 
Association, Inc. will be managed by a 
board of sixty trustees of which John F. 
Sinclair, executive vice-president, New 
York Life, is a member. In Greenwich, 
Conn., where he lives, Mr. Sinclair is 
chairman of the retirement study com- 
mittee of the local community chest. 

Community chest representatives on the 
board include the following: Ralph Blan- 
chard, New York, a prime mover in bring- 
ing about culmination of the new plan; 
C. M. Bookman, Cincinnati; Robert O. 
Loosley, Providence, and John B. Daw- 
son, Philadelphia. Joseph P. Anderson, 
executive secretary, American Association 
of Social Workers, New York, N. Y.; 
George Bugbee, executive secretary, Ameri- 
can Hospital Association, Chicago, TIl.: 
and Shelby M. Harrison. president, Russell 
Sage Foundation, New York, represent the 
professional social workers on the board. 

The association will have its offices at 
441 Lexington Avenue. New York 17, 
N. Y. Homer Wickenden will be the ex- 
ecutive. 





CASHIERS’ MEETINGS 





Series Planned by Detroit and Windsor 
Associations; Tourist Bureau 
Manager Talks 

Vic Wilson, program chairman, De- 
troit and Windsor Associations of Life 
Agency Cashiers, has arranged a series 
of four programs entitled “Adventures 
in Underwriting” which embrace the 
four most important functions of the 
life agency offices. He has listed these 
functions, in accordance to their im- 
portance, as understanding the policy- 
holder, understanding the agent, under- 
standing the home office, understanding 
the agency personnel. 

The first of these meetings was held 
January 25 at the Olde Wayne Club in 
Detroit when Carl Sedan, manager of 
the Detroit Convention and _ Tourist 
Bureau, addressed the group in his ca- 
pacity as a policyholder. 


CANADIAN WAR CLAIMS UP 

War death claims against Canadian 
life insurance companies took a sharp 
upward tilt during 1944. This is revealed 
in the annual reports of the companies 
which are just being released. 

The Imperial Life, Toronto, reports 
that in 1944 the war claims were 14% 
of the total new claims and the average 
for the first five war years was 8%. The 
London Life, London, Ontario, reports 
that war claims in 1944 were twice as 
large as in the previous year. New in- 
surance issued during the year totaled 
$116,783,000 and business in force rose 
to $1,034,568,000. This latter figure repre- 
sents a growth of almost 50% in the 
past four years. Manufacturers Life, 
Toronto, reports new business for 1944 
at $9414 million, a gain of 14% over 


1943. Insurance in force jumped by 
$6234 million to $790 million. National 


Life, Toronto, reports business in force 
of $81,106,943 at the end of 1944, 











Calif. Court Dismisses 
Suit Against Garrison 


INVOLVED COMMERCE QUESTION 





Phoenix Benefit Society Sought Dam. 
ages Based On Supreme Court 
SEUA Decision 





U. S. District Court Judge O’Connor 
at Los Angeles last week dismissed tli 
action brought against Insurance Coin- 
missioner Maynard Garrison by _ thie 
First National Benefit Society of Phoe- 
nix, Ariz., in wh‘ch it sought to restrain 
him from interfering with its tepresen- 
tatives doing business in the state al- 
though not admitted. It asked damages 
of $1,200,000 also, basing the action on 
the recent Supreme Court ruling that 
insurance is commerce. 

The decision in part says: “The court 

finds that the insurance statutes of the 
State of California involved in this suit 
have not been violated in any way by 
the decision of the Supreme Court of 
the United States in the case of the 
U.S. vs. The South Eastern Underwrit- 
ers Association, which are still in full 
force and effect for the purposes of 
this suit; and that this is in fact a suit 
instituted against the State of Cali- 
fornia without its consent in violation 
of the Eleventh Amendment to the Fed 
erai Constitution, and, therefore, cannot 
be maintained, and no consent having 
been given thereto. 
_ “The defendant’s motion to dismiss 
is granted and counsel for the defend- 
ants will prepare a judgment of dis- 
missal with costs.” 





Manager at Syracuse 


JOSEPH L. BEESLEY 


William J. Graham, vice president, 
Equitable Life Assurance Society, has 
announced the appointment of Joseph 
L. Beesley, CLU, as agency manager at 
Syracuse, effective January 16. Mr. 
Beesley, who for the past four years las 
been cashier at Chicago, will take over 
the activities of Harold C. Nolting, who 
because of ill health will forego the ac- 
tual directing of the agency, but will 
continue as associate agency manager. 

Formal installation of Mr. Beesley as 
manager was made by Second Vice 
President Dalager at a meeting of the 
entire organization in Syracuse ast 
week. Mr. Beesley has been with the 
Equitable Society since 1926. 


NAMED IOWA GENERAL AGENT 

W. Keith Saville has been named 
general agent for the American Mutual 
Life Insurance Co. in Atlantic, Iowa, 
according to an announcement by Harry 
S. McConachie, vice-president and super 
intendent of agents. 
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Buy More 
War Bonds 






















Vermonters cling, as they have 
done proudly for 150 years, to 
the democratic institution of 
annual town reports and an- 
nual town meetings. 

The National Life of Vermont 
takes equal pride, as it has for 
95 years, in its thrift-conscious 
management and in the full- 
ness of its annual report to 
policyholders of this mutual 
company. 


95" Annual Report of the 


NATIONAL LIFE 


ALES of new life insurance totaled $61,572,948 or 29.2% 
more than in 1943. 

Insurance in force increased $41,536,076 to $683,019,042 
on December 31st. 

Payments to policyholders and beneficiaries aggregated 
$22,147,842, including $4,454,106 of dividends and $3,673,806 
of policy proceeds previously left with the Company. Since 
Pearl Harbor, 249 claims from war casualties have totaled 
$873,374. 

The ratio of actual to tabular mortality was 50%. 

Assets totaled $290,943,587, showing an increase of $21,- 
994,755 or 8.2% for the year. 

The Company earned 3.43% net on its ledger assets in 1944. 

Purchases of $11,310,000 of government securities and $32,- 
375,073 of FHA war housing loans aggregated $43,685,073. 

Our favorable experience with FHA loans has continued. 

Of 31,159 mortgage loans, only 18, involving $67,545 were 
in foreclosure, including 14 FHA loans totaling $50,216. This 
statement included no interest on these loans. 

For the third successive year, no bond in the statement was 
past due as to principal or interest. 

The Company’s bonds had market values of $89,958,510 
which was $3,284,731, or 3.79%, in excess of book values. 

Our preferred stocks, all cumulative as to dividends, had a 























market value of $8,420,397, which was $641,581 more than the 
book value. A market fluctuation reserve equal to this excess 
has been created. Dividend payments on two issues were in 
arrears. 

No reserves on insurance or annuity contracts on the Com- 
pany’s books are based on an interest assumption higher 
than 3%. 

The reserve liability for insurance contracts was $172,556,- 
006, an increase of $10,022,649 for the year. 

Reserves for special benefits supplementing these insurance 
contracts amounted to $3,740,663. 

Total annuity reserves were $55,613,576, or $5,518,747 more 
than in 1943. The Company in 1944 voluntarily has strength- 
ened these reserves by an additional sum of $500,000. 

. Continuation in 1945 of the generous dividend scale in ef- 
fect in 1943 and 1944 previously has been announced. A li- 
ability of $4,408,985 for 1945 dividends has been established. 

The liability for unreported death claims has been increased 
$250,000 beyond that of last year, because of uncertainty as to 
war deaths which may have been unreported. 

The surplus was increased $1,034,721.28 to $14,034,192.23, 
including a $2,000,000 contingency reserve. 

A list of the Company’s securities is available on request. 


ELBERT S. BRIGHAM, President 


see oonhaieemniadnte 








95th ANNUAL STATEMENT OF FINANCIAL CONDITION—December 31, 1944 


ASSETS 

Cash on Hand and in Banks ...... $ 1,377,137.61 
Bonds: 

U. S. Gov’t—Direct or Guaranteed $ 32,656,433.00 

State and Municipal—U. S....... —_7,388,852.54 

Pale Wet 700i)... cca . 39,249,215.68 

Dominion, Provincial, Municipal— 

en ee oe .  2,664,059.86 


Industrial and Miscellaneous .. 4,715,218.30 86,673,779.38 
Preferred Stocks, at market 





OCHO Fe ET. 5 SERS. 8,420,397.00 
Mortgages, First Liens: 
City, insured by FHA.......... 130,918,614.36 
a ES ee ee 27,217,361.53 
NMR. S25. kee AUE vis +:< POM a SoC 10,307,945.97 168,443,921.86 
Real Estate at Cost or Less: 
Under Contract of Sale......... 1,508,219.83 
Other, including Home Office 
Properties ($804,501.00) ...... 3,120,863.99 4,629,083.82 
Loans on Company’s Policies. ... .. 15,217,957.09 
Premiums Receivable ............ 3,639,323.93 
Accrued Interest and Rents ....... 2,258,216.22 
Other Assets . 20v ut ee 283,770.66 
TOCAG Aseete 0c 50: ..... $290,943,587.57 





LIABILITIES 
Policy Reserves: 
ee et ek AC ETT LD 3 ee $176,296,669.00 
Renee. Bit... soe. ohh, 55,613,576.00 


Policy Benefits left with Company 
for future Income Payments .._ 23,374,303.00 $255,284,548.00 


Policy Claims: 
In Process of Settlement ........ 1,247,310.95 
Not Reported (estimated) ...... __ 495,000.00 1,742,310.95 
Policyholders’ Deposits: 
Dividends Left at Interest ...... 7,309,533.79 
Future Premiums Discounted ... _5,005,154.30 i12,314,688.09 
Provision for 1945 Dividends ..... 4,408,984.72 
Provision for Taxes: 
1944 Federal Income Taxes ..... 250,000.00 
Cheese haMOe ere. 2 esc. ct.) 585,054.18 835,054.18 
Reserve for market fluctuations, 
Preferred Stocks .. AF 641,581.37 
Agency and Investment Items in 
| eee et Be ee 263,547.16 
Pension Reserves—Home Office and 
BONO cer ccerarisigny scans ses 988,210.00 
Other Liabilities ................. 430,470.87 
Torar Lrapinities ....... 276,909,395.34 
Surplus (including contingency re- 
serve of $2,000,000.00) ......... 14,034,192.23 
Tora LiaBILities AND SuRPLUS $290,943,587.57 
—— 


Bonds and Stocks are included at amortized or other values as prescribed by the National Association of Insurance 








Commissioners. Securities carried at $230,154.80 in the above statement are deposited with States as required by law. 


NATIONAL LIFE INSU83nce HOMESFFCE VERMONT 
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R. H. Keffer to Retire May 1, 1946 


O. A. Krebs Becomes His Partner in Aetna Life Agency, 
151 William Street, and Will Be Head of Agency 
After May 1, 1946 





Blackstone Studios 


ROSCOE H. KEFFER 


Roscoe H. Keffer, general agent Aetna 
Life, headquarters 151 William Street, 
New York, announced this week that 
he will retire from business activities 
on May 1, 1946. Simultaneously, Robert 
B. Coolidge, agency vice president for 
Aetna, announced the appointment of 
O. A. Krebs, manager Aetna Life New 
York Group department, as a partner 
in the Keffer general agency. 

Keffer 


One of the most successful general 
agents in the United States Mr. Keffer, 
now 63, has decided to share some of 
his own responsibilities with Mr. Krebs 


before retiring eighteen months hence 
to his country home in Wyoming Coun- 
ty, Pa. about sixteen miles from 
Scranton. 

Born in Indiana, Mr. Keffer entered 
the insurance business and by the time 
he was 18 he was assistant superin- 
tendent for The Prudential in Indianap- 
olis. He joined the Aetna organization 
in 1911 as a representative for casualty 
lines in Scranton. Because of his suc- 
cessful record he was appointed casualty 
general agent in that city in 1913. Three 
years later he was given the life general 
agency in Scranton. By 1927 he had 
built up a life, casualty and fire busi- 
ness in Scranton of more than $1,000,000 
a year in premiums. As a result of this 
record he was brought to New York as 
life general agent in that year. During 
a fourteen-year period the Keffer gen- 
eral agency led all other Aetna Life 
general agencies in production. 

In 1933 K. A. Luther, who resigned 
as vice president of Aetna Life in charge 
of agency forces, joined Mr. Keffer as 
a partner in the New York general 


Career of Mr. 


Blank & Stolier 


O. A. KREBS 


agency. Five years later this general 
agency was divided and Mr. Luther be- 
came general agent with offices in mid- 
town New York. 

Mr. Keffer is widely known among 
insurance men for the way in which he 
has. developed his agency organization. 
He has discovered and encouraged the 
sales talents of a great many success- 
ful agents. 


Career of Mr. Krebs 


Oswald Armand Krebs is a native of 
Maysville, Wis. He saw service in the 
marine corps in the last war and after 
a discharge was graduated from the 
University of Wisconsin, where he 
majored in economics and commerce. 
Immediately after his graduation he 
joined the Aetna Life Group department 
in Milwaukee, subsequently being trans- 
ferred to Kansas City as manager of 
the Group department there. His out- 
standing record earned him a transfer 
to New York in 1927 as assistant man- 
ager for Group lines. Six months later 
he was appointed manager of the New 
York Group department. Under his 
leadership the New York Group office 
has added more than_ $700,000,000 in 
Group insurance to the Aetna Life 
books. In 1944 alone the New York of- 
fice wrote more than $70,000,000 in new 
Group business and led all the Aetna 
Group offices in the country. 





BANKERS OF IOWA TOP AGENCY 

For the ninth consecutive year the 
Des Moines agency of W. K. Niemann 
led the Bankers Life of Des Moines 
agencies in sales with a 1944 record of 
$5,351,852. Six members of the agency 
force ranked among the top fifteen 
salesmen in the company’s entire field 
force. 
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LOOK AT 


For ry ages years, poe od baa epidemics and depressions, the Home Life has 
continued its successful opera’ 
Every Liberal practice re vend with the safety of policyholders’ funds has been 


adopted; 


tection at guaranteed low cost has been provided to its policyholders 
member of the family can secure a i 
e weekly, monthly, quarterly, semi-annually or annually 


purpose wi 
to suit the © ners convenience. 


THE HOME LIFE 
INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICES: PHILADELPHIA, PA. | 
Treasurer: Charles T. Chase 
SECURITY AND SERVICE SINCE 1899 


President: Daniel J. Walsh 

















Company Desires Agency 
Supervisor for New York State 


A progressive N. Y. State life insur- 
ance company requires a live wire 
life insurance producer capable of 
building agencies both in Greater 
New York and throughout the state. 

Must be well versed in all phases 
of life insurance. Fine opportunity 
for advancement to a_ responsible 
Home Office post. Salary and com- 
mission arrangement will be made. 
Write in confidence to 

Box 1567 
THE EASTERN UNDERWRITER 
41 Maiden Lane, New York 7, N. Y. 


named ease n> oat 








Conn. General Liberalizes 
Its Foreign Travel Rules 


Connecticut General Life has an- 
nounced it will now consider applica- 
tions for life insurance on civilians ex- 


pecting to travel or reside abroad will 
appropriate extra premiums to cover for- 
eign residence and civilian exposure to 
war hazards almost anywhere in the 
world. The company also announces that 
applicants for life insurance contemplat- 
ing temporary residence in many parts 
of the western hemisphere including 
Hawaii may be accepted for standard 
insurance without extra premiums. 

Citizens of the United States going 
abroad on business or government mis- 
sions or to give full time to the war 
effort without connection with the armed 
or auxiliary services, will be considered 
under these liberalizations. 





PRUDENTIAL FIELD CHANGES 


The New Orleans Ordinary agency of 
The Prudential is again under the super- 
vision of Manager Sidney L. Marks, 
CLU, who has returned from military 
service. Mr. Marks entered the service 
on June 1, 1942, and was commissioned 
a second lieutenant in the Army Air 
Corps on August 15, 1943. He was pro- 
moted to captain and then to major, 
and served as group intelligence officer 
of an Air Service group. He served over- 
seas and has the Presidential citation. 
— returned to his office on January 8 
ast. 

Effective January 17, 1945 Jack White, 
CLU, manager of the Los Angeles “B” 
Ordinary agency, entered military serv- 
ice, and Assistant Manager W. B. 
Furman, CLU, was appointed acting 
manager. 





Hays & Bradstreet general agency, 
New England Mutual, Los Angeles, re- 
cently held its annual agency meeting. 


THE RECORD 


policy for every purse and 


Secretary: Bernard L. Comser 





WANTED 


Group life and casualty claim man for 
Home Office of large middle western 
company. Excellent opportunity. Please 
give details of education and business 
experience, salary expected, and date 
when available. Replies he!d in confi- 
dence. Box 1561, The Eastern Under- 
writer, 41 Maiden Lane, New York 7. 














ADVANCED BY THE TRAVELERS 
H. A. Waterman, F. A. Clinton and D. 
H. Lawson Appointed Assistant Sec- 
retaries by Hartford Company 

Harold A. Waterman, Frederick A. 
Clinton and Donald H. Lawson were 
made assistant secretaries of the life 
department of The Travelers on Mon- 
day. 

Mr. Waterman is a native of Hart- 
ford, received his education in the 
schools of the city and entered the em- 
ploy of The Travelers as a mail clerk 
October 23, 1916. He was appointed an 
underwriter in the life department in 
1919 and a chief underwriter in 1926. 

Mr. Clinton was born in Michigan 
and left Michigan State College at 
the end of his sophomore year to 
enlist in the Army. He served _nine- 
teen months overseas in World War | 
as a member of the medical corps and 
was awarded the silver star medal with 
two oak leaf clusters for gallantry in 
action. He joined The Travelers in June 
1919, was made an underwriter in the 
life department in 1920 and a chief un- 
derwriter in 1928 

Mr. Lawson was born in Middle Had- 
dam, Conn. graduated from Tilton 
School at Tilton, N, H., and from Uni- 
versity of Connecticut, and before en- 
tering the service of The Travelers in 
1924 served as an overseer with the 
United Fruit Co. in Costa Rica. He was 
made an assistant: underwriter in the 
life department in 1926, an underwriter 
the following year and a chief under- 
writer in 1930, 





McCORMACK IS REAPPOINTED 

Governor J. N. McCord of Tennessee 
has reappointed James M. McCormack 
as Insurance Commissioner of the state. 
Commissioner McCormack, who is vice 
president of the National Association 0! 
Insurance Commissioners, was first ap 
pointed six years ago. 
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INDIVIDUAL 


HARRY GARDINER, GENERAL AGENT 


JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY OF BOSTON, MASS. 


AND GROUP LIFE — 





THE AGENCY WITH COMPLETE LIFE INSURANCE SERVICE FOR BROKERS 


ANNUITIES AND PENSION TRUSTS 
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A. T. MacLean President 
Massachusetts Mutual 
B. J. PERRY NOW CHAIRMAN 
Lt. Col. Ralph A. Armstrong Rejoins 


Company as Assistant Counsel; 
Roger W. Bennett Attorney 





Bertrand J. Perry, president of Mas- 
sachusetts Mutual for nine years, has 
heen elected chairman of the board, and 
\lexander T. MacLean, vice president 
since 1936, has been elected president. 
Other changes announced this week 
were appointment of Lt. Col. Ralph 
A, Armstrong as assistant counsel and 
koger W. Bennett as an attorney. 

Perry and MacLean Careers 

Mr. Perry started with company on 
lune 7, 1897, as a clerk in actuarial de- 
partment; was in premium department 
from 1902 until 1912 when he became 
chief clerk and office manager of the 
home office. After being assistant sec- 
retary from 1915 to 1926, he was elected 
secretary; became vice president and 


director in 1928; president in 1936. 
Building of the company’s new home 
office was under his supervision. He is 


a trustee of Hampden Savings Bank; 
investment committee chairman, Spring- 





Fidelity’s Ass’t Actuary 


Norman Harper, a member of the 
staff of Fidelity Mutual’s actuarial de- 
partment since September 1, 1929, has 
been appointed assistant actuary. He is 
a graduate of the University of Pennsyl- 
vania, having majored in mathematics. 

For a period following the outbreak 
of the war Mr. Harper was regional 
statistician of the War Production Board 
for the Middle Atlantic area, subse- 
quently becoming assistant to the vice 
president of the Atlantic Elevator Co. 
He is an associate member of the Ac- 
tuarial Society of America and the 
American Institute of Actuaries. 





H. Lucas, B. L. Ehrmann Get 
New Field Posts With Met. 


The Metropolitan Life has announced 
the appointments of Harry Lucas as 
head of the district at Moberly, Mo., and 
its branch office at Chillicothe, Mo., and 
Bertrand L. Ehrmann, as head of the 
company’s district office at Pittsburg, 
Kans., and branch offices at Coffeyville 
and Fort Scott, Kans. Mr. Lucas, who 
was formerly manager for the Metro- 
politan at one of its offices in Kansas 
City, succeeds Cleveland H. Longnecker, 
retired, 

Mr. Lucas joined the Metropolitan as 
an agent in Kansas City in 1932, In 
1933 he was appointed manager in that 
district, after which he passed through 
various supervisory positions until he 
Was appointed manager of the Swope 
Park, Mo., district in 1941. 

Mr. Ehrmann joined the company as 
an agent in 1933. After seven years as 
an agent and assistant manager, he was 
appointed manager at Greeley, Colo., as 
his first managerial assignment, 





aor cs LEADS MANHATTAN LIFE 


‘he James G. Ranni agency, Man- 
ha te Life, leads all agencies through- 
out the country for 1944. Their total 
volume of life insurance paid for was 
$3,726,631 exclusive of annual premium 
retirement annuities and family income. 
Their first year premiums paid amounted 
to $178,857. Mr. Ranni is a member of 
the Million Dollar Round Table and 
was recently elected secretary-treasurer 
of the Midtown Managers Association. 





_For the fifth time in seven years, Cin- 
cinnati has won the annual award offered 
by the National Clean-up and Paint-up 
a mpaign Bureau, Washington, D. C., 
for “the best organized and conducted 
Campaign in the State of Ohio.” The 
atest award was for 1944, according to 
Edward W. -Hodgette, chairman of last 
year’s Chamber of Commerce Committee 
Which sponsored the drive. 





ALEXANDER T. 


field Hospital; 
mittees of the five companies in Spring- 
field Fire & Marine group. He is a past 


president of Life Office Management 
Association. 

Entering Massachusetts Mutual serv- 
ice in 1916 Mr. MacLean began as asso- 
ciate actuary; in 1928 was elected sec- 
ond vice president and actuary; became 
vice president in 1936. He has held many 
honors in actuarial world and is a mem- 
ber of legislative committee of Life 
Insurance Association of America and 
is chairman of ALC actuarial committee. 
Born in Glasgow he came here in 1910 
and was assistant actuary, Home Life, 
before going with Massachusetts Mutual. 


Lt. Col. Armstrong was an attorney 
for the company from 1931 until he went 
into the Army with rank of major. Lt.” 
Col. Armstrong was in charge of re- 
serve officers and enlisted personnel, 
serving as instructor and liaison officer. 

In August, 1942 he sailed for England 
on Queen Elizabeth and was in charge 
of the ship’s anti-aircraft guns. He took 
part in North African invasion, in com- 
mand of the Searchlight and Radar bat- 
talion. He served in Morrocan- Algerian, 
Tunisian, Sicilian and Italian campaigns. 
In first World War he was a first lieu- 
tenant of field artillery. 

A graduate of Amherst Mr. Bennett 
joined Massachusetts Mutual in 1935, 
worked in claim department from 1936 
to 1943, was then transferred to legal 


MACLEAN 


member of finance com- 
general counsel. He 
Northeastern University. 


BERTRAND J. PERRY 


department headed by Wesley E. Monk, 
studied 


law 
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St. Louis 3, Missouri 


Financial Statement 
December 31, 1944 


ASSETS 


CASE CRG DEANE CAME? EPC IMIIIE Ss < « « LaWasin oc tktbcccceabvccccwhsébinvenne 7,783,883.34 

BO rare 

@! fp: Gowsremnant 
| Gir Bond ; 2 
coe ceeesee es -@ 59,972,964.69 

45,210,987.17 








$21, 500, 197.7 
3,710,789. 44 


ans Bree ae 
Oihe er First Mortgage a 





HOME OFFICE BUILDING. . 860,000.00 
Ce ee Se, RED 9 8 oe PEA Ee olde SUVs dagh ac 5 os cares Saweds foe won ge ea sebigendavia®s 7,772,062.87 
eA ee Ce oo OG EERE « Wikies 6 alte nv sisicsacioevensadi nda setts Onhesweeues's 3,0: 


SERSMOMIEEG . 5.0 core cos Sle ae oe a 
INTERRST AND RENTS ON er die ACCRUED BUT NOT YET DUE 

INTEREST AND RENTS DUE ON INVESTMENTS (None of which st due more than 90 aed 
OTHER ASSETS, PRINCIPALLY NET PREMIUMS IN COURSE is OF COLLECTION 
@BALANCE OF INITIAL POLICY LIENS.................. : 
LOATH SO) POAC Fee eo oe occ cress cdaletcccesccece 


QT ORME: Ae ernie Fie ge RMUMEAEO 464 6 cbams C6 eBT odidccreccsececcsgeaegeneedeivenec cba 


1¢ 
1,891, 264. "85 b 
2,772,878.00 
19,242,441.88 
Pa $139,892,224.29 


LIABILITIES ~ 


ate | Pi re ere ee ss st i cullen specs argent 
REMIUMS AND INTEREST PAID IN ADVANCE.................00ceceees , 811,983.52 
RESERVE FOR TAXES “3 998,800.64 
ESCROW FUNDS (Deposited by mortgagors fe poe of taxes and expenses) 281,910.15 
RESERVE FOR ACCOUNTS NOT YET Dt 534,059.75 
POLITIC Weems MEV URMIOeo osc ccc cccekecesccscccess 1,666,990.62 


PE eee amiN ACS ad yf 65 te hal PEs Sadak 6 ag nites i Eeb grace acer wethage bap Eh Cece a eaae x cao $132,611,722.74 
PORTION OF CURRENT YEAR’S EARNINGS AVAILABLE Fo R FUTURE DIV IDE ND DECLARA- 
TION TO PARTICIPATING POLICYHOLDERS........... sc ata a eee 696,193.00 
Cr on otis vad ba oe 4 pac eeeKiee ts 0 vcddcemhenel ee 4,273,173.30 
Under Purchase Agreement............... 02.00 cececuccuces é eR ae «....$ 2,888,708.20 
can ne NS e's oi: Sfp APM so 56 0 BR Re eee ENb ad aed eevee weln eeanbrs 934,465.00 
ER SR OP Ee Pee SR eee Oe oe er) eee 450,000.00 
CAPITAL, ee Heme NCPR IPOIEUED 6 55 ois nas daa cvscesdoarenihodagees Ofee teases ss 599,000.00 
+ ae GE Bes 6 AU & I « SITE Gas boc ns chwe peesicc ccdewdacdecaGsints dem messeedecee 1,811,135.25 
oreral. PES A ep ae en ee or SOL ere. er ae $139,892,224.29 


@Actual Market Value of Bonds is more than $1,197,009 in excess of the amounts shown above. 
@Does not include liens totaling $573,050 which have been discharged by payments in cash or credit by policyholders, nor $74,502.27 liens on 
dividends on deposit, both of which items will share in future lien reductions, 
@lIncludes assets in “Old Company Account’ established under Purchase Agreer ment dated September 7, 1933, on file with the Superintertdent of the 
Insurance Department of the State of Missouri, (copy of which agreement may be obtai i xd from him or the company), against which the Superintendent 
reserved a lien to protect certain liabilities therein described and fi ally included among the liabilities in this statement. Status of Old Company Account 
on file with the Superintendent and with the company. 
@Full net legal reserves on policies issued by General Americ san Life are secured by deposit of approved securities with the Superintendent of the 
Insurance Department of the State of Missouri. The capital stock, guaranty fund, and surplus are additional protection to all policyholders. 

A detailed report of the combanvy’s financia! condition and bond holdings may 

be secured upon request. Address inquiries: Publicity Department,—Section N. 


he 


* * * 


MULTIPLE LINES: Participating « Non-Participating « Salary Savings « Juvenile « Sub-Standard « Annuities « Commercial 
Accident and Health and Hospitalization « Group Life « Wholesale Insurance « Group Ac -cident and Sickness « Group 
Accidental Death and Dismemberment « Employee and Dependents Group Hospitalization with Surgical Procedure benefits. 
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Marks 15th Anniversary 
With The Prudential 











CHARLES SCHIFF 


Charles Schiff, assistant manager of 
the Stuyvesant Ordinary agency, The 
Prudential, Chrysler Building, New 
York, this ‘month marks his fifteenth an- 
niversary with the company and his 
thirtieth anniversary in the life insur- 
ance business. Homer Cross, manager 
of the agency, gave a dinner in Mr. 
Schiff’s honor, which was attended by 
special agents and part time agents of 
the agency. A feature of the dinner was 
the decision on the part of those pres- 
ent to engage in a special effort for 
new business in Mr. Schiff’s honor. 
This effort will terminate on February 
28. The following have been appointed 
as a committee to take charge of all 
arrangements in connection with this 
effort: Charles A. A’Hearn, Charles Lie- 
bowitz, Samuel Katz, Adolph Seide and 
David N. Sugarman. The committee will 
contact and invite the brokers affiliated 
with the agency to participate in the 
special effort in Mr. Schiff’s honor. 

Mr. Schiff’s life insurance career be- 
gan in 1915 as an office boy with what 
is now known as the Herman Robinson 
agency of the Travelers. After several 
years of association with that agency, 
he became the superintendent of the 
brokerage department of the J. FE. Flani- 
gan agency of the Bankers Life Co. 
For a short period he was a supervisor 
for the Prosser and Homans agency of 
the Equitable Life Assurance Society 
ahd for the past fifteen years he has 
been with The Prudential. Mr. Schiff 
has long been active in the Life Super- 
visors Association of New York and at 
present is serving as second vice presi- 
dent of that association. 


L. A. Goodman Made El Paso 
General Agent for Hancock 


The establishment of a general agency 
at El Paso, Texas, by the John Har- 
cock with Leonard A. Goodman as gen- 
eral agent has been announced by Clyde 
F. Gay, second vice president. He was 
formerly associated with the Pan-Ameri- 
can Life Insurance Co. of New Orleans 
as general agent for El Paso and West 
Texas. 

Mr. Goodman is widely known in life 
insurance circles throughout Texas and 
the Southwest and has been active in 
local, state and national association 
affairs. He is a past president of the El 
Paso Association of Life Underwriters, 
has served as national committeeman 
and has been on several state association 
committees. He is also active in civic 
affairs, having served as chairman of the 
Red Cross Drive; committee chairman 
of che Community Chest and is also 
an active member of the Chamber of 
Commerce. He is now district chairman 





for the El Paso Boy Scouts and is a di- 
rector of the El Paso Kiwanis Club. 


Standard Life Chooses Site 
For Home Office Building 


Purchase of about 46,000 square feet 
of ground space in the northern part 
of Indianapolis, on which will be con- 
structed a $100,000 home office building, 
has been announced by Harry V. Wade, 
president, Standard Life of Indianapolis. 
Construction will proceed as soon as the 
zoning board grants approval and Fed- 
eral construction restrictions are liber- 
ated. Until the new quarters can be 
occupied, the company will seek tempo- 


. Tary quarters for its business after ex- 


piration of its present lease in the Guar- 
anty Building. The building is being de- 
signed along utilitarian lines and will be 
completely air conditioned. A_ special 
feature will be a large vault running 
through the center of the building, which 
will be connected by large openings 
with workrooms on either side. Area 
space also is provided for parking space 
for employes’ cars and future expansion. 


CAPITOL LIFE’S LARGE GAINS 


The Capitol Life, Denver, closed 1944 
with increases in both paid and written 
business over 1943, Paid business showed 
a gain of 110%, while written business 
was up 95%. For December the com- 
pany had a plus of 101% in paid busi- 
ness over December 1943, and written 
business went ahead over December, 
1943 by 24%. Insurance in force gained 
11% during the year, bringing the total 
amount in force up to $77,508,721. Com- 
pared with 1938 the 1944 lapses and sur- 
renders show an improvement of 50%. 









PLAN TODAY for your PRODUCTION and HOME 
OF TOMORROW with a 


RENEWAL COMMISSION LOAN 






















on longer maturities 







LIFE UNDERWRITERS CREDIT CORPORATION 





MINNEAPOLIS 2, 






MINNESOTA 










COLUMBIAN NATIONAL REPORT 

The Columbian National Life total 
life business in force at the end of 1944 
was $225,602,935. The gain in force for 
the year was $23,867,068. The company’s 
new paid volume for the year exclusive 
of revivals and additions was $22,841,- 
470, which represents an increase of 42% 
over the amount paid for in 1943. The 
accident and health department also 
made gains for the year. 











ON JANUARY 31, 1945 WE COMPLETE 
100 YEARS OF EXPERIENCE 
AND BEGIN OUR SECOND CENTURY OF 


LIBERAL SERVICE TO POLICYHOLDERS 


3 The Mutual Benefit Life Insurance Company 


Newark, New Jersey 











Equitable Iowa Plans 


(Continued from Page 1) 


to life underwriters in 1945. As a further 
aid and guide in such sales efforts a 
recently published handbook, “Legal 
Questions Involved in Business Insur- 
ance,” by Phineas M. Henry, vice presi- 
dent and general counsel, was consid- 
ered in detail. 

A carefully developed plan was an- 
nounced whereby servicemen formerly 
of the company’s field organization may 
upon discharge from the armed forces 
be assisted in a prompt and profitable 
return to their former company work 
as agents. The benefits of the plan, 
wh:ch will be retroactive to veterans 
already discharged, embrace training, 
financing and equipment all geared to 
meet th eproblems of the individual 
serviceman in the immediate and an- 
ticipated life insurance markets. 

A report of the company’s seven-man 
Advisory Council, following the meeting 
of that body in Des Moines, January 
12-13. was made to the general agents 
by J. B. Moorman, general agent in 
Ciacinnati since 1919, who was secretary 
of the company’s charter council of 1939 
and the chairman of its council in 1944. 





Ohio National Has Its 


Best Year in History 


T. W. Appleby, president, Ohio Na- 
tional Life Insurance Co., Cincinnati, re- 
ports that the company operations for 
1944 were the most favorable of any 
year in its thirty-five year history. In- 
surance in force exceeds the quarter-bil- 
lion dollar mark. New insurance paid 
for in 1944 amounted to $26,845,764 and 
insurance in force at the end of the 
year totaled $259,079,893. A total of 
$1,797,684 was paid to beneficiaries and 
living policyholders were paid $1,838,953. 
Purchases of Government bonds for 
1944 were $5,894,787, bringing the total 
held at the end of the year to $19,308,815. 
The total assets of the company in- 
creased by $5,357,463 and surplus funds 
exceed $3,700,000. 4 

The annual meeting of the company 
will be held at the home office January 
Bd 





HANCOCK FIELD CHANGES 


Olen E. Anderson, second vice-presi- 
dent, John Hancock, announces the ap- 
pointment, effective February 1, of Joe 
D. Bain to district manager at Jersey 
City. Mr. Bain has been promoted from 
assistant manager at Long Island City. 
Also announced was the transfer of 
Nicholas M. Sassano from Jersey City 
to manager of the Oueens, N. Y. dis- 
trict. Mr. Sassano will succeed John 0 
Johnson, who will retire under the com- 
pany’s pehsion plan on February 1. 
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Two Unusual Letters...but the type of 
— Equitable Service referred to is Usual 


3 
























fo them over $60,000. 06° Will event, ally ee 


have had”. with yoo eat from the " 


anxious to Pan xPerience I 
"eYS and to allanase Equitable to othe ways 
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Payy 1. Leacy 


LIFE ASSURANCE SOCIETY OF 
THE UNITED STATES 


THE EQUITABL 


THOMAS I. PARKINSON, President 393 SEVENTH AVENUE, NEW YORK I, N. Y. 
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Equitable Liberalizes 
Its Air Travel Rules 


TAKES PILOTS, CREW MEMBERS 
Covering Both Commercial and Private 
Planes Within U.S., Southern 
Canada and Alaska 





The Equitable Society of New York 
has announced in a statement by Presi- 
dent Thomas I, Parkinson that the So- 
ciety will insure pilots and crew mem- 


bers of aircraft both commercial and 
private operating within the United 
States, Southern Canada and Alaska, 


subject to extra premiums. The Equi- 
table Society was one of the first com- 
panies to liberalize its underwriting rules 
on air travel. 

In July, 1940, the company announced 
that it would impose no restriction on 
the amount of insurance or charge any 
extra premium because the applicant 
flies as a fare-paying passenger on 
scheduled planes operated by commer- 
cial airlines between regular airports in 
the United States. | 

In October, 1944, the Equitable re- 
moved all restrictions with regard to the 
payment of the face amount under its 
life insurance policies on all types of 
civilian passenger flying. 

The extra premium rates follow: 

COMMERCIAL PILOTS 
_ Rate per 
Where duties are confined to piloting $1,000 
Airline pilots on scheduled passenger 
service within the United States (in- 
cluding service between U. S., South- 

ern Canada and Alaska)............. $5.00 
Outside of United 

consideration. 
Employed by individual or industrial cor- 

poration to fly privately owned plane in 
passenger service, only for owner or 


States. Individual 


COMPEDT CUPCHHVE,. 2.0 .s.ccsccceesnss 5.00 
Student Tmetemetors, .....scrsesstiisad® 7.50 
Crop dusters and test pilots (except 

those testing new or experimental 

models). Generally os. eos sccccowdere 15.00* 


Other qualified commercial pilots, indi- 

vidual consideration. 
*Limit to $10,000. 

OTHER INDIVIDUALS FLYING 
PROFESSIONALLY 

Hostesses and other crew members of airlines 
= generally require the same rating as airline 
pilots. 

Other individuals, such as men engaged in 
photography and survey work—individual con- 


sideration. 
PRIVATE PILOTS 
_ The following schedule applies to pilots hold- 
ing private pilot licenses or higher rating who 
have had at least 100 hours solo experience. 
Student pilots or others with less than 100 
hours solo experience will be considered at a 
rating of $15 per $1,000. 
Rate per $1,000 
Total Solo Experience 


Annual Flying 100 to 400 to 

Rate (Hours) 399 hours more hours 
Less a a Individual consideration 
ey eae $7.50 $5.00 
150 On OVE. 66600005 10.00 7.50 


S. SAMUEL WOLFSON 





VOLUNTEER STATE MGRS. MEET 

The conference of general agents and 
managers of the Volunteer State Life 
held in the home office, Chattanooga, 
was closed last week after three days 
ot business sessions. Twenty general 
avents and managers from eight states 
attended. President Cecil Woods pre- 
sided at the opening session and pre- 
sented John A. Witherspoon, recently 
elected vice president and made agency 
director. Vice President Witherspoon 
conducted the program in which plans 
were adopted for an immedite expansion 
and for building manpower. Those on 
the program were Robert F. Evans, vice 
president and treasurer; Dr. John B. 
Steele, vice president and medical di- 
rector; Will Harris, vice president, and 
Rex B. Magee, director of sales pro- 
mouon. 


KENTUCKY ASSOCIATION MEETS 

The Kentucky Association of Life Un- 
derwriters held its annual conference 
last week. W. Ray Moss is president 
of the association. 








S. S. Wolfson Agency 
Now a Corporation 

H. N. RENTNER VICE PRESIDENT 

Berkshire Agency Founded by S. Samuel 


Wolfson in 1929 Has Led Com- 
pany Field for Several Years 








The New York City agency of Berk- 
shire Life founded in 1929 by S. Samuel 
Wolfson and for some years the leading 
agency of the company, has been incor- 
porated as the S. S. Wolfson Agency, 
Inc. The offices are at 17 East Forty+ 
second Street. 

S. Samuel Wolfson is president, and 
Hilliard N. Rentner, vice president of 
the new corporation. The original Wolf- 
son Agency was founded by Mr. Wolf- 
son, May 1, 1929. During the fifteen 
vears the agency has grown to be the 
Berkshire’s leading agency for the past 
several years. 

Hilliard N. Rentner began his career 
in life insurance in 1940 as an agent 
with the Wolfson Agency. He became 
agency supervisor in June, 1943; in 
January, 1944, was appointed assistant 
general agent, and now becomes vice 
president. Mr. Rentner is a member of 
the Life Underwriters Association, for- 
merly chairman of the planning com- 
mittee of the Board of Field Under- 
writers, a member of the Supervisors As- 
sociation, and an active worker in the 
Payroll Savings Division of the War 
Finance Committee. 





BANKERS LIFE TOP PRODUCER 

Carl R. Hendrickson, of Holdrege, 
Nebraska, a member of the Wm. A. 
Fraser agency, Bankers Life of Des 
Moines, Lincoln, led all producers of the 
company in 1944, producing $1,017,020 
paid-for business in the year. Mr. Hen- 
drickson wrote 251 applications in 1944; 
of an average value of $3,848. 





AVRACK IN SKIING ACCIDENT 


Dr. J. Albert Avrack, vice president 
and medical director, United States Life, 
suffered an ankle injury recently while 
skiing at Stowe, Vt., but he is now back 
on the job. 








ARE YOU THE MAN WE WANT? 


An old established midtown agency wants a man who has had experience in the life 
insurance business to assist General Agent in developing full time organization. 
Substantial salary, bonus and full commissions on personal production makes this an 
attractive offer for the right man. Write and state your qualications. Box 1565, The 
Eastern Underwriter, 41 Maiden Lane, New York 7. 








BRANCH 























OFreicete AND ACGCENCY SERVICE 
THROUCHOUT THE NORTH AMERICAN CONTINENT °* 

















LEADERS OF MUTUAL BENEFIT 





Wallace N. Watson, Boston, President; 
Sidney Weil, Cincinnati, Vice . Presi- 
dent of Group; Those Qualifying 
Wallace N. Watson, CLU, Boston, aid 
Sidney Weil, Cincinnati, have  becn 
elected president and vice president of 
National Associates top honor group 
of Mutual Benefit Life. 
The men who are qualifying members 
of National Associates for 1945, the first 
twenty-five producers for the year, paid 
for a total of $19,005,167 last year, ay- 
eraging $760,206 per man. The top man’s 
total was $1,572,665 and the twenty-fifth 

man paid for $516,985. 

The record of paid-for lives in this 
group is equally impressive, averaging 
ninety-four lives per man. 

The Parsons agency, Chicago has five 
members among National Associates, 
followed closely by the Drewry agency, 
Cincinnati, which has four. The mem- 
bership, in the order of paid-for produc- 


tion, follows: W. N. Watson, CLU, 
Boston; Sidney Weil and A. Robert 
Groenke, Cincinnati; Erwin Fenzau, 


Chicago; G. G. Terriberry, New York; 
M. M. Matusoff, Cleveland; A. C. Stern, 
Boston; H, E. Coleman, Columbia, S. C.; 
S. W. Sturm, Cincinnati; Tyer Sawyer, 
Miami; C. F. Raley, Wilmington, Del.; 
A. H. Kollenberg, Grand Rapids; W, H. 
King, Lima, Ohio; Irving Goldie, M. A. 
Law and F. G. Reed, Chicago; C. |. 
King, CLU, Kansas City; J. H. Hanway, 
New York; A. Huskey, Chicago: 
T. F. Milligan, Spokane; C. E. Hodg- 
man, Detroit; Rein Vader, Grand 
Rapids; J. Welldon Currie, New York; 
A. S. Morgenstern, Seattle; L. M. Gibbs, 
Waterbury, Conn, 





Fidelity Mutual’s Increase 
Sets Top for Recent Years 


Fidelity Mutual in December com- 
pleted its twenty-second consecutive 
month of increase in new-paid business, 
bringing its annual production for the 
year to $36,172,446, the largest annual 
production since 1931 and a gain of 
21.5% over 1943. Moreover, production 
in 1944 was 324% over the average 
annual production during the five years 
1939 to 1943 inclusive. Insurance in 
force reached an all time high of $427,- 
578,158. 

Combined with the lowest termination 
rate in the history of the company, tlie 
record volume of new-paid business rc- 
sulted in an increase of insurance in 
force of $22,650,421, the largest gain in 
any year since 1928. 





WOMEN TO HEAR JOHNSON 


Holgar J. Johnson, president of the 
Institute of Life Insurance, will address 
the League of Life Insurance Women 
on February 6 at 3 o’clock in the Hotel 
Pennsylvania, New York City. 

The subject of Mr. Johnson’s talk wil! 
be “What Do You Know About Life 
Insurance Public Relations?” Also, tak 
ing part on the program will be Mrs. 
Marion S. Eberly, head of the Women’s 
Division of the Institute. 
be open, 





UNION MUTUAL UP 5.8% 

Paid business of the Union Mutual 
Life. Portland, Me. for 1944 showed an 
increase of 5.8% over that of 1943. Paid 
business for the month of Decembe: 
gained 1.96% over that of Decembeci. 
1943. The company gained $13 million in 
insurance in force during 1944, bringin: 
its total to the all-time high of $122 
million in force, 





PAN-AMERICAN REPORT 

Crawford H. Ellis, president, Pan 
American Life, New Orleans, announces 
that at the end of 1944 the company’s 
total assets increased $7,217.875. for 
total of approximately $60,000,000. New 
insurance written was $34,311,715, Insur 
ance in force amounted to $225,585,309, 
an increase of $20,302,397. War Bond 
holdings of the company total approxi 
mately $14,000,000. 


Meeting will . 
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Oscar A. Kottler Made 
Pa. Department Deputy 


HEADS PHILADELPHIA OFFICE 





New Pennsylvania Deputy Commissioner 
Has Been Prominent in Fraternal 
Circles For Years 





Insurance Commissioner Gregg  L. 
Neel of Pennsylvania has appointed 
Oscar <A. Kottler of Montgomery 
County, Pa., as Deputy Insurance Com- 
missioner inecharge of thé Philadelphia 
office of the Insurance Department in 
the City Center Building. 

Mr. Kottler was born in Philadelphia, 
educated in the public schools of that 


OSCAR A. KOTTLER 


city and attended Temple University and 
Wharton School of Finance and Com- 
merce of the University of Pennsyl- 
vania, He began his career as an ac- 
countant with Helme & Mcllhenny, 
served as a lieutenant in World War I 
and in 1920 he was employed as an ac- 
countant by the Artisans Order of Mu- 
tual Protection in Philadelphia. He rose 
irom that position to assistant secretary 
in 1929, acting most excellent recorder 
in 1936, and was elected to the office of 
most excellent recorder by the organi- 
zation’s supreme body in January, 1940. 

Mr. Kottler has been a member of the 
executive committees and has served as 
president of both the Pennsylvania Fra- 
ternal Congress and the Secretaries’ 
Section of the National Fraternal Con- 
cress. He was unanimously elected as 
«a member of the executive committee of 
the National Fraternal Congress at 
Cleveland, in 1943, and re-elected at the 
war time conference held in St. Louis, 
last September, The Treasury Depart- 
ment awarded Mr. Kottler its distin- 
cuished service certificate in recognition 
of his leadership during the Third, 
Fourth, Fifth and Sixth War Loan Cam- 
paigns, 

Mr. Kottler is married, is a member 
of many fraternal societies, three 
branches of Masonry, a Shriner, a mem- 
ber of the Conshohocken Lions Club, 
Whitemarsh Valley Republican Club, 
Life, Accident, and Health Claim Asso- 
ciation of Philadelphia and the Phila- 
delphia Officials Club. His hobby is 
sports and for the past twenty-five years 
he has officiated at collegiate and schol- 
astic track and field meets, including 
the Pennsylvania Relay Carnival. 


N. J. INSURANCE COMMITTEE 

The Insurance and Banking Commit- 
tee of the New Jersey Senate is com- 
posed of Senators Charles K. Barton, 
David Van Alstyne, Roy. V. Wright and 
John E. Toolan, 

The Insurance Committee of the As 
sembly is made up of Godfrey K. 
Preiser, Thomas M. Muir, Harold W. 
Hannold, Reuben H. Reiffin and Bern- 
ard W. Vogel. 


New York Life Cancels Its 


Centennial Meeting Plans 
Although the New York Life’s Cen- 
tennial anniversary falls on April 12, 
1945, the company is deferring until a 
more appropriate time its plans for com- 
memorating the event with a national 
meeting of its leading field representa- 
tives in New York. This action has 
been taken in view of the Government’s 
request that wartime travel be kept to 
a minimum, 
_ President George L. Harrison stated 
in a letter to the field organization that 
“all of us have been looking forward 
hopefully to this significant occasion, and 
only a few months ago we felt justi- 
fied in making hotel reservations. How- 
ever, as you know, we have necessarily 
kept in mind the possibility that war 
conditions might require the postpone- 
ment of our celebration to some later 
time.” 

Mr. Harrison pointed out to the agents 
that “with recent developments in the 
progress of the war, with the necessity 
of redoubling our efforts on the home 
front, and with the statement with re- 
spect to national meetings made by 
James F. Byrnes, Director of War Mo- 
bilization and Reconversion, it will come 


: Paul Bestor Before Senate 


Committee on Housing Loans 


Among the executives of banks and 
insurance companies appearing before 
the Senate committee holding hearings 
on post-war construction planning was 
Paul Bestor, vice president of The Pru- 
dential. 

Adoption of a lower than 4% interest 
rate, Mr. Bestor said, would face The 
Prudential and other mutual companies 
with the problem of whether or not it 
will be possible to continue their service 
in the financing of home owners, or 
whether they must seek investments in 
other types of security where the in- 
vestments will bring the same or better 
net return. 

“Further reduction in interest rates 
would not be fair to the policyholders,” 
he said, “and might also prove a boom- 
erang against the home owners in that 
they might not be able to obtain the 
necessary funds for home financing if 
the rate were excessively low.” 





as no surprise to you that the officers 
of the company have decided that the 
observance of our centennial should be 
deferred until some more appropriate 
time.” 


General American Names 
Group Representatives 


The appointments of Jas. L. Williams 
and George J. Jackmian as field Group rep- 
resentatives for General American Life 
have been announced by E. E. Brill, Group 
vice-president. 

Mr. Williams was employed as a civil 
engineer before entering the life insurance 
business in 1935. For the past nine years 
he has been a personal producer and assist- 
ant manager and has been especially active 
in Group sales. He will cover the com- 
pany’s Alabama-Tennessee territory from 
headquarters in Birmingham, where he has 
been active in Kiwanis, Life Underwriters 
Association and Boy Scout work for a 
number of years. 

Mr. Jackman has been associated with 
General American Life as a personal pro- 
ducer and agency supervisor for the past 


‘seven years in the Oklahoma City branch 


office. He placed second in Group produc- 
tion for the company in 1943 and has quali- 
fied for the company’s production clubs 
in each of the past four years. Mr. Jack- 
man’s headquarters will be in Oklahoma 
City to service the Oklahoma-Arkansas 
territory. 





Che Prudential Insurance Company of America 





below are the Directing Committee. 


certainly this occasion it is. 


January 26, 1945 





HOME OFFICE 


Suite 729-736 Chrysler Building 
Murray Hitt 6-3070 


CHARLIE SCHIFF’S FIFTEENTH PRUDENTIAL BIRTHDAY 





HOMER C. CROSS, Manager 
STUYVESANT ORDINARY AGENCY 


As a fitting testimonial in celebration of Charlie Schiff’s Fifteenth Anniversary with The Prudential, a few of his friends in the 


life insurance business have arranged a new business effort during the month of February in his honor. The persons named 


If the phrase “grown old in service” can ever be appropriately used as befitting one man’s effort to help his fellow men, 
The number of successful life insurance salesmen Charlie has helped when the going was 
rough and they were young in the business, who have offered to break their necks producing business in this effort, testify 
eloquently to the service Charlié has rendered all of us who have come in contact with him during his long service as 


Brokerage Supervisor in the Stuyvesant Ordinary Agency. 


We want every broker who has been benefited by his efforts in the past to produce one or more applications for this occasion. 
It is especially timely for this effort. Never in the history of our business has life insurance been such a good buy. With 
all other things inflated beyond normal, with the national income the greatest in history, now is the time to put those dollars 
in life insurance for delivery at a time in the future when they will buy so much more than to-day, and at a time when they 
will be indispensable—and they’are not needed to-day. This is the right time for your harvest, for by helping Charlie that’s 


just what you will be doing for yourself. 


Special applications are available for this purpose and we will appreciate your efforts, by producing business, and showing the 


Home Office of The Prudential how grateful the brokers are to this worthy servant of theirs. 


NEWARK, N. J. 


Lexington Avenue and 42d Street 
NEW YORK 17, N. Y. 


CHAIRMAN 
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E. S. Brigham’s Views 
On Post-War Housing 
BEFORE SEN. TAFT’S COMMITTEE 


National Life’s President Tells of Need 
for Maintaining Adequate Mort- 
gage Interest Rate 








Elbert S. Brigham, president of Na- 
tional Life of Vermont and former Con- 
gressman from that state, appeared be- 
fore the special committee on Post-war 
Economic Policy and Planning, at the 
invitation of the chairman, Senator Taft. 

Mr. Brigham called attention to the 
necessity of a mortgage interest rate 


considerably above the rate on Govern- 
ment bonds, suggested the use of par- 
tial rent payment by Government as a 
relief measure rather than highly-sub- 
sidized permanent housing and favored 
a separation of the Federal Housing: 
Administration from other housing agen- 
cies of the Government. National Life 
has $131,000,000 of its $291,000,000 assets 
invseted in loans insured by FHA. 

“All money rates during recent years 
have been the lowest in history for sev- 
eral reasons,” said Mr. Brigham, “In 
the first place, the reserve position of 
our banking system has been unusually 
strong, due in part to gold importa- 
tion, prior to our entry into the war. 
Secondly the Federal Government has 
exercised almost absolute control over 
the money market and has freely loaned 
the credit to finance private industry, 
because of the desire to keep rates low, 
and thus make it possible to finance the 
war at low interest cost.” 


How Savers Are Penalized 

Mr. Brigham pointed out that one con- 
sequence of low interest rates is a series 
of suggestions that the rate should be 
still lower and should be maintained at 
fancifully low levels by Governmental ac- 
tion. But consideration should be given, 
he declared, to the rights of lenders, 
(the savers of the nation) as well as 
the borrowers, and to the fact that the 
majority of the savers are dependent 
upon the income from their savings to 
support them when incapacitated for 
work. 

He submitted a table showing how 
rapidly the annual cost of an Ordinary 
$1,000 policy, at age 35, would increase as 
the interest rate went down. With an 
assumed interest rate of 3% on reserves 
the cost of a policy in a mutual company 
is $9.98 less than it would be without 
these interest earnings. It was there- 
fore apparent that interference with in- 
terest rates to benefit one group would 
deny to another group the standard of 
housing to which it was entitled. 

“For a group of 49 United States legal 
reserve insurance companies which at 
the end of 1943 held 91% of the assets 
of all such companies, net investment 
earnings on mean ledger assets dropped 
from a rate of 5.03% in 1930 to 3.29% in 
1943. This decline has meant that during 
thirteen vears the net investment in- 
come of these United States legal re- 
serve insurance companies was over four 
billion dollars less than it would have 
been at the 1930 level. There are in this 
country 68,000,000 policyholders provid- 
ing their own social security through 
life insurance. These people are paying 
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the price for a low interest rate,” he 
said. 

Mr. Brigham pointed out that if mort- 
gage loan interest were paid at a gross 
of 44%% the investor’s net return was 
approximately 3% and it was obvious 
that if this rate were lowered the in- 
vestor would refuse mortgages and pur- 
chase long term Government bonds at 
24%4% with no risk of loss. 

One of the great uncertainties, he said, 
is the part which the Government may 
play in public housing, particularly if 
this becomes a social goal regardless of 
the ability of a project to sustain itself 
economically. Mr. Brigham examined in 
detail the subsidies for low-cost housing 
per unit, per month, and found that 
direct payments from the U. S. Treasury 
of $8.38 per month, the advantage in 
low-rate financing of $12.66 a month 
and local tax concession of $2.00 added 
up to $23.04 of subsidy against an aver- 
age rental income of $20.17 per month. 
“Therefore, we do not obtain low-cost 
housing by any miraculous method but 
by eliminating charges which private in- 
dustry must pay and transferring these 
changes to all taxpayers.” 

Finally, Mr. Brigham praised the Fed- 
eral Housing Administration and cited 
the fact that for the past ten years the 
company had made FHA loans on 32,159 
residences and apartment buildings for 
$185,831,885, an investment which has 
proved highly satisfactory. With respect 
to the organization of the Government 
housing agencies after the war, which 
question is before the Taft Committee, 
Mr. Brigham said, “When the war is 


Bankers Life of Iowa 


Reports Large 1944 Gains 


The Bankers Life of Des Moines re- 
ports a total of $945,483,454 life insurance 
in force December 31, 1944; divided as 
follows: Ordinary life $884,995,846; 
Group $60,487,608. This was an increase 
of $83,626,372 over the $861,857,082 Bank- 
ers Life insurance in force December 
31, 1943. The increase for the past year 
was divided as follows: Ordinary life, 
$50,236,551; Group, $33,389,821 

The new and restored insurance writ- 
ten in 1944 amounted to $117,842,167, 
which was $31,740,815 in excess of the 
total of $86,101,352 written in 1943. This 
excess of 1944 business over 1943 was 
almost equally divided between Ordinary 
life and Group, being $15,845,351 increase 
for Ordinary and $15,895,464 increase for 
Group. 





over the FHA should, in my opinion, be 
restored to its position as an independ- 
ent loan insurance agency responsible 
directly to the President and Congress.” 
He vigorously opposed the merger of 
the FHA-and the Federal Public Hous- 
ing Authority, pointing out that they 
operated in distinctly different fields and 
by distinctly different methods with the 
result that they cannot be combined 
without sacrifice of operating efficiency 


and diffusion of responsibility. On some- 
what the same ground Mr. Brigham 
advocated independent status for the 


FHA and the Federal Home Loan Bank 
Board. 





































Complete line of policy ‘contracts, both 
annual dividend and nonparticipating. 
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Agent's contracts are fair, with liberal first 
year and renewal commissions. 


Resourceful, friendly and efficient service 
in home office to policyowners and agents. 





















Efficient Field Advisory Committee which 
thoroughly covers policies and procedures. 













Even Group Life Insurance provided for 
qualified agents at the Company's expense. 


















Really successful, growing and happy field 
organization that functions smoothly. 












Safety first. 


Operation of Company in the 
interests of policyowners. 









































NW Unusual opportunities exist today for 
capable men. 
West Virginia, North Carolina, South 
Carolina, Tennessee, 
Mississippt. 









Openings in Virginia, 


Alabama and 
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Life Advertisers 1945 
Committees Named 

APPOINTED BY HENDERSHOT 

Henry E.° Thomas, Shenandoah Life 


Vice President, Replaces Bart Leiper 
on Executive Committee 





Lewis B. Hendershot, president of the 
Life Insurance Advertisers Association 
announces the completion of his various 
committees to cooperate in*the handling 
of the LAA activities for the year 
1945. Henry E. Thomas, vice president, 
Shenandoah Life, Roanoke, has _ been 
elected as a member of the executive 
committee of the LAA to replace Bart 
Leiper who has recently resigned from 
the association. Mr. Thomas was last 
year’s chairman of the Southern Round 
Table. Other committee appointments 
are as follows: 


Press Committee 


Albert F. Randolph, chairman, Penn Mutual 
Life; R. William Archer, Southwestern Life; 
R. K. Lindsley, Farmers and Bankers Life: 
Ann Jorgensen, California-Western States Life; 
Haroid Brown, Imperial Life Assurance Co. of 
Canada; Norman L. Klages, Reliance Life. 

Membership Committee 

Joseph B. Treusch, chairman, United States 
Roycen C. Berger, Connecticut Mutual 
; Clifford Elvins, The Imperial Life As- 
surance Co. of Canada; George Pease, Equitable 
Life of Iowa; David J. Martino, Pan-American 


Life; Robert B. Taylor, Jefferson Standard 
Life; Robert S. Walstrom, Continental Cas- 
ualty. x 
Cooperation Committee 
(Cooperation with Institute of Life Insur- 


ancé) H. A. Richmond, chairman, Metropolitan 
Life; Alan Kennedy, Northwestern National 
Life; Cyrus T. Steven, Phoenix Mutual Life; 
Kiss White, Provident Mutual Life; Lewis 
B. Hendershot, Berkshire Life. 

Service Contact Committee 


E. Norred Trinkle, chairman, Shenandoah 
Life; C. H. Bastla, Northern Life Assurance 
Co. of Canada; Charles E. Crane, National 
Life of Vermont; Lawrence J. Evans, North- 
western Mutual Life; C. Sumner Davis, Provi- 
dent Mutual Life; John M. Ehle, Imperial Life; 
Colin Simpkin, Travelers; Thomas J: Hammer, 
California-Western States Life. 

Southern Round Table Committee 


Forrest R. Brauer, chairman, Home Bene- 
ficial Life; David J. Martino, vice-chairman, 
Pan-American Life; Henry E homas, secre- 
tary, Shenandoah Life Insurance. 


U. S. Life Latin-American 


Director Ends Visit Here 


Galen D. Litchfield, director of the 
Latin-American Division of the United 
States Life Insurance Co., left New York 
recently at the completion of a six- 
weeks’ visit to the home office, during 
which time plans for the 1945 Latin- 
American program of the company were 
formulated. Mr. Litchfield, who makes 
his headquarters at the Bogota, Colom- 
bia, branch office of the company, is 
stopping over at the Havana branch 
office en route to South America. 

Mr. Litchfield was previously in charge 
of the U. S. Life’s Far Eastern opera- 
tions and was located at Shanghai from 
1941 to 1943, when he was repatriated on 
the Gripsholm after seven months in a 
Japanese internment camp. He has been 
in charge of the company’s Latin-Amer- 
ican agencies since February, 1944. 


HANCOCK TROPHY WINNER 

The Johnstown, Pennsylvania district 
agency of the John Hancock has been 
awarded the President’s Trophy for the 
year 1944. This trophy is awarded every 
year to the John Hancock district agency 
showing the greatest degree of gen- 
eral excellence. Johnstown has _ been 
runner-up for the trophy on_ several 
occasions and has won presidential cita- 
tions nine times out of the past eleven 
years. 
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**Mutual’s new Lifetime Compensation Plan 
brings full assurance to the underwriter that 
‘he profits most who serves the best.’ It en- 
ables us to render a vital public service and, 
at the same time, offers us new sources of 
income. I believe it forecasts a new era in the 
business of selling life insurance.” 


JOHN R. ‘TAYLOR 
New Bern, North Carolina 





“IT believe the outstanding feature of the 
Plan is the fact that it makes it financially 
worthwhile for the underwriter to render 
continued service to his policyholders. 
‘I wish the Plan had been in force when I 
entered the field back in May of 1924.” 
CORNELIUS J. McCOLE 
Wilkes-Barre, Pennsylvania 











‘Anyone entering the service of the Com- 
pany now as an agent is afforded the oppor- 
tunity of securing a most satisfying income 
during his productive years and real financial 
security in old age. 

‘Any person who enjoys selling and social 
contacts cannot, in my opinion, select a more 
independent or a more satisfactory vocation 
than is now offered in the Lifetime Plan.” 


J. WARREN TIMMERMAN 


Macon. Georgia... 


life Insurance 


+ 


Selling” 


helps Field Underwriters render a more professional 
service to the insuring public and make a better living 
for themselves—without added cost to policyholders. It 
pays for service and for quality of business, as well as 
for volume. 


The Field Underwriter who does an efficient job re- 
ceives substantially more over a period of years than 
he could obtain under the usual commission contracts. 
The Lifetime Plan also provides these extra sources of 
income, over and above all commissions: 


G, Service Fees for looking after the needs of policy- 
holders. 


6. Efficiency Income for continuous quality pro- 
duction. 


¢@, A generous Retirement Income any time between 
age 60 and 70. 


Our Field Underwriters have enthusiastically hailed this 
Lifetime Plan, which makes field underwriting a well- 
paid profession, worthy of professional study and 
achievement. 


Our 2nd Century of Serwice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 
“Dnil in 6, a Poor eN Lewis W. Douglas, Aesitent 


34 NASSAU STREET XY yy NEW YORK CITY 
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Brooklyn Mgrs. Discuss 
Current Recruiting 


HOLD ROUND TABLE MEETING 





Emphasizing Prestige of Present Day 
Insurance Man Suggested as Method 
of Selecting New Men 





A round table discussion on present- 
day recruiting, under the chairmanship 
of Halsey D. Josephson, Mutual Benefit 
Life, was featured at last week’s meeting 
of the Brooklyn Life Managers Associa- 
tion, held at the Hotel Bossert, Brook- 
lyn. The timeliness of this subject and 
the interest with which managers and 
general agents regard the importance of 
recruiting was substantiated by the at- 
tendance at this meeting, which at- 
tracted nearly the entire membership. 

Among the phases of this problem dis- 
cussed was the amount of time and prep- 
aration devoted to an interview to pro- 
spective agents by managers and general 
agents and the care in analysing the 
prospective agent’s reactions regarding 
the life insurance business, following the 
interview. Several ideas based on ac- 
tual interviews were brought to fore and 
it was found that some of the most 
effective means of influencing a prospect 
to enter the business was to emphasize 
the importance of the present day life 
insurance man. The life insurance agent 
of today, it was found, has attained a 
higher place in the business world than 
heretofore. More financial opportuni- 
ties are offered to him and the growth 
and the increasing prestige which the 
well-informed producer enjoys today is 
attested by his knowledge of Pension 
Trusts, state taxes, business insurance 
and the many other life insurance serv- 
ices. In many instances agents are 
called in on consultation before a case 
is completed. 

Other avenues of influence included 
the unlimited number of prospects avail- 
able and the freedom and independence 
in which an agent may plan his work 
schedule. It was also suggested that at- 
tention be called to the interest and help 
provided by home offices through sales 
literature containing field tested ideas 
and sales hints when properly applied, 
in a great many cases have proved in- 
valuable as a source of increased pro- 
duction. 

M. Warren Benton, Equitable Society 
manager, presided at the meeting. 





Elias Klein Dead 


(Continued from Page 3) 


the funeral of Mr. Klein in New York, 
Sunday, said to The Eastern Under- 
writer: 

“Elias Klein’s death is a distinct loss 
to the production field and the Trav- 
elers has lost one of its most highly 
respected managers. He was one of the 
most conscientious, loyal men I have 
met over the years and a man of un- 
usual ability who always thought of the 
other fellow, and tried to help him in 
every way. He was an orthodox com- 
pany man, a manager who wanted to do 
everything the company wanted him to 
do. He did his best always to measure 
up to his responsibilities.” 

George P. Shoemaker, president Life 
Underwriters Association of the City of 
New York, said to The Eastern Under- 
writer: 

“The insurance fraternity and the Life 
Underwriters Association of New York 
have lost a real friend and co-worker in 
Elias Klein who was always ready to 
help and give freely of his time and 
energy. His loss will be keenly felt.” 

Surviving are two brothers, William 
Klein and Dr. Philip Klein, and four 
sisters, Mrs. Rose Freeman, Mrs. Bella 
Blonder, Mrs. Anna Wolff and Miss 
Dorothy Klein. 





The agency staff and their wives of 
the Newark office of the Acacia Mutual 
Life recently attended a dinner and 
theatre party given by the company in 
honor of the outstanding record of the 
agency. 






DAVID MARKS, JR. 


David Marks, Jr., CLU, New York, led 
the New England Mutual again in 1944, 
his second consecutive year as top field- 
man in the company. Mr. Marks joined 
the’ New England Mutual’s_ Isadore 
Freid agency, New York, in February, 
1942, and since that time has been a 
company leader. In 1943 he established 
a new record for the largest volume of 
business ever produced by an agent of 
the company in one year. He has now 
qualified as a life member of the Million 
Dollar Round Table. 

Mr. Marks attended Lehigh University 
and is a former president of the CLU 
chapter in New Jersey, where he is also 
active in underwriting circles. 
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BOSTON, 


The WOLUMBIAN NATIONAL 
LIFE INSURANCE Znyocamy 


MASSACHUSETTS 


A special Life Insurance plan for business 


men—The Columbian National's 


“Puritan” 


a Preferred Risk whole life contract 


~ A NEW 


ENGLAND 


INSTITUTION ~» 








HEARD on the WAY 


Captain Dana Clarke of the United 
States Army, formerly one of the best 
known personal producers of life insur- 
ance in New York City, recently wrote 
a letter to Julian S, Myrick about Paris, 
saying in part: 

The Metro (subway) now runs until 
nearly midnight and so it is possible 
to go places in that city. No taxis run- 
ning except a few which are really 
bicycles with a little compartment al- 
most on the ground and on two wheels 
into which two persons can be crowded. 
But they charge about $5 for a ride of 
a mile and a half. 

“Rate of exchange is so high that we 
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PLAIN FACTS 


Ours is not the largest of American life 
insurance companies. It is not the oldest 
either. But, somehow, even without those 
firsts, we think it has much to offer. 

Our men in the field—they’re a happy 
prosperous gang —have summed it up in 
the words: “Small enough to be big!” 

Factually, we’re ninth oldest among 
American life companies. But we enter our 
97th year driven by a young, progressive 
spirit that belies our age. This year, as last, 
our business forges forward...and most 
important, our biggest gains are 
still in friendly service! 


UNION MUTUAL 


LIFE INSURANCE COMPANY 


Portland MAINE Home Office 


Rolland E. Irish, President 
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are taking what amounts .to approxi- 
mately 70% cut in pay, all to keep the 
French from inflation, 

“For most people the cold is terrific, 
but some of us have some heat part 
of the time at both hotel and office. 
Most of the French will go through 
the winter without any coal. Occasion- 
ally I go to the Travelers Club to get 
warm and play a little backgammon.” 





George R. White, on taking his new 
office as secretary and actuary of the 
Penn Mutual Life, found on record a 
letter written by the Pennsylvania Fire 
Insurance Co. to the Penn Mutual Life, 
reading: 

“Agreeable to verbal request by one 
of your gentlemen, we give you per- 
mission, under policies of this company, 
to use coal oil for lighting purposes.” 

Mr. White’s comment on the letter 
was that “while this permission seems 
reasonable enough under the fluctuations 
of today’s wartime conditions, in reality 
the letter was written in November 
of 1901.” 





Here are the latest figures relative to 
Government life insurance and National 
Service Life Insurance. This data was 
received by The Eastern Underwriter 
from Veterans Administration in a let- 
ter dated January 10, 

On October: 31, 1944, ake were in 
force 576,441 U. S. Government life in- 
surance World War I policies, amount 
of insurance outstanding being $2,484,- 
441,208. On the same date there were 
15,711, 335 National Service life insur- 
ance (World War II) policies in force, 
the amount being $119,510,209,759. 

On December 30, 1944, there had been 
received and approved in the Veterans 
Administration approximately 16,627,000 
applications for National Service life 
insurance, representing an _ estimated 
amount of $126,830,635,000. In connection 
with these amounts it is to be under- 
stood that in some instances persons 
applied more than once for insurance, 
either because of having a lesser amount 
than the maximum allowed, or because 
of new eligibility. 





“Newsqueak” is the new servicemen’s 
newspaper being published monthly by 
the Phoenix Mutual Life of Hartford. 
The main purposes of the bulletin are 
to keep the men and women in the 
armed forces informed on what is hap- 
pening at the home office in their ab- 
sence, and also to give them news about 
the other folks in service. “Newsqueak” 
was chosen as the prize-winning name 
from those submitted in a contest held 
at the home office, and was suggested by 
Dr. Llewellyn Hall, assistant medical 
director. 


Unele Francis. . 
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SEUA Decision and State Tax Laws 


Effects of Commerce Decision on Multiple Tax, Retaliatory 
Provisions, Shown in Study by Professors Dowling and 
Patterson Made at Request of ALC and LIAA 


Professors Noel T. Dowling and Ed- 
win W. Patterson of Columbia Univer- 
sity have completed a second memoran- 
jum on the effect of the SEUA‘ decision 
by the Supreme Court on state tax laws, 
their study being made at the request 
of committees of American Life Con- 
vention and Life Insurance Association 
of America. The second memorandum 
covers multiple tax burden, conditional 
reductions in tax rates, privilege taxes 
and retaliatory provisions. Excerpts 
from the memorandum follow: 

Multiple Tax Burdens 


The variations in state laws imposing 
premium taxes on life insurance com- 
panies, with respect to the language pre- 
scribing the basis of taxation or the 
measurement of the amount of the tax, 
raise further questions under the com- 
merce clause. 

The Supreme Court has during the 
past decade enunciated a doctrine that a 
state statute imposing a tax on gross 
receipts from interstate commerce is in- 
valid if it exposes such commerce to the 
risk of a multiple tax burden, that is, if 
other States have the power to impose 
similar taxes upon the same interstate 
transactions and thus to subject inter- 
state commerce to burdens from which 
local commerce is free, 

The present standing and scope of the 
“multiple burden” doctrine, in view of 
decisions of the Court, is not easy to 
determine. It is, we believe, still to be 
reckoned with. As to domestic life in- 
surance companies, the “multiple bur- 
den” doctrine creates serious doubts as 


- to the validity of a state tax based upon 


the total gross premium income of do- 
mestic life insurance companies, includ- 
ing their total premium income from 
interstate transactions. However, where 
the statute taxing all gross premium re- 
ceipts of domestic companies excepts 
those derived from insurance on the 
residents of other States or countries to 
which the company “actually pays” or 
“has paid or is liable to pay” a similar 
tax, the statutory exception seems suffi- 
cient to exclude the risk of a “multiple 
burden.” 

As to foreign life insurance companies, 
the applicability of the “multiple bur- 
den” doctrine to any existing legislaton 
is doubtful because no statute as far as 
we can find, purports to tax a foreign 
company on the basis of its total gross 
premium income from all sources. While 
the answer to the question is somewhat 
doubtful, the “multiple burden” doctrine 
would probably not be applied by the 
Court to invalidate any of these pre- 
ium taxes on foreign companies, for 
the following reasons: 

1. A foreign company doing business 
in both of the two States purporting to 
tax the samé premium would not be 
able-to show that either one discrimi- 
nates against interstate commerce, if 
each state bases and measures its tax 
on a taxble event or other fact which 
iS within its jurisdiction. . 

2. All or nearly all of these state pre- 
mum taxes on foreign life insurance 
companies are apportioned, that is, the 
tax is imposed only on that portion of 
the foreign, company’s premium income 
which is in some way attributable to, or 


properly within the taxing jurisdiction 
of, the taxing State. The ones most 
doubtful in this respect are those im- 
posed simply on “receipts” in the State, 
a term broad enough to include pre- 
miums on policies issued and delivered 
in other States covering residents of 
other states and remitted by premium- 
payers across state lines to a branch 
office or agency of a foreign company 
in the taxing state in question. Were 
it not for the administrative interpreta- 
tion given these statutes, we should 
deem them possibly open to attack under 
the “multiple burden” doctrine. 

3. The administrative application of 
the state laws taxing foreign company 
premiums is such that, in their practical 
operation, we are informed, virtually no 
“multiple taxation” results. The assess- 
ment and collection of the tax is ordi- 
narily made by state officials on the 
basis of a report sworn to by company 
officers and filed with the proper state 

















official annually. This report is ordi- 
narily made on the same basis as that 
made in what is known as “Schedule T” 
of the annual statement, which calls for 
a listing of the amount of “direct busi- 
ness” and “reinsurance,” allocated to 
each State and territorial possession, and 
requires the company to set forth in 
detail the basis of allocation by States 
of its insurance premiums. We are in- 
formed that while different companies 
employ methods of allocation differing’ 
in detail, the basic or primary test ap- 
plied by most of them is the State to 
which premium notices are sent that 
each company so allocates its premium 
income as to avoid double taxation, and 
that state officials recognize such avoid- 
ance as a norm of administration, If 
these facts were proved, any objections 
grounded on the apparent multiple tax 
burden of the statutory language, would, 
we believe, be cured or obviated. That a 
statute on its face appears to create a 
risk of multiple taxation will, we be- 
lieve, yield to the more fundamental 
principle that discrimination is to be 
determined by the practical operation 
of the statute. 


Conditional Reductions in Tax Rates 


Further questions under the commerce 
clause may be raised in respect of two 
types of statutes, relatively few in num- 
ber, which allow specified reductions in 
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THE DOCTOR 
TAKES HIS MEDICINE 


Waren A DOCTOR TAKES 
his own medicine, a lawyer follows his own 
counsel and a cook relishes his own dishes, 
you can bet they’re good! 


Our new Junior Estate policy passed this acid 
test when Occidental agents read it and reached 


~for applications on their own children. 


Each $1,000 of initial Junior Estate insurance 
provides endowment-like results until age 21. 
That’s what fathers like. Then each $1,000 be- 
comes $5,000 of Straight Life. No premium 
increase. No evidence of insurability! That's 
what children like when they grow up—adult 
insurance for only $9 to $12 per $1,000. 


For 15 cents a day, who wouldn’t like it? 
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the premium tax rate upon compliance 
with certain prescribed conditions as to 
investments. On the one hand, these 
conditions may result in a reduction from 
arate otherwise uniform in its applica- 
tion to domestic and foreign corpora- 
tions; on the other, in a reduction from a 
rate on its face discriminatory against 
foreign corporations. Each type, as will 
be seen, involves a potential problem of 
discrimination against interstate com- 
merce. 
Privilege Taxes 

Another effect of the South-Eastern 
decision is to bring into question the 
validity of numerous state statutes which 
impose premium taxes for the oricinae 
of doing business within the Stat 
Some specifically provide that they - 
imposed “for the privilege of doing busi- 
ness in this State,” while others are de- 
clared by courts or attorneys general 
to be for that purpose. 

Retaliatory Tax Provisions 

The retaliatory provisions of state 
laws taxing life insurance companies 
raise special problems under the com- 
merce clause of the Constitution, 

A State may, by legitimate means, 
seek to induce other States to accord 
to its business enterprises the same 
treatment that it accords to theirs. State 
laws contain many provisions of a re- 
ciprocal nature, that is, State X accords 
residents of another State a treatment 
more favorable than it accords to its 
own residents, on condition that the 
other State make similar concessions to 
residents of State X. 

We believe that a retaliatory provi- 
sion which, as applied to a foreign life 
insurance company, operates to impose 
or to increase a tax burden substan- 
tially greater than the comparable bur- 
den imposed by the same State on its 
domestic life insurance companies, would 
probably be held invalid. Only a foreign 
company which will be harmed by the 
application of the retaliatory provision 
can raise the issue of its constitution- 
ality. Yet the invalidity of the retalia- 
tory provision as applied to a particular 
foreign company will not make the other 
tax provisions invalid if the Court finds 
that the former provision is severable. 
The Court will be inclined toward sever- 
ability to avoid upsetting the tax scheme 
as a whole. 





COLUMBIAN NATIONAL LEADERS 

The William S. Vogel Agency, New- 
ark, was the Columbian National’s lead- 
ing agency in paid-life insurance for 
1944. with 29% more business than in 
1943 and also finished the vear in fourth 
place in Accident & Health. 

The Thayer Quinby Agency, Boston, 
was second in the Life department. The 
L. E. Beardslee Agency, New York was 
third and also earned fifth place in Acci- 
dent & Health. The Arnold Harmelin 
& Son Agency, New York was fifth in 
the Life department. 

The St. Louis Agency, under manage- 
ment of Leo Coffman, secured first place 
in the Accident & Health for 1944. This 
agency was fourth among all agencies in 
paid Life volume for the year. The R. 
F. Coffman Agency of Wichita, Kan., 
was second in Accident & Health pro- 
duction and the D. F. Nesbitt Agency, 
Springfield, Mass., was third. 





MIDWINTER MEETING CANCELED 


Complying with the request of the 
fice of War Mobilization and Recon- 
version that conventions be canceled 
after February 1, the Health & Accident 
Underwriters Conference will not hold 
its midwinter meeting scheduled for 
February 5 and 6 at Drake Hotel, 
Chicago. 

An executive committee meeting will 
be held February 5 to which certain 
committee chairmen will present reports 
originally intended to be given at the 
midwinter meeting. 





MUTUAL TRUST LIFE GAINS 

Preliminary year-end business figures 
released by the Mutual Trust Life at 
Chicago show sales of new _ business 
exceeded the 1943 total by 26.12%. 
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Minnesota Mutual Had 
Large Gains in 1944 


PRESIDENT PHILLIPS REPORT 





Assets Reach New High; Insurance in 
Force Now Totals $306,698,979; 
Ordinary Up 27%% 


The annual report of T. A. Phillips, 
president, Minnesota Mutual Life, shows 
large gains for 1944, with assets at a 
new high of $70,288,220, a gain of 9.1% 
over 1943. Surplus and general contin- 
gency funds increased $633,805 to a total 
of $6,024,524 and the company placed in 
force the largest amount of new Ordi- 
nary paid business in its history. 

Payments to living policyholders were 
$2,378,497 in 1944 and beneficiaries re- 
ceived $1,933,769. Total payments to 
policyholders and beneficiaries since or- 
ganization of the company in 1880 have 
been $86,417,586. Insurance in force now 
stands at $306,698,979, an all-time high 
for the company. 

Minnesota’s Mutual’s statement re- 
ports that 38% of assets are invested in 
Federal, State and Municipal bonds. U. 
S. Government obligations comprise 44% 
of the bond account, or 26% of the total 
assets of the company. Residential loans 
insured by the Federal Housing Admin- 
istration represent 22% of assets. Thus 
60% of assets are direct obligations or 
are fully guaranteed by Federal, state 
or municipal credits. 

The new paid business issued was $52,- 
779,577. Ordinary paid business repre- 
sents a gain of 274%% over the previous 
year. The average Ordinary policy was 
issued for a face amount 24% larger 
than in 1943, 

Mr. Phillips stated that terminations 
showed an all-time low, the volume of 
terminations in 1944 being 6.6% less than 
in 1943. The total volume of insurance in 
force is 8.5% greater for the year. This 
factor and the further decrease in the 
number of requests for policy loans re- 
flect the nearly universal high degree of 
national employment, said Mr. Phillips. 
















































NEW PRUDENTIAL POLICY 


Prudential has announced to its field 
force in a letter by Vice President and 
Actuary Valentine Howell, a new Inter- 
mediate Endowment at age 65. It will 
be issued at ages 10 to 44 in amounts 
from $500 to $1,000. 

“With the addition of this policy to 
the list of plans issued on the Inter- 
mediate basis,” says the announcements, 
“it_ now becomes possible to write an 
endowment at 65 for an applicant desir- 
ing Ordinary, Intermediate or Industrial 
on this plan except that no Industrial 
weekly premium endowment insurance 
may be written in New York State.” 





CHICAGO FORUM PROGRAM 

David J. A. Hayes, Chicago attorney 
and referee of the Probate Court, will 
be featured at the February 24 session 
of the 1945 sales forum presented by the 
Chicago Association of Life Underwrit- 
ers. He will speak on “What a Life 
Underwriter Should Know About Wills 
and Estate Problems.” H. P. Graven- 
gaard, associate editor, Diamond Life 
Bulletins, will speak on “Our Responsi- 
bilities to American Business.” Harold 
P. McLaughlin, Massachusetts Mutual, 
Hughes Agency, is chairman of the edu- 
cational committee. 





PENNSYLVANIA BOND SALES 
- A total of $38,926,097, representing 
304,034 bonds,. was sold during the Sixth 
War Loan Drive by life insurance teams 
in Pennsylvania under the direction of 
the Life Underwriters Division of the 
War Finance Committee for the state 
of Pennsylvania This is the best record 
yet attained since the life underwriters 
were organized as a division for the 
Fourth War Loan Drive. A. F. Haas, 
manager of the Philadelphia agency, 
Mutual Life of New York, is sales direc- 
tor of the Life Underwriters Division of 
the War Finance Committee for Penna. 














































JOSEPH HARRIS 


The Matthew J. Lauer agency, Con- 
tinental American Life Insurance Co., 
295 Madison Avenue, New York, pro- 
duced a higher volume of business on 
the stringent club credit basis than has 
been produced by any other agency of 
the company at any time in its entire 
history. The Lauer agency led in volume 
of new business and also in respect of 
the amount of first year premiums col- 
lected. The agency also led all the 
agencies of the company during the 























ABRAHAM ZEEMAN 


month of December in first year pre- 
miums. 

Joseph Harris led the manager and 
broker group of the company during 
the month of December both in volume 
of new insurance and in first year pre- 
miums and also led the same group for 
the entire year in first year premiums. 
Abraham. Zeeman led the entire manager 
and broker group of the company for 
the year in volume of new insurance 
measured on the stringent club credit 
basis. 





COUNSEL MEETING CANCELED 


Harry Cole Bates, general counsel of 
Metropolitan Life, who is vice presi- 
dent of the Association of Life Insur- 
ance Counsel, has notified the members 
of that organization that the executive 
committee felt obliged to cancel the 
spring meeting which was scheduled for 
May 8 and 9 in New York. 





HEAR HOLGAR J. JOHNSON 
Holgar J. Johnson, president, Institute 
of Life Insurance, addressed the recent 
meeting of the American Road Builders 
Association in Chicago. 





MADE PRU. SUPERINTENDENT 


The Prudential has announced the pro- 
motion of Julius E. Bader to be super- 
intendent of the company’s Union City, 
N. J, district. Mr. Bader has been a 
Prudential representative since 1932, 
when he joined the Irvington, N. J. dis- 
trict as an agent. He became an as- 
sistant superintendent there in 1937. 





M, CAMPS BUFFALO SPEAKER 

Manuel Camps, Jr., general agent, John 
Hancock, New York, addressed last 
week’s meeting of the Buffalo Life Un- 
derwriters Association. 














SUMMARY 58th ANNUAL REPORT 
1944 


INSURANCE IN FORCE.............. $790,161,509 
(Including Deferred Annuities) 
NEW INSURANCE.................. 94,533,743 
(Including Deferred Annuities) 
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Payments to Policyholders and Beneficiaries since 
the inception of the Company total $303,689,216 


THE 
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INSURANCE COMPANY 
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The USLife is known to brokers 
and surplus writers as an institu- 
tion Wired for Prompt Service in E 


solving their unusual and pressing 


problems in these specialized fields. 


All Regular Life and 
A&H forms 
Group Insurance 
Wholesale Insurance = 


Foreign Risks 
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THE UNITED STATES LIFE 
INSURANCE COMPANY 
IN THE CITY OF NEW YORK 




















Jefferson Standard’s Home 


Office Agency Leads Co. 

The Home Office Agency of the Jef- 
ferson Standard Life, Greensboro, N. C., 
led. all agencies in placed business in 
1944, according to an announcement by 
M. A. White, vice president and head 
of the company’s agency department. 
Total volume placed was $5,000,000. Wm. 
H. Andrews, Jr., CLU, president of the 
National Association of Life Underwrit- 
ers, is manager of this agency. 

The Charlotte, North Carolina, agency 
with W. L. Brooks as manager, and the 
San Antonio agency with O. P. Schnabel 
as manager ranked second and _ third, 
respectively. 

Leading agent for the year, was E. 
Frank Andrews, a member of the Home 
Office Agency and a qualified member 
of 1944-45 Million Dollar Round Table. 
He is a brother of Manager Andrews. 
Second ranking producer was J. T. 
Comer, district manager in Gastonia, N. 
Ciro the Charlotte agency. Mr. Comer 
also is a member of the 1944-45 Million 
Dollar Round Table. 

Jack Rees, of the Jacksonville agency, 
led the field force in number of applica- 
tions with 471 for the year. 


CONN. MUTUAL AWARD WINNER 
Paul C. Kaul, general agent at Omaha 
for Connecticut Mutual Life, won the 
President’s Organization Trophy for 
1944. This is the second consecutive year 
that Mr. Kaul has won this award which 
is given annually by the company for 
the best record in agency develonment. 
Herbert C. Remien, general agert at 
Grand Rapids; Phienhas Prouty, Jr., Los 
Angeles; James L. Taylor, Oakland; and 
William C. Shouldice, Rutland, were 
runners-up in competition for the trophy. 


INDIANAPOLIS SALES FORUM 

The Indianapolis chapter, CLU, at its 
last meeting, conducted a sales forum 
with John H. Parrotte, The Prudential 
and Walter R. McClure, State Mutual 
Life, as forum leaders. 
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Manufacturers Life’s 
Business at New Tops 

$94% MILLION NEW _ BUSINESS 

President Gooderham and General Man- 


ager Lithgow Report; 25% of New 
Business from United States 








New insurance by the Manufacturers 
Life set a record last year with a total 
{ $9414 million, greater by 14% than 
he previous year, President’ M. 


’ Gooderham, K.C., reported at the an- 











M. R. GOODERHAM, K.C. 


nual meeting at the home office in 
Toronto. Amount of insurance in force 
reached a new high at more than $790 
million, an increase of $6234 million. 

J. H. Lithgow, vice-president and gen- 
eral manager, reported that in addition 


J. H. LITHGOW 


o establishing new records in produc- 
tion and business in force the Manufac- 
turers Life increased its assets by ap- 
proximately 23% million dollars and 
they now stand at $264,909,000—the high- 
est point in the company’s history. The 
gross rate of interest earned was 4.38% 
and after providing for all liabilities and 
reserves essential for the fulfilment of 
the contracts, the surplus funds of the 
company total over $15,250,000. 

The United States division continues 
to play an important part in the opera- 
tions of Manufacturers Life, having 
produced approximate 25% of the com- 
pany’s 1944-new business. At the close 
of 1944 the U. S. Division had over $175 
million in force in its fifteen branches. 











L. D. MEREDITH ON INTEREST 





National Life of Vermont Vice President 
Tells Builders Mortgage Investments 
Must Pay Adequate Return 


Addressing the National Association 
of Home Builders at Chicago last week, 
L. Douglas Meredith, vice president and 
chairman of finance committee of Na- 
tional Life of Vermont, said that a 
mortgage loan interest rate of 4%% 
left the investor with a probable net 
return of oniy 3% and if mortgage loan 
interest fell below this limit, the in- 
vestor was unlikely to feel interested 
since he could purchase long term 
Government bonds at 2%% with no 
risk of loss. 

“Let it not be forgotten,” said he, 
“that during recent years the great ma- 
jority of prices have risen. The wages 
of labor have gone up; material and 
commodity prices have gone up; real 


estate prices have risen. But the rate 
of interest, the wages of capital, has 
declined steadily. Funds for investment 
come from the savings of the people 
and the people must be paid to save, 
just as they are paid to work. 


“The safest way for builders and 
others interested in assuring adequate 
mortgage financing at all times is to 
avoid interference with the market rate 
of interest, and to do all in their power 
to make certain that mortgage money 
receives as much return as investments 
of comparable quality and maturity 
afford. Then they will have little or no 
worry about an abundance of funds 
seeking investment in mortgages.” 





Donald Matheson has resigned as sec- 
retary of the Imperial Life Assurance 
Co., Toronto, after more than forty years 
of service. He will be succeeded by J. 
M. Pauline. W. F. Langford has been 
appointed associate secretary. 








THE EXTRA man In your 


ORGANIZATION 





The service that Connecticut General offers to brokers is 
valuable because it is practical. Connecticut General men 
who know the brokerage business and brokers’ problems are 
available in our offices throughout the country. They can 
bring to bear upon your problems not only their personal ex- 
perience and capabilities but also the facilities of the Con- 
necticut General organization with its wide experience in 
handling all forms of personal insurance, Group insurance, 
Pension Trust and Business insurance plans. 


They have, through Connecticut General, an extremely wide 
choice of contracts for these various types of protection and 
can thus give a truly unbiased viewpoint in considering your 


specific problems. 


Call the EXTRA man in your organization on your next 
problem. You will find him at your nearest Connecticut 


General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE. ACCIDENT ANDO 
HEALTH INSURANCE. SALARY 
ALLOTMENT INSURANCE ANDO AN- 
NUITIES. ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 














Assistant Wanted 


to help General Agent in live 
midtown agency. Must be a 
good life underwriter, able to 
assist brokers. Good oppor- 
tunity. Salary. Commission. 
Box 1563, The Eastern Under- 
writer, 41 Maiden Lane, New 
York 7, N. Y. 











Equitable Soc. Writes 
Ford Retirement Plan 

99% OF EMPLOYES SUBSCRIBE 

Ford Company Reseed in Transac- 


tion by Marsh & McLennan’s 
Detroit Office 





An important program for the benefit 
of employes became effective on Decem- 
ber 30, with the adoption of a Group 
retirement annuity plan by the Ford 
Motor Co. Announcement was made by 
Henry Ford II, executive vice-president 
of the company, at the main office in 
Dearborn, Mich., that almost 99% of the 
eligible employes had by that date sub- 
scribed to the plan. This is one of the 
largest Group annuity plans and is un- 
derwritten by the Equitable Life Assur- 
ance Society. The Ford Motor Co. was 
represented in the transaction by Marsh 
& McLennan, Detroit office. 

Eligible to enter the plan are all Ford 
salaried employes who have been with 
the company for five years, have not 
attained their sixty-fifth birthday, and 
whose basic annual salaries exceed 
$3,000. For these, there will be provided 
a monthly retirement income equal to 
14% of monthly salary in excess of 
$250 for each year of service after De- 
cember 30, 1944. Toward this income em- 
ployes will contribute 5% of the excess 
salary. 

Salaried employes in service more 
than five years before that date will re- 
ceive in addition a monthly annuity 
amounting to % of 1% of that portion 
of monthly salary as of December 30, 
that exceeded $250, multiplied by the 
number of years of service prior to the 
date (excluding the first five years). 
Such annuities will be paid for entirely 
by the company. A minimum annuity of 
$20 a month, combining future and past 
service, in addition to Social Security 
benefits, is guaranteed. 

The normal retirement date is the first 
of the month following the sixty-fifth 
birthday, but employes may retire be- 
ginning at age 55 and receive a reduced 
annuity. Upon the death of an employe 
his contributions, with accumulated in- 
terest, less any income received, will 
be returned to his beneficiary. 

If an employe withdraws from service 
before retirement, he has the option of 
leaving his contributions with the Equi- 
table and receiving at retirement date 
the total annuity bought by his own and 
the company contributions unless, this 
is less than $40 per year, or he may 
receive in cash at withdrawal his own 
contributions with interest in lieu of any 
annuity. 





SPOKANE MANAGERS ELECT 

The General Agents and Managers As- 
sociation of Spokane elected the follow- 
ing officers at its recent meeting: Ar- 
nold Gleason, president; Roy. Phillips, 
vice president: Joy Williams, secretary- 
treasurer. 





GEORGE E. FLEEMAN DIES 
George E. Fleeman, superintendent in 
Anderson, Ind., of the Conservative Life 
Insurance Co., died in a hospital there 
recently following a heart attack. A 

widow, a son and a daughter survive. 
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ECONOMIC PROTECTION FOR 


SOCIAL WORKERS 
The new National Retirement Plan 
for Employes of Health and Welfare 


\gencies, sponsored by Community 


Chests and Councils, Inc., contract 
being made with John Hancock by Na- 
Health and Welfare Retirement 


\ssociation, Inec., not only emphasizes 


tional 


the growing importance and popularity 


of such plans but also calls national at- 


tention again to the great national 


set up of the great community chest 


and social welfare movement. 


The enactment of Social Security 
gave formal recognition to the social 
necessity of providing old-age retire- 


ment benefits. To date, benefits under 


the SS Act are generally limited to em- 


ployes of commercial and _ industrial 
concerns, Among others, employes of 
chests, councils, health and welfare 


agencies are not included. 
Over a period of six years Community 
Chests and been 
involved in the 
retirement system 
organizations. On July 16, 
board of directors appointed 


Councils, Inc., has 
studying all factors 
establishment of a 
for these 
1943, the 
a retirement study committee, with Tom 
discussing 
Health and 


Inc., 


Kk. Smith as chairman. In 
National 
Retirement 


the situation the 
Welfare 


said in part: 


Association, 


The need for a national retirement 
plan for health and welfare oreanizations 
is most apparent. The need cannot be 
neglected if our agencies are to con- 
tinue to render adequate and increased 
service—for the extent and quality of 
their work is vitally dependent on at- 
tracting and holding capable personnel. 
employes must be given some sense of 
security for the future, and they should 
not be handicapped to an unfair de- 
urce because of their ideals of service 
for the good of the community. In ad- 
dition to some degree of security for 
old age, there is the need and desire 
for life insurance to help those depend- 
enis who are left behind. Their natural 
desires and universal objectives should 
be satisfied if we are to benefit fully 
from the loyalty and efficiency of our 
employes. 





INSURANCE TAX NIGHTMARES 
Few would envy the tax attorney in 
the home office of an insurance com- 
pany these days. Lawyers are supposed 
to thrive on the complexities and am- 
biguities of the law but the present 
insurance taxation situation, cannot con- 
tribute to a serene life. Obvious among 
the tax attorney’s problems just now 
are the various 


situations under state 





statutes arising from the Supreme Court 
decision that insurance is commerce. A 
layman is struck with the interest'n: 
potential consequences to company ex- 
ecutives should the tax attorney not 
warn them against paying taxes under 
the state discriminatory laws which are 
now invalid according to legal opinion. 
It appears they would be 
liable for refund of the tax. 

There are other situations. The Okla- 
homa Supreme ‘Court in upholding the 
validity of the state’s 4% premium tax, 
ruled that Commissioner Jess Read had 
no right to collect the tax on premiums 
paid prior to April 21, 1941. Requests 
for refund were received from fire, life 
and casualty companies in most states. 
But, “no soap,” in bobby socks vernacu- 
lar. Commissioner Read replied that the 
State Insurance Department is not per- 
mitted by law to refund the premium tax 
because the record does not show that 
such companies filed protest and inten- 
tion to bring suit to recover within the 
thirty days statute. He 
pointed out that in the case of the 
Lincoln National Life, which got the 
refund, the company protested payment 
of the tax at the time of payment and 
brought suit within the time provided 
by law. The statute says that the ag- 
grieved party shall pay the full amount 
of the tax when due, give notice of legal 


personally 


provided by 


action showing grounds of complaint, 
and start suit within thirty days. Fa‘ling 
in any one of the steps would be grounds 
for the Instrance Commissioner, who is 
the tax collecting officer for insurance, 
refusing to make refund. 





George Oliver Carpenter, Jr., of W. H. 
Markam & Co. has been appointed 
chairman of the civic development com- 
mitteee of the St. Louis Chamber of 
Commerce for 1945 and Allen May, 
president of the Mutual Savings Life 
Insurance Co. has been named chairman 
of the state legislation and tax com- 
mittee. These are among the most im- 
portant of the fourteen standing com- 
mittees of the chamber. 

* cs * 

Guy M. Powers, New York Life, West 
Palm Beach, was recently honored by 
Palm Beach Post No. 12, American Leg- 
ion, with presentation of a gold life 
membership card in recognition of work 
he has done as adjutant of the post for 
sixteen years. He recently resigned the 
job because of ill health. 

x * x 

Miss Ellen Jane Phillips, daughter of 
T. A. Phillips, president of Minnesota 
Mutual Life, is engaged to wed Capt. 
John Ely Simpson, USMCR, the wed- 
ding to take place in the spring. 
























































































































DAVID E, 
David E. Satterfield, Jr., 


member of Congress and 
Richmond lawyer who was recently made 
general counsel of the Life Insurance 
Association of America, will report for 
duty in his new position on February 
15. He is a graduate of University of 
Richmond Law School and during the 
first World War was in the Naval Flying 
Corps. He is now an inactive lieutenant 
commander in the Naval Reserve. At 
the age of 25 he was elected Common- 
wealth Attorney in Virginia, and after 
twelve years in that post resigned to 
practice law in Richmond. He was first 
elected to Congress in 1937. 
* * * 

A. Thomas Lehman, vice president and 
actuary of Union Mutual Life, Portland, 
Maine, is chairman of the program com- 
mittee of the Portland YMCA, whose 
purpose is to promote activities of in- 
terest to the people of Portland. Fred T. 
Jordan, manager of the company’s home 
office agency, is a member of the pro- 
gram committee of Portland Town Hall, 
which is a series of lectures by out- 
standing commentators on current affairs 
presented by the YMCA Program Com- 
mittee. Town Hall is in its second year 
of successful operation. Last year Mr. 
Lehman was chairman of the project. 
Another activity of the committee is 
weekly forums, of which Carleton G. 
Lane, second vice president of the com- 
pany, is chairman. 

x * * 

Colonel Cooper D. Winn, head of the 
Guaranty Trust 
Company of New York, has been elected 
superintendent of Stratford, old home of 
General Robert E, Lee in Westmoreland 
County, Va. The plantation i is now owned 
by the Robert E. Lee Foundation and 
is being preserved as a national memo- 
rial. Colonel Winn will enter upon his 
new duties April 1. He will succeed the 
late Major-General B. F. Cheatham, who 
converted the plantation into a model 
farm. 


SATTERFIELD, JR. 


prominent 
well-known 


insurance division of the 


* * 2k 


Dr, John B. Steele, vice president and 
medical director, Volunteer State Life, 
has been appointed a member of the 
Hamilton County, Tenn., hospital board 
which directs two of the largest hos- 
pitals in Chattanooga. 

x * x 

Bettie M. Boyd, Troy, Ala., was one 
of Mutual Life’s list of national leaders 
for December in number of paid appli- 
cations for insurance. 











E. B. THISTLE 


E. B. Thistle, vice president of the 
Eagle Indemnity in charge of its metro- 
politan New York office, will observe 
his twentieth anniversary with this com- 
pany on March 1. His first connection 
was with the Globe Indemnity in 1911. 
Later he spent six years with the Nor- 
wich Union Indemnity and Phoenix In- 
demnity as a vice-president, resigning 
in 1923 to enter the agency field. He 
maintained an office in Brooklyn and 
represented the Eagle Indemnity for two 
years. and gained valuable field exneri- 
ence. That company selected him in 
1925 for managership of its metropolitan 
office and in 1936 he was elected a vice 
president of Eagle Indemnity. 

x) *k x 


Martin W. Feigert, Cincinnati agency, 
Massachusetts Mutual, who has been ac- 
tive in the Elks for twenty years, was 
recently appointed District Deputy 
Grand Exalted Ruler for Ohio, North- 
west. A civic leader in his city, Van 
Wert, Mr. Feigert has served as County 
Campaign Chairman for the War Fund 
Drives; City Campaign Chairman for the 
War Chest Drive; County Chairman of 
the Court of Honor of the Boy Scouts 
of America; and chairman of the Fire 
Prevention Committee of the Chamber 
of Commerce and treasurer of the Army 
and Navy Service Committee. 

* * &* 


John J. Nangle, president, Utilities 
Insurance Co., St. Louis, who has been 
treasurer of the Democratic State Com- 
mittee, and Thomas L. Farrington, vice 
president, Lawton-Byrne-Bruner Insur- 
ance Agency Co., were among the thirty- 
five St. Louisians who have been ap- 
pointed honorary colonels on the staff 
of Governor-elect Phil M. Donnelly of 
Lebanon, Mo. Among: the others are 
Anthony A. Buford, legislative agent for 
Anheuser-Busch, Inc., who was _ secre- 
tary of the.old Missouri Insurance Coun- 
cil a few years back, and Otto J. Dick- 
mann, real estate and insurance agent, 
who is a brother of Postmaster Bernar« 
F. Dickmann; and Ray F. McCarthy, 
executive director of the Blue Cross 
Group Hospital Service. Out-state 
colonels include former State Senator 
George D. Clayton, Jr., of Hannibal, 
member of the Executive Commit 
tee Missouri Association of Insurance 
Agents. 

* * x 

John Clarkson of the underwriting de 
partment at the home office of the 
Mutual Benefit Life, Newark, has re 
signed and has been appointed. assistan 
field peters of the American Red Cross 
with headquarters at Washington, D. C. 
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tories at five cents an hour. When he 
was nineteen, he became a reporter on 
the Meriden Record, leaving this job to 
go into military service in the first 
World War. On his return, he rejoined 
the paper and became a political reporter. 

He gave up newspaper work to enter 
the insurance business, opening a local 
agency office in Meriden. Subsequently 
he was elected president of the Meriden 
Insurance Underwriters’ Association and 
served for several terms. 

From that point, he entered the polit- 
ical field. He was first elected Mayor of 
Meriden in 1929 and was re-elected in 
1931. He was elected to the House of 
Representatives in 1932, serving for a 
time as both Mayor and Congressman, 
acting as Mayor without compensation 
and paying his own travel expenses be- 
tween Washington and Meriden. He was 
elected United States Senator in 1934 
and was re-elected in 1940. 

By &'* 
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Jesse H. Jones 

No group of men took a keener inter- 
est in reading the exchange of corre- 
spondence published Monday morning 
between President Roosevelt and Jesse 
H. Jones in which the President told 
the latter that 
succeed him in the cabinet, but Jones 
could have a diplomatic post if he wanted 
one, than did the insurance fraternity. 
Jones will also lose his post as head of 
Reconstruction Finance Corporation and 
its subsidiaries. 

In reply Jones told the President that 
he didn’t want any diplomatic post. In 
his letter to the President Jones said 
in part about the RFC: 

“For you to turn over all these assets 
and responsibilities to a man inexperi- 
enced in business and finance will, I be- 
lieve, be hard for the business and finan- 
cial world to understand.” Relations 
between Jones and Wallace have been 
strained for some years. 

Jesse H. Jones has had an extensive 
contact with insurance men since he be- 
came head of the RFC. He was respon- 
sible for insurance companies, who were 
hard hit by the depression following the 
Wall Street smash, obtaining millions 
of funds from the Government. In the 
case of one fire insurance company alone 
RFC advanced $9,000,000 of funds. At 
one time the RFC owned 98% of the 
stock of a life insuranee company. The 
Jones organization in Washington has 
opportunity to study and appraise the 
portfolio of a large number of companies. 

Mr. Jones had many hours of inter- 
views with executives of fire insurance 
companies at the time that War Dam- 
age Corporation was started. The man 
he saw most was the late Paul L. Haid, 
president of Insurance Executives Asso- 
clation, and the visits of Haid and some 
other fire insurance executives to Wash- 
ington were generally during week ends, 
with many Sunday conferences. Jones 
was emphatic in requesting that the fire 
companies should agree to participate in 
the writing of the War Damage Corpo- 
ration insurance, and that is what finally 
iappened. While a helpful Government 
official, with a great comprehension of 
his job, which included having the low- 
lown on business in America, Jones has 
een a tough bargainer. He has been 
ne of the hardest-boiled and most suc- 
‘essful public officials in the history: of 
ihe country. ; 

In Houston, Texas, home of Jesse H. 
Jones for so many years, he is held in 
high esteem by the entire business popu- 
lation as he did so much to build up the 


city. One of the best stories of his 
career was printed in the New York 
Herald Tribune, Sunday. That paper 


said in part: 
“ae * 
Jesse Holman Jones, who began a 


Henry Wallace would - 


large private fortune as a Tennessee farm 
boy, became a money-lender who dealt 


in colossal sums for the nation. The 
many leading agencies controlled by him 
suffered little of the criticism that was 
heaped at one time or another on nearly 
all the Administrative bodies fathered or 
remodeled by the New Deal administra- 
tion. The RFC, of which he became 
chairman in 1933, loaned $10,000,000,000 
to a wide range of industrial, financial 
and Government groups, while other 
agencies controlled as offshoots of RFC 
loaned an additional billion. So,well did 
Mr. Jones conduct the affairs of RFC 
and its subsidiary groups that he re- 
tained control of the widespread money- 
lending organization when he became 
Secretary of Commerce on August 24, 
1940, upon the resignation of Harry L. 
Hopkins.” 

RFC was organized in 1932 by former 
President Herbert Hoover, with author- 
ity to loan $2,000,000,000 to banks and 
railroads, but at the time Roosevelt was 
inaugurated the original intent of the 
organization was outstripped by pressing 
needs arising from the bank holiday and 
depths of the depression. Mr. Jones was 
one of the six directors of RFC as set 
up by Mr. Hoover. He said immediately 
that $2,000,000,000 was not enough to 
handle the crisis which faced RFC. 
Congress authorized RFC to purchase 
preferred stocks in banks instead of 
lending them money. This enabled the 
corporation to take a hand in the man- 
agement of banks in need and to rebuild 
them. Shortly thereafter Jones was 
elected chairman of RFC and had con- 
trol of other lending agencies set up— 
Disaster Loan Corporation, Export Im- 
port Bank, Electric Home and Farm 
Authority and later other lending agen- 
cies. Herald Tribune story then said: 


“Mr. Jones gradually obtained from 
Congress more money and wider author- 
ity to lend money until he was in a 
position to lend almost anybody who 
could prove he had a good use for it. In‘ 
1939 a Presidential reorganization order 
lumped all of the various lending agen- 
cies together in the Federal Loan 
Agency with Mr. Jones as administra- 
tor. He then became director of ten or- 
ganizations topped by RFC.” 

a 


Late Senator Maloney Once in 
Insurance Business 


United States Senator Francis T. 
Maloney of Connecticut, whose death 
last week caused widespread grief 
throughout the nation, at one time in 
his career was in the insurance business 
in his home city of Meriden. Known as 
the “Senators’ Senator,” Senator Ma- 
loney was highly regarded and much 
has been published about his spectacular 
rise. He was the subject of a personality 
sketch in a recent issue of the Saturday 
Evening Post. 

Senator Maloney was born in Meri- 
den and rose to political power through 
his earlier activity as a political reporter. 
When he was fourteen years old he left 
school and found work in Meriden fac- 


New Book on Personal Property 
Floater by Norman W. Brayley 
Norman W. Brayley, an insurance man 
of long experience, who is associated 
with the inland marine department of 
the Insurance Company of North Amer- 


ica at the home office in Philadelphia, 
has just written a new volume entitled 
“Personal Property Floater Insurance.” 

Published by The Spectator Co., this 
125 page book, which sells for $2 a copy 
delivered, presents a clear understanding 
of this new form of insurance coverage. 
Within the last year the personal prop- 
erty floater, also known as the house- 
holders comprehensive form, has been 
legalized in several Eastern states. 

Some delay in getting this new broad 
form cover as widely sold as expected 
has been attributed to lack of under- 
standing on the part of many producers 
of policy and rating terms and to lack 
of knowledge on how prospects may best 
be persuaded to reply to all the ques- 
tions contained in the proposal for in- 
surance. Mr. Brayley’s book supplies an- 
swers to many of these problems that 
have arisen in connection with the per- 
sonal property floater. The author was 
an insurance broker in New York and 
joined the North America more than 
fifteen years ago. He has served in 
Pittsburgh, Chicago and other places in 
addition to the home office. 

Mr. Brayley points out that the vir- 
tual “all risk” coverage of the personal 
property floater includes in one policy 
what previously had to be obtained in 
many separate policies. He offers the 
following list of specific forms for which 
the holder of a personal property floater 
has no need: fire, extended coverage, 
personal theft, water damage, personal 
effects floater, earthquake, tourist bag- 
gage, parcel post; also _ silverware, 
jewelry, fur, stamp collection, fine arts 
and musical instrument floaters; gun 
form; trip transit, golfers’ equipment, 
camera, coin collection and flood insur- 
ance. The assured’s own property need 
not be in his own custody or control 
at the time of the loss in order to vali- 
date a claim under the policy. The con- 
tract likewise provides coverage against 
damage to a dwelling itself caused by 
theft or attempt thereat, says Mr. 
Brayley. 

Mr. Brayley devotes a chapter to the 
policy proposal, which some producers 
in the New York area feel creates a 
certain amount of sales resistance due 
to the detailed statements on insured 
values. Says Mr. Brayley: 

“The most important part of the ques- 
tionnaire or proposal, of course, is the 
section listing items (a) to (i) inclusive 
in the spaces opposite which the 
sured is required to detail his values. 
Various ways have been found to get at 
this, but as it is submitted there is only 
one really sure way and that is first to 
build up the values by a room to room 
listing of property and next to reclas- 
sify property and its corresponding value 
under the headings as shown in the 
proposal. Values thus determined will 
give a picture that never can be had 
by resorting to the use of totals in exist- 
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ing fire insurance policies. Every assured 
will add to his belongings over a period 
of time, but too often, unfortunately, 
fire insurance will not be kept abreast 
of increasing values. 

“For the smaller risks it is of course 
practical for husband and wife to make 
the room to room appraisal with the 
assistance of practical inventory book- 
lets supplied by many of the insurance 
companies. In other cases it is necessary 
to engage the services of one of the 
available appraisal companies in order 
to arrive at sufficiently accurate totals. 
In either case a careful check-up is un- 
hesitatingly recommended for in the 
great majority of instances the assured 
will be astounded to know real value of 
his possessions.” 

The policy contract itself is analyzed 
fully, as well as the basic policy and 
rating schedules for various coverages 
and for various states. Underwriting and 
production are discussed. The book con- 
tains an appendix using Inland Marine 
Underwriters Association manual ma- 
terial on fine arts, personal jewelry, fur 
and stamp collection coverage. 

* * * 


Travel Difficulties 


For a long period fieldmen of insur- 
ance companies have had their troubles 
visiting their territories because of the 
gasoline situation, but the railroad trips 
have become more and more unreliable. 
Difficulty in getting berths has been an 
old story for some time, but taking off 
of trains and sidetracking of passenger 
cars for, freight is becoming common. 
This situation was brought squarely 
rome to the general public a few days 
ago when the Commodore Vanderbilt, 
second fastest New York Central train, 
did not reach New York from Chicago 
on day it was due, and Twentieth Cen- 
tury, fastest New York Central train, 
arrived here ten and a half hours late. 
About three weeks ago the Commodore 
Vanderbilt arrived in Chicago from New 
York sixteen hours late. 

In Chicago last week half an hour 
before train time loudspeaker in La 
Salle Street station announced that all 
holding berths on Commodore Vander- 
bilt should “present yourselves to ticket 
window 12 and get refunds” as the train 
would not run. In Albany one afternoon 
last week 100 persons tried to board 
Pullman cars and were informed that 
there was no room as.persons were 
standing in the aisles. An insurance man 
recently rode from Indianapolis to New 
York and remained standing throughout 
the journey. 

Of the larger cities Cincinnati is one ° 
of most difficult places to get berths as 
many persons in surrounding cities ride 
there for purpose of starting a long dis- 
tance journey. For overnight trains to 
arrive two hours late from Minneapolis 
to Des Moines and similar journeys add 
up to common place incidents. 
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Senate Committee 
Backs McCarran Bill 

UNANIMOUS SUPPORT IS GIVEN 

O’Mahoney Bill Sidetracked in Favor 


Of Measure Favored by Insurance 


Industry; One Amendment Made 





The United States Senate Judiciary 
Committee on Mondav bv unanimous 
vote reported out the McCarran-Fergu- 
son bill to protect the rights of states 
io regulate and tax the insurance busi- 
It was confidently expected the 
bill would be reported to the Senate 
floor this week and referred to the Sen- 
ate Rules Committee. 

The McCarran-Ferguson bill (S. 340) 
was accepted by the Judiciarv Commit- 
tee over the O’Mahoney-Hatch bill 
(S.12) which was not pushed by its 
sponsors, nor did the sponsors vote 
against the bill the committee approved. 
Senator McCarran (Dem., Nev.) who 
is chairman of the Judiciary Committee 
and Senator Ferguson (Rep., Mich.) 
introduced as their bill that which they 
received from the National Association 
of Insurance Commissioners with the 
indorsement of most insurance groups. 
President Roosevelt earlier had en- 
dorsed the O'Mahoney bill. 

The bill now before the Senate pro- 
vides for a moratorium on application of 
the Sherman Act to the insurance busi- 
ness until June 1, 1947, and a mora- 
forium on application of the Clayton 
\ct until January 1, 1948. Both are 
anti-trust laws, An amendment ap- 
proved by the committee changed Sec- 
tion 4-B to read as follows: “Nothing 
contained in this section shall render 
the said Sherman Act inapplicable to 
anv agreement or act of boycott, co- 
ercion or intimidation.” Previously the 
words “agreement or” had not been 
included. Aside from the differences 
in moratorium dates between the two 
bills the insurance industry opposes the 
(Mahoney measure as opening the way 
for Federal control in cases where states 
this vear failed to pass insurance rate 
regulation statutes. 


css. 


Commisioners’ Statement 


Last week the NAIC released the fol- 
lowing statement on the compromise 
efforts of the insurance industry which 
resulted in the bill now known as the 
McCarran-Ferguson measure: 

“That speedy Congressional action on 
the insurance question is possible as a 
resuit of an accord reached by repre 
sentatives of the various insurance 
zrouns is the opinion expressed by Hon- 
orable Newell R. Johnson and Hon- 
orable Charles F. J. Harrington, presi- 
dent and legislative committee chair- 
man, respectively, of the National As- 
sociation of Insurance Commissioners. 

“The insurance representatives, after 
a week of daily sessions, agreed on a 
legislative proposal which they request 
Commissioners Johnson and Harring- 
ton to present to Congress, The pro- 
posal represents a compromise of many 
views although it was based on the 
program of the National Association of 
Insurance Commissioners submitted to 
the Congress last Fall. 

“The submitted bill provides that the 
regulation and taxation of insurance 
shall be left to the states; that no Con- 
gressional Act shall be construed to in- 
validate, impair, or supersede any state 
law regulating or imposing a fee or tax 
on the insurance business unless the 
Federal Act specifically so provides; that 
the business shall be exempt from the 
operations of the Federal Trade Com- 

(Continued on Page 32) 


ST. PAUL SHOWS GAINS 





Assets Up $5,109,883 to Record High of 
$64,980,447; Surplus and Net 
Premiums Also Higher 

The St. Paul Fire & Marine reports 
1944 net premiums of $20,349,398 an in- 
crease of more than $2,260,000 over 1943. 
The line of coverage to show the largest 
gain was hail insurance on growing 
crops. 

Assets of the St. Paul increased 
$5,109,883 last year to a record high of 
$64,980,447. Surplus increased to $30,- 
111,476 in addition to a special reserve 
fund of $1,000,000 and a reserve of 
$3,061,146 for depreciation. Capital re- 
mains at $10,000,000. The company re- 
ports an underwriting profit of $985,428 
against $1,379,914 in 1943. 

Fire premiums last year were $8,606,- 
000, an increase of 8.44%. Automobile 
premiums of $2,497,848 were up 16.03%, 
marine premiums of $7,038,542 rose 
6.33% and hail premiums of $2,207,107 
jumped 53.72%. 





BACK N. Y. STANDARD POLICY 


Two more states, West Virginia and 
Michigan, appear likely to be added to 
the list of states enacting laws based 
on the 1943 New York standard policy. 
Deputy Commissioner Harlan Justice 
has announced that the West Virginia 
legislature will be asked to adopt the 
policy to replace the present policy 
which was adopted in 1917. In Michigan, 
a standard policy bill, reputedly drafted 
by the Insurance Department, also 
based on the New York policy, has been 
introduced in the legislature. 


SCHERNE TO JOIN NORTHERN 





Leaving Aetna Fire Group February 1 
to Be in Western Department at 
Home Office in New York City 


Supervisors of the Aetna (Fire) In- 
surance Group gathered at the Hotel 
Heublein, Hartford, January 18 for a 
luncheon in honor of H. Richard 
Scherne, supervisor of the brokerage 
department, who is leaving Hartford 
February 1 to assume his new duties 
in the Western department at the home 
office of the Northern of New York. 

Mr. Scherne started his insurance ca- 
reer with the Liverpool & London & 
Globe. When the Standard of New 
York, was formed in 1922, he joined 
that company and subsequently became 
assistant secretary in charge of agency 
fire underwriting for all territories su- 
pervised from the New York office. 
When that company, with the Standard 
Surety & Casualty of New York, was 
purchased by the Aetna Fire in 1941, 
he was transferred to Hartford. He was 
supervisor of the war damage insurance 
department for a time and then was 
made supervisor in charge of brokerage. 
E. Wallace Champion, chairman of the 
supervisors’ conference of the Aetna 
and its fire company subsidiaries, pre- 
sided at the luncheon. 


Adams President of 
New Jersey Field Club 


The New Jersey Field Club this week 
elected Ferd G. Adams, Travelers Fire, 
as president, Other officers are as fol- 
lows: vice president, Harry W. Kohler, 
America Fore Group; secretary, Harold 
W. Wittich, Providence Washington; 
treasurer, C. P. Carlson, Automobile; 
executive committee, John D. Sullivan, 
Crum & Forster; E. Milton Hackney, 
Jr., North America Group; Raymond G. 
Shephard, Fire Association, and F-ed 
G. Bross, Yorkshire. 
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Tuo New Cngland Compances 


The Mayflower was chosen as the 
symbol of these two companies as 


typical of their characteristics: 


Old New England— Sound, 
Safe and Fair-dealing 


INSURANCE CO. 


INCORPORATED 1873 


CGLONY INSURANCE CO. 


INCORPORATED 1906 
MARINE + AUTOMOBILE - AVIATION 


87 KILBY STREET, BOSTON 9, MASSACHUSETTS 











ENGINEER with eighteen years ex- 


perience as Fire Protection Engineer and Special 
Agent desires a change, preferably in a super- 
visory capacity or as Special Agent. Now em- 
ployed in metropolitan area. Box 1566, The 
Eastern Underwriter, 41 Maiden Lane, New 
York 7. 











Haefner Marine Sec’y 
Fireman’s Fund Group 


LEAVES POST IN WASHINGTON 





Was with Fireman’s Fund 36 Years 
Before Going with Insurance 
Division of WSA 





Leslie J. Haefner has been elected 
marine secretary of the Fireman’s Fund 
and its affiliates, Home Fire & Marine 
and Western National insurance com- 
panies, a position which he relinquished 
in August, 1942, when he went to Wash- 
ington to accept executive responsibili- 
ties with the War Shipping Administra- 
tion. 

Mr. Haefner joined the Fireman’s 
Fund as a junior clerk at the head office 
in San Francisco in 1906, and was 
elected marine secretary of the compan- 
ies in 1940. His contribution to the war 
effort in the position which he resigned 
on January 15 is generally regarded as 
outstanding. 

Following several weeks at the com- 
panies’ Atlantic marine department 
headquarters in New York, Mr. Haefner 
will resume his duties in San Frgncisco, 
late in February. 

Bloomquist WSA Insurance Director 

Earl A. Bloomquist, who was in charge 
of the claims section and also’ assistant 
director of the Division of Wartime In- 
surance of the War Shipning Adminis- 
tration, has been appointed director suc- 
ceeding Mr. Haefner. 

Mr. Bloomquist joined the Maritime 
Commission’s insurance division in 
Washington in 1919, starting as a claims 
adjuster, later being advanced to head 
the claims division. He is a graduate of 
the University of Michigan and_ the 
Georgetown Law School. In April, 1942, 
Mr. Bloomquist was transferred to New 
York to set up the claims section, Divi- 
sion of Wartime Insurance, at 99 John 
Street. Starting with three employes he 
built the office to the point where the 
total was around seventy-five persons. 
During recent months he has divided his 
time between New York and Washing- 
ton. 





Tax Equalization Bills 
Introduced in Tennessee 


Bills have béen introduced in the 
Tennessee Senate and General Assembly 
to amend Item F of the Tennessee 
Revenue Act of 1937 to put premium 
taxes on both foreign and domestic in- 
surance companies upon an equal basis. 
The bills provide for a reduction in that 
portion of taxes which carries the 24% 
rate in the revenue act to a rate of 2%. 
The percentage of taxation has not been 
altered on workmen’s compensation, self- 
insurance, annuities and fire marshal tax. 

Companies which formerly had exemp- 
tions or other preferences would be 
mainly affected by the provisions of this 
bill. However, companies which have 
not primarily been given a_ preferred 
position would to an extent benefit by 
this new act, particularly under that sec- 
tion of tax which has been reduced from 
2%4% to 2%. The only class of insur- 
ance business exempted from the provi- 
sions of the act is fraternal. This ap- 
plies to both Tennessee and foreign fra- 
ternal organizations. 





MARKS 25TH ANNIVERSARY 

Louise U. Anderson of the metropoli- 
tan department of the Great American 
on January 17 completed her twenty- 
fifth year with the company. Miss An- 
derson was presented with a bronze 
plaque and a twenty-five year medal. She 
also became a member of the Great 
American Quarter Century Club. 
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Pennsylvania Fire, 120 Years of Age, 


Follow Initial Conservative Policy 


The Pennsylvania Fire Insurance Co. 
if the North British Group, is celebrat- 
ing today, January 26, the 120th anni- 
ersary of its founding. It was founded 
mn this date in 1826, with capital stock 
f $200,000, subscribed in equal shares by 
100 men, many of whom bear historic 
hiladelphia names. The charter was per- 
petual. 

The office of the Pennsylvania Fire 
was established at No. 134 Walnut 
Street, where it has been ever since, 
being known now as Nos. 508-510 Wal- 
nut Street. Actually, the company, which 
vas born on Independence Square more 
than a century ago, has been on the 
same site ever since. On January 11, 
1838, the Walnut Street property was 
acquired, and the present front of the 
building was erected, in white marble, of 
the Egyptian style of architecture, prob- 
ably the only example now existing in 
the city of Philadelphia. 

Although fire insurance covering the 
contents of buildings, including merchan- 
dise, furniture, etc., had been in prac- 
tice among the Philadelphia companies 
for thirty years, this was the second 
Pennsylvania company organized to in- 
sure fire risks in general, unassociated 
with marine underwriting, so. limited 
was ‘the demand for insurance of this 
kind. 


Met With Favor 


This new enterprise was received with 
decided favor by the investing public, 
and the company branched out at once 
into fire underwriting, advertising for 
business. It also went afield and solicited 
applications for insurance, offering to 
make the policies either permanent or 
limited. In all this, however, it was but 
competing with its only competitor in 
the exclusive fire insurance field. This 
mav be said to have been the beginning 
of the expansion of the fire insurance 
husiness, which was destined to take the 
lead in its race with marine underwriting, 

The formal opening for business oc- 
curred on April 1, 1825; but prior to that 
date a limited number of applications 
for insurance were recorded in an appli- 
cation book, in each case signed by the 
insured. 

James Y. Humphreys received Per- 
petual Policy No. 1, dated March 7, 
1825, covering gn a brick house and 
card factory at 86 South Front Street, 
Philadelphia, for $2,000 at 21%%. 

Covered Auction Store 

Prior to that, on February 18th, i825, 
Ordinary Policy No. 1 was issued to 
James Wood for one year and covered 
stock of an auction store at 32 South 
'ront Street, Philadelphia for $10,000 
at 40 cents per annum. 

ot first loss recorded occurred June 

1825, when under Policy No. 22, the 
come paid $1,350 on a $2,000 policy. 
Total claims ay to date now aggregate 
more than $99,039, 

The last installment of the subscribed 
capital stock of the Pennsylvania Fire, 
amounting to one-half of the total sub- 
scription was not called until early in 
1837—twelve years after the company 
began business, and at about the begin- 
ning of the financial reverses that swept 
ver the country, known in_ history 
is the panic of 1837. Nearly nine years 
later—at the close of 1845—the gross 
issets of the company amounted to $581,- 
136, or $381,436 more than its capital 
tock. 

In the great fire of 1850, which swept 
ver more territory in the “Quaker City” 
han has ever been known before or 
since, the Pennsylvania Fire lost only 
$15,000. 

Policy Was Conservative 

Its policy was conservative, and al- 

hough. it had not yet attempted an 


‘gency business, its policies were well 
listributed. It was not until 1867 that 








the company undertook to extend its 
business through establishing agencies 
in other states. 

On March 11, 1863, the capital stock 
was increased to $400,000 and $200,000 
dividend declared to be applied to the 
payment of subscriptions, 

The company escaped the great fire 
in Chicago in 1871 but suffered heavily 
by the Boston fire of 1872. Its total 


‘losses in this conflagration, amounting 


to $550,880, were met with a promptness 
that has characterized this corporation’s 
dealings during all the period of its 
existence. This policy of prompt loss 
settlements led to a heavy increase in 
the company’s business, and by the 
close of 1873 it had a net surplus of 
$121,538. 

In the Baltimore conflagration, which 
occurred February 7 and 8, 1904, the 
company was called upon to pay losses 
totaling $375, 

San Francisco Fire 

The Pennsylvania was also involved 
heavily in the great San Francisco con- 
flagration which occurred April, 1906. 
A total of 2,687 claims were paid, 
amounting to approximately $4,000,000, 
a staggering sum indeed in those days. 
Claims were settled promptly, in accord- 
ance with the company’s established 
practice. 

On April 12, 1908, Chelsea, Mass, was 
visited by a conflagration involving an 
estimated loss of over $8,000,000. The 
Pennsylvania was interested to the ex- 
tent of 76 policies and paid approxi- 
mately $97,000 in losses. 

The Pennsylvania became a member 
of the North British Group in 1917 and 
United States Manager Cecil F. Shall- 
cross of the North British & Mercantile 
is president of the Pennsylvania Fire. 

During its 120 years of corporate ex- 
istence the Pennsylvania Fire has kept 
pace with the insurance needs of com- 
merce, industry, and the home, and has 
provided the public with contracts of in- 
demnity ensuring absolute security and 
protection. 

Follows Established Policy 

Through the years the Pennsylvania 
Fire has continued to follow its long 
established policy of sound underwriting 
and conservative investment. Since 1825 
it has survived with increased vigor all 
trials, conflagrations, panics, catastronhes 
and hard times; and today is financially 
stronger than ever, always meeting every 
obligation one hundred cents on the 
dollar. 

Indicative of the financial strength, 
stability and solvency of the Pennsyl- 
vania Fire, the following figures are 
quoted from the June 30, 1944 statement: 

ad 9: Se ae ye $17,257,022 
Bpabslities 2d esis. «J: 7,495,440 
(Excluding Capital 
$1,000,000) wo 
*Surplus to Policyholders, $ 9,761,582 





*On the basis of June 30, 1944 market 
quotations for all bonds and_ stocks 
owned, the total admitted assets would 
be increased to $18,152,083 and the sur- 
plus to policyholders to $10,656,643, 





CANADA FIRE LOSSES RISE 


A preliminary but authoritative report 
gives Canada’s 1944 fire losses at $48,- 
562,450, making allowances for some 
twelve millions of unreported fires. This 
is revealed in the annual compilation of 
Monetary Times. Prior to making allow- 
ances for unreported fires, Monetary 
Times puts the 1944 loss down at $36,- 
562,450, which would compare with $31,- 
464,710 in 1943. This would represent a 
gain of better than 15%. 

There were substantial declines in the 
year in the provinces of British Colum- 
bia, Manitoba, and Quebec, but these 
were more than offset by advances in 
Alberta, New Brunswick, Nova Scotia 
and Ontario. 





AIDS BELEAGUERED COMRADES 


Lieut. Woldt, Royal-Liverpool Fieldman, 
Credited with Bringing Help 
to Troops in Belgium 

Lieutenant George B. Woldt, who was 
special agent for the Royal-Liverpool 
Group in Queens and Richmond Coun- 
ties, N. Y., working in a_telephone- 
equipped tank, is credited with being one 
of three officers who played a major 
part in bringing air support to the be- 
leaguered Americans during the siege of 
Bastogne in Belgium. The story of his 
achievement was told in a copyrighted 
article forwarded to this country by 
Mayer Levin of the Overseas News 
Agency. 

According to the Levin story, Lieu- 
tenant Woldt and two captains operated 
a switchboard and by various types of 
radio-to-radio systems contacted the 
Thunderbolts and sent them on_ their 
mission against great quantities of Ger- 
man armored equipment which was 
smashed thereby preventing dislodgment 
of the American ground troops from 
Bastogne. 

Lieutenant Woldt was inducted into 
the Army in March, 1942, and was as- 
signed to Fort Jackson, S. C. He en- 
tered officers’ candidate school with the 
rank of sergeant and was commissioned 
at Fort Benning, Ga., December 1, 1942. 








Berry Chairman EUA 


Executive Committee 


Peter J. Berry, president of the Secur- 
ity of New Haven, was elected chairman 
of the executive committee of the East- 
ern Underwriters Association at the or- 
ganization meeting of the committee last 
week. George H. Duxbury, assistant 
manager of the North British & Mercan- 
tile, was elected vice chairman. 


White of Los Angeles 
Buys Another Agency 


Robert J. White, who conducts a gen- 
eral insurance agency in his own name 
in the Associated Realty Building, Los 
Angeles, has taken over the Whittaker- 
Battelle Co., Inc., agency, and will com- 
bine the two agencies. Each will retain 
its identity, however, until such time as 
legal formalities can be complied with 
when there will be a merger. 

The Whittaker-Battelle Co.  Inc., 
agency is one of the oldest in the city, 
being contemporaneous with the Ste- 
phens agency, and has been in existence 
for more than half a century. Egbert 
Van Alen, 
ago, was president of the agency. Mr. 
White conducted the negotiations for 
the taking over of the agency with Mrs. 
S. E. Battelle, widow of one of the 
founders. 

Mr. White, who thus enlarges his ac- 
tivities is one of the younger and ag- 
gressive agents of the city. At the an- 
nual meeting of the Insurance Associa- 
tion of Los Angeles on January 8 he 
was elected vice president. He also is 
chairman of the association’s educational 
committee and has charge of the course 
of instruction now being conducted by 
the association. 








VIRGINIA F. & M. MEETING 


Members of the field staff of the Vir- 
ginia Fire & Marine met at the home 
office in Richmond last week for the 
purpose of laying plans for development 
of business during 1945. Those attend- 
ing were Thomas A. Kelleher, state 
agent in New Jersey; Walter E. Sulli- 
van, state agent in North Carolina; Zell- 
ner L. Peal, state agent in Kentucky ; 
Mark L. Bush, state agent in West Vir- 
ginia and Pennsylvania ; Henry L. 
Parks, state agent in Ohio; Walter G. 
Dithmer, of W. Ray & Company, 
state agent in Indiana; and Marshall C. 
Speight, executive state agent. Officials 
of the company also attended the meet- 
ings which lasted three days. A com- 
prehensive agenda was considered with 
President Claude D. Minor presiding at 
the sessions. 
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NFPA Meetings in 
New York Jan. 29-30 


SEVERAL COMMITTEE SESSIONS 





Directors to Consider Program for An- 
nual Meeting in Chicago in May, 
If It Is to Be Held 





The board of directors of the National 
Fire Protection Association will meet at 
the Waldorf-Astoria Hotel in New York 
City, on Monday, January 29, to con- 
sider the program for the 1945 annual 
meeting and to act on committee and 
other matters. The NFPA is proceeding 
with plans for_ its annual meeting in 
Chicago, May 7-10, “in the belief that 
this wartime fire protection forum will 
make a definite contribution towards the 
war effort as previous annual meetings 
have during the war period. If there 
should be any Government ruling clearly 
prohibiting all meetings, we will comply,” 
says the NFPA News Letter. 

Other NFPA meetings to be held at 
the Waldorf in connection with the di- 
rectors’ meeting are as follows: 

Committee Sessions 

Air Conditioning—F. H. Faust, chair- 
man, General Electric Company, Bloom- 
field, N. J. This committee will meet on 
January 29 to consider proposals for 
revisions in the Standards on Air Con- 
ditioning Systems. 

Blower Systems—Winthrop M. Jones, 
chairman, Factory Insurance Association, 
Hartford. This committee will meet Jan- 
uary 29 to consider possible changes in 
the Standards on Blower and Exhaust 
Systems with particular reference to the 
use of such systems in war industries. 

Piers and Wharves—R. C. Stange, 
chairman, U. S. Coast Guard Headquar- 
ters, Washington, D. C. This committee 
will meet January 30 to discuss current 
problems of pier protection with par- 
ticular reference to recent large loss pier 
fires which have spread through com- 
bustible pier substructures. 

Dust Explosion Hazards—Hylton R. 
Brown, chairman, U. S. Bureau of 
Mines, Eastern Experiment Station, Col- 
lege Park, Md. This committee will hold 
its regular annual meeting on January 
30, to act on the proposed dust explosion 
code for plastics which was tentatively 
adopted last year and will also consider 
metal powders and other subjects. 

Protection of Records—A. J. Steiner, 
chairman, Underwriters’ Laboratories, 
Inc., Chicago. This committee will meet 
January 30 and 31, to complete prev- 
iously initiated work on a comprehensive 
revision of the Consolidated Report on 
Protection of Records, 





Smith Returns From Army 
To Loyalty Group Post 


Matthew H. Smith has returned to his 
post as cashier of the New York branch 
office of Loyalty Group, after twenty 
months of active service in the Army. 
Much more streamlined than formerly, 
he recommends Army life to all insur- 
ance men who wish to reduce. 

John J. Tymon, through whose effi- 
cient cooperation the accounting work 
was carried on during Mr. Smith’s ab- 
sence, returned to the home office on 


January 15, 


NATIONAL FIRE REPORT 





Commissioners’ Examination of Hartford 
Companies Shows Them in Excellent 
Financial Condition 

An examination by members of the 
National Association of Insurance Com- 
missioners of the National Fire of Hart- 
ford and its Connecticut affiliate, the 
Mechanics & Traders, also of Hartford, 
covering the five-year period ending De- 
cember 31, 1943, conducted by the states 
of Connecticut, Georgia and Nebraska, 
indicates that these companies are in 
excellent condition, 

For each of these companies the re- 
ports made by the examiners show ad- 
mitted assets and net surplus in greater 
amounts than claimed by those com- 
panies, respectively, in their statements 
for the year ending December 31, 1943. 

In the case of the National the exami- 

nation report shows admitted assets of 
$58,350,692; net surplus of $21,992,490; 
and a contingent reserve of $7,000,000. 
The National statement, as filed with 
the Connecticut Insurance Department as 
of December 31, 1943, showed admitted 
assets of $57, 662,249 ; net surplus of $21,- 
367,788; and a contingent reserve fund 
of $7, 000,000, 

In the case of the Mechanics & 
Traders, the examination report shows 
admitted assets of $6,562,886; net surplus 
of $3,216,017; and a contingent reserve 
of $550,000. The Mechanics & Traders 
statement, as filed with the Connecticut 
Department as of December 31, 1943, 
showed admitted assets of $6,551,799; net 
surplus of $3,210,927; and a contingent 
reserve fund of $550,000. 


New York Board Losses 
Increased 19% During 1944 


Losses assigned to the New York 
Board of Fire Underwriters in 1944 
numbered 3,782 and totaled $6,041,104, 
compared with 2,378 losses of $5,072,357 
in 1943, an increase of 59% in number 
and 19% in amount, E. C. Niver, secre- 
tary of the committee on losses and 
adjustments, reported last week. For 
December last, 276 assigned incurred 
losses amounted to $1,107,217, against 
222 losses for $597,717 in December, 1943. 
For December while the number of 
losses increased only 24% the amount 
was up over 85%. 

The board voted an assessment of $2 
per $100 on the premium income in the 
Boroughs of Manhattan, Bronx (west of 
the Bronx River), and Brooklyn for the 
twelve months ended December 31, 1944, 
estimated at $32,326,742, to provide the 
sum of $646,534 toward the support of 
the Fire Patrol, for the current twelve 
months ending December 31, 1945. 

H. J. Kiefer of the Aetna Insurance 
Co. was elected assistant treasurer ‘of 
the board. 





Western ‘Waisathusetts 
Field Club Is Formed 


The Western Massachusetts Field Club 
has been formed by fieldmen having juris- 
diction in five western Massachusetts 
counties. William F. Downs, special 
agent of the Hartford Fire, is the first 
president. E. William Greer, special 
agent of the Continental, is vice presi- 
dent, and John L. Powers, Home of New 
York, is secretary-treasurer. 


Reelect Evans President 


St. Louis Insurance Board 


Orron D. Evans, secretary, Standard 
Underwriters Agency, was reelected 
president of the Insurance Board of St. 
Louis at the annual meeting last week. 
During the past year, Mr. Evans’ first 
as president, the number of active mem- 
bers of the board increased from fifty- 
three to 281, while the total member- 
ship of the organization went from 593 
to ) 

Other officers elected to serve during 
1945 are vice president, L. H. Trout, sec- 
retary, General Insurors, Inc.; treas- 
urer, Oden D. Prowell, a partner in the 
general agency firm of Geo. D. Capen 
& Company, and secretary, Lyman Bar- 
rows, Daniel & Henry Company. 

Elected to the executive committee are 
John J. Henschke, Insurance Agency 
Company; John F. O’Boyle, Charles Jj. 
Crane Agency Company; Paul J. 
Schroeder, Eggert - Carroll - Schroeder 
Agency; W. Ayton Cox, Geo. D. Capen 
& Company; William H. Finke, who 
heads his own agency; Charles H. Mor- 
rill, W. H. Markham & Company; L. E. 
Bright, Lawton-Byrne-Bruner Agency 
Company; Frank J. Bush, Jr., Lawton- 
Byrne-Bruner Agency Company, and 
Daniel F. Sheehan, John P. Dolan 
Realty Company. The officers are also 
members ex-officio of the executive 
committee. 

Bennett G. Gregory is manager of the 
Insurance Board. 





Board of Fire Prevention 


Proposed in New Orleans 


Establishment of a board of fire pre- 
vention in New Orleans, with police au- 
thority to enforce its regulations, is pro- 
posed in an ordinance submitted to the 
city council for adoption. The ordinance 
was drafted by the ctiy-wide fire pre- 
vention committee, named by the Asso- 
ciation of Commerce, in cooperation with 
Campbell Palfrey, state fire marshal and 
Mayor Robert S. Maestri to prevent a 
recurrence of the Dauphine Street room- 
ing house fire in which a number of per- 
sons were burned to death. 

The ordinance provides that the board, 
to be known as the New Orleans Fire 
Prevention Board, shall enforce all fire 
and fire prevention laws and ordinances. 

The board is to consist of not more 
than ten members, to be appointed by 
the mayor with the approval of the 
commission council and will have au- 
thority to employ a manager and neces- 
sary office help. The mayor will appoint 
the chairman. 


MEZEY-NOYES NUPTIALS 

Genevieve D. Mezey, daughter of Fred 
W. Mezey, metropolitan N. Y. secretary 
of the Norwich Union Fire, and Mrs. 
Mezey, was married recently to Sec- 
ond Lietitenant Robert G. Noyes of 
Orchard Park, N. Y., a suburb of Buf- 
falo, at St. Thomas Church, Belrose, L. 
. Her sister, Barbara June, was maid 
of honor and her father gave her away. 
Reception followed the ceremony at the 
Garden City Hotel. 

Lieutenant Noyes, who is of the Army 
Air Corps, is the son of Newton Noyes, 
one of the editors of Buffalo Evening 
eee The Mezeys live in Floral Park, 





ADAM E. LAUBER DIES AT 52 





Executive Special Agent for Central I::- 
surance Co., Baltimore, Leader 
in Masonic Order 
Adam E, Lauber, executive special 
agent for the Central Insurance Co., 
Baltimore, died on January 16 at the 
Maryland General Hospital, Baltimore, 


after an illness of several months. Mr. 
Lauber, who was 52 years old, was con- 
nected with the company for twenty-two 
years, having made the connection in 
January, 1923. He was well known in 
insurance circles. 

Mr. Lauber was a 32d degree Scottish 
Rite Mason and a past master of Sharon 
Lodge, No. 182, Baltimore. He belonged 
to numerous other fraternal organiza- 
tions and also was a member of the 
boards of the Equitable Building & Sav- 
ings Association, Jeffereson Permanent 
Building & Loan Association, West Bal- 
timore General Hospital and "Polytechnic 
Institute. 

Mr. Lauber is survived by his wife, 
Mrs. Nettie M. Lauber; a daughter, 
Dorothy M. Lauber; a son, John P. Lau- 
ber, and two brothers, Gustav and Henry 
Lauber. The funeral, in which the Ma- 
sonic organizations participated, was held 
on January 20 from Starr Methodist 
Church and burial was in Woodlawn 
Cemetery, Baltimore. 





Watkins Boston Manager 
Of Great American Group 


Clifton B. Watkins, for many years 
fieldman in Massachusetts for the Great 
American Group, has been elected vice 
president and secretary, and also a di- 
rector of the Massachusetts Fire & 
Marine, a member of the same group. 
He has been named manager of the Bos- 
ton service office of the Great American 
Group, succeeding the late Eugene S. 
Archer. 

Mr. Watkins entered insurance with 
the American Foreign Insurance Asso- 
ciation and went with the Great Ameri- 
can in 1926. He served as special agent 
in Florida, West Virginia and New York 
before being transferred to Massachu- 
setts as special agent about fourteen 
years ago. In November, 1943, he was 
appointed assistant manager of the Bos- 
ton service office. 





Capt. J. A. Danforth Killed 


Ralph S. Danforth, assistant secre- 
tary, Millers Nationalg has received no- 
tice from the War Department that his 
son, Captain James A, Danforth, 27, was 
killed in action in Germany December 
12. He was previously reported missing 
in action as of December 5. Captain 
Danforth was wounded in action in 
France July 26, for which he received 
the Purple Heart medal. He recovered 
in an English hospital and returned to 
France in September. He had been in 
the Army since October, 1941. 


Captain Danforth graduated from 


Evanston High School in 1936 and De- 


Pauw University in 1940, where he was 
a member of Delta Kappa Epsilon Fra- 
ternity. He was employed by the West- 
ern Adjustment and Inspection Com- 
pany in the Chicago office at the time 
of his induction into the Army. 
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WDC Gives Figures on 
Premiums and Losses 


NEARLY  $224,000,000 COLLECTED 





Have Been 
Settled 


Actual Loss Payments 
Small; Some of Claims 
Are Described 





The War Damage Corporation has 
issued figures on its operations during 
the last two and a half years. More 
than 6,500,000 policies have been issued 
covering policyholders against loss re- 
sulting from enemy attack or from ac- 
tion of American forces in resisting 
enemy attack. The corporation’s maxi- 
mum insurance liability has been $140,- 
000,000,000, including $3,500,000,000 on 
money and securities. 

It has collected $223,987,000 net prem- 
iums. It has paid $323,800 for losses oc- 
curring before July 1, 1942. Most of that 
was in Hawaii and Alaska. All property 
was automatically insured before July 1, 
1942, with no premiums required. Pay- 
ments to policyholders for losses after 
July 1, 1942, were not announced, but 
are believed to be much less. 

Policies are issued through 546 fire in- 
surance companies and eighty-eight cas- 
ualty insurance companies. On March 31 
of last year the corporation announced 
that all policies in force on that date 
would be automatically extended for one 
year past their expiration dates, without 
payment of any additional premium. 

Some of Claims Settled 

The WDC told how some of the 
claims had been settled, summarizing as 
follows: 

1. More than $4,500 for damage to a 
building in Hempstead, L. I., caused by 
the falling of an Army airplane. Says 
the corporation: “The crash occurred 
during an alert while the plane was on 
a patrol flight against the enemy.” 

2. A number of claims resulting from 
the explosion of the United States 
destroyer Turner in New York harbor 
on January 3, 1944. Most of these were 
for small amounts and involved damage 
to foundations, walls, plaster and the 
like, due to vibration from the explosion. 
About 300 claims were presented in all. 
The destroyer was “in active service 
engaged in war operations” and was 
returning to her base. 

3. Several claims in the Los Angeles- 
Long Beach area for damage resulting 
from falling shells from anti-aircraft 
guns. The corporation decided this oc- 
curred in resisting enemy attack be- 
cause: 

“This corporation was informed that, 
at the time of a reported enemy attack, 
unidentified aircraft, believed to be that 
of the enemy, was fired at by anti- 
aircraft guns.” 

4. More than $1,000 for damage to an 
oil company’s property on the California 
coast which was shelled by a submarine, 
“nrobably Japanese.” 

5. A claim of $10 for damage to a 
house in the San Francisco Bay area 
struck by a Navy blimp. 

Most of the relatively small number 
of claims paid by War Damage Corpo- 
ration have been in Hawaii and Alaska. 

The corporation revealed that it paid 
more than $12,800 for a building in 
Honolulu destroyed by the falling of an 
airplane shot down by United States 
forces. The plane was unidentified at 
the time because of lack of signals, but 
aiter the crash turned out to be a 
United States plane. This occurred be- 
fore July 1, 1942, 


Buffalo Field Club 


Elects Taylor President 


The Buffalo Field Club held its annual 
meeting and election of officers in Janu- 
ary. The following officers were elected: 
President, P. M. Taylor, North British & 
Mercantile Group; vice president, R. F. 
Huffman, Travelers Fire;  secretary- 
treasurer, L. O. O’Neill, Great American 
Group, 





















A company’s material assets are reckoned 
Its inherent strength is reckoned 





in dollars. 





in time, and only time can prove its ability to 
meet and to survive conflagrations, panics 
and hard times. Every trial and critical situ- 
ation for 120 years has made the “Pennsylvania 
Fire” stronger. Always it has met its obli- 


gations one hundred cents on the dollar. 


Born in 1825 on Independence Square, 
Philadelphia, this January 26th marks the 
120th Anniversary. On the threshold of its 
12Ist year the company looks forward with 
confidence to the future, resolved to maintain 











the traditions of the past and the prestige of 
the present, secure in the loyalty and support 
of its agents, without whom there could have 
been no real progress. 





THE PENNSYLVANIA FIRE 
INSURANCE COMPANY 


Established 1825 on Independence nye 


Philadelphia,and on the same site ever since 
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Umberger Advocates 
Agent-Bank Auto Plan 


ADDRESSES IAC CONFERENCE 


Says Insurance Company Experience Is 
Best on Finance Auto Risks Pro- ; 
duced Through Local_ Banks 





A vast opportunity exists for insur- 
ance producers and companies and local 
banks, to develop a profitable field when 
automobiles are made and sold again 
to the public after the war Robert B. 
Umberger, executive vice president of 
the Industrial National Bank of Chi- 
cago, told the members of the Insurance 
Advertising Conference at their annual 
meeting at Rye, N. Y., last week. He 
included companies, as well as agents 
and brokers, for he contends that in 
the auto finance insurance business the 
risks produced through local banks and 
agents constitute the most profitable 
while those coming from the large, na- 
tional finance companies produce the 
worst experience. Mr. Umberger, who 
made a hit with his talk, also was 
enthusiastically received when he ad- 
dressed the National Association of In- 
surance Agents last October, 

If local agents and banks, through 
cooperation, are to secure a fair share 
of the insurance on financed cars they 
must do more than just talk about it, 
Mr. Umberger said. 

“We should not delude ourselves into 
thinking that the mere acceptance and 
setting-up of machinery for the direct 





Smiley Collects Epigrams 

Ralph W. Smiley, new president of the 
IAC, divulged at its annual meeting last 
week that he, like R. R. Umberger, the 
Chicago banker, who was a _ guest 
speaker, collects and classifies epigrams. 
Typical example: A friend is one who 
knows all about you but likes you just 
the same. 





method of auto purchase will electrify 
the public, nor scare out the finance 
companies and others, who are past 
masters in the finance business,” he 
continued. “No one has any vested in- 
terest in a free economy. Let us not 
underrate the resourcefulness of com- 
peting forces, and let us not be dis- 
couraged if we cannot do our job one 
hundred per cent perfect. 

“Business will not fall into the indi- 
vidual agent’s or broker’s lap without 
intense and painstaking effort on his 
part. And these plans will ‘not be suc- 
cessful, unless banks are fully conscious 
of the obligation of prompt and expedi- 
tious handling, willing to publicize their 
plans and have respect for the integrity 
of the insurance man in his sole pro- 
prietorship in his clients’ insurance 
affairs. And, of course, it is assumed 
that—so far as rates are concerned— 
they will hit rock-bottom.” 

Puts Buyer in Strong Position 

In strongly advocating the plan 
whereby banks take finance business off 
the street and over the counter, with 
insurance going to local agents who 
bring in such business to the banks, 
Mr. Umberger said that the car pur- 
chaser is placed in a position identical 
with any business concern which uses 
its individual credit to take cash dis- 
counts and other advantages of cash 
buying. As far as the auto dealer is 
concerned the buver pays spot cash; 
then he repays his bank in monthly 
installments. 

Answering some of the arguments 
against local agents and banks handling 
financing and insurace of automobiles 
Mr. Umberger said in part: 

“It is said that the credit package 
should be at the source of the sale. 
When I have seen the speed and dis- 
patch of closing deals under the ‘spot 
cash’ plan, and when I see that the 
time element is not out of line with 
credit facilities available at the point 


(Continued on Page 24) 
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Davis, Dorland & Co. of New York © 
Celebrates Forty-fifth Anniversary 


the- association for over a 
quarter century. 

The other officers are Sidney L_ Asche, 
Clarence E, Cooper, Ralph W. Morrell, 
Daniel Rosenfeld, Clarence A. Van Doren 


Davis, Dorland & Co., of 280 Broadway, 
one of New York City’s prominent in- 
surance brokerage offices, has completed its 
forty-fifth year in business. The firm was 
founded as a partnership in January, 1900, 
by J. Lawrence Davis, Joseph O. Dorland, 
Julius Jacoby and Julian Lucas, all of 
whom had previously been employed by 
another brokerage house. Later Mr. 
Davis retired and the remaining partners 
formed the present corporation. 

In 1904 Davis, Dorland & Co. moved to 
135 William Street. The next move was 
to occupy an entire floor at 150 Nassau 
Street. Then the organization moved to 
the present quarters at Chambers Street 
and Broadway. This is the building hous- 
ing the New York Sun and at one time 
was the home of the principal dry goods 
store of New York, A. T. Stewart & Co., 
which became John Wanamaker. 

Mr, Lucas, who was prominent in bro- 
kerage association activities for a long 
while and successfully led the campaign for 
a revised standard fire insurance policy in 
New York State and throughout the coun- 
try, was president of Davis, Dorland & 
Co. from 1920 until his death early last 
year. He was succeeded by Raymond P. 
Dorland who joined the organization in 
1909. The latter became secretary of the 
company in 1918 and treasurer in 1920. 
He is a former president of the Insurance 
Brokers’ Association of New York and a 





NAIA MEMBERS TOP 19,000 





Chairman Whelan Hopes 20,000 Mark 

Will Be Reached This Year; May 

Is Membership Month 

Membership in the National Associa- 
tion of Insurance Agents officially went 
over the 19,000 mark this week through 
the addition of eighteen new members 
from the South Dakota Association, it 
is announced by Leonard F. Whelan, 
Greenwich, Conn., chairman of the Na- 
tional Association’s membership com- 
mittee. J. B. Wickstrom of Edgemont, 
a town of only 1,000 population, is hon- 
ored as the National Association’s 
19,000th member. 

Although no goal has been officially 
set this year, the National Association 
should reach’ a mark of 20,000 member 
agencies in 1945. Mr. Whelan said. 
Every assistance is being given state 
membership workers by territorial chair- 
men of the membership committee and 
National Association headquarters in 
their endeavor to reach every eligible 
non-member, 

Because of the many new problems 
that will confront the American Agency 
System as a result of any legislation 
in Washington affecting insurance, Mr. 
Whelan believes that every independent 
and responsible agent, regardless of his 
income, should help protect his business 
through membership in his state and 
national trade organizations. 

Commenting further on plans of his 
committee for the year, Mr. Whelan 
announced that a national membership 
month will be held in May, during which 
period it is hoped that all state asso- 
ciations will concentrate on their par- 
ticular membership objectives. 


director of 


and Clifton B. White, vice-presidents; 
Ralph L. Lucas, treasurer, and Ralph 
Stuart, secretary. Capt. Charles W. Hollo- 
way, assistant secretary, is on leave of 
absence while serving in the armed forces. 

A reception and dinner commemorating 
the event, attended by the entire staff, was 
held at the Hotel Ambassador last Friday 
evening. Members of the organization are 
widely known for their high integrity, their 
expert knowledge of insurance forms and 
rates and their courteous and friendly 
service. The organization has thousands 
of friends among assureds, company rep- 
resentatives and agents and brokers and 
holds a leading position among the pro- 
duction offices of the country. 


WHITE & CAMBY FORUM 





Personal Property Floater and Other 
Inland Marine Lines to Be Dis- 
cussed on January 29 
A practical question and answer ses- 
sion on inland marine insurance prob- 
lems, with special emphasis on the per- 
sonal property floater, will be held in 
the Music Room of the Hotel Biltmore, 
Madison Avenue and 43rd Street, on 
Monday, January 29, from 5:15 to 6:45 
p. m., under the sponsorship of White 
& Camby, Inc., insurance underwriters. 
Edward I. White, president of White & 
Camby, ‘Inc., announces that the board 
of experts will be composed of S. Curtis 
Bird, vice president of Talbot, Bird & 
Co.; Frederick Keller and Hamilton 
Rosemond, both of Appleton & Cox, 
Inc.. and A. P. McLaughlin of White 
& Camby. F. J. McCormack, also of 


White & Camby, will act as moderator . 


and will introduce the panel experts. 

The previous two forums, under the 
same sponsorship, were attended by 
more than 300 insurance producers and 
it is expected that as many and more 
will attend the January 29 session. 
Brokers who wish to attend should 
phone or write for reservations without 
cost to the offices of White & Camby, 
Inc. 50 East 42nd Street, MUrray 
Hill 2-6611, , 
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Auto Finance Plans 
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of sale, it strikes me that this point 
raised by the critic is more or less a 
straw man. 

Habit 


“It is said that people are creatures 
of habit and that the finance way is 
the popular way. When car selling has 
reached a point where a dealer would 
prefer to sell a car on a time payment 
basis, rather than on a spot cash basis, 
one wonders whose habits might be at 
stake. I am not so sure but what it 
may be relatively easy to streamline 
the spot cash habit of granddad’s days 
by affording the customer the advan- 
tages of modern credit technique. 

“Tt is said that banks will not have 
the aiblity to pay bonuses to dealers or 
to legally share in the commissions on 
insurance. I am aware of the mathe- 
matics and the leality of this proposi- 
tion. But I would like to submit that 
one of the most important appeals of 
the plan depends, in large measure, on 
the voluntary relinquishment of any in- 
direct profit motive by way of splits 
or kick-backs. 

“May I prove that this policy is es- 
sentially one vf enlightened self-interest 
for both bank and insurance interests ? 
I have referred publicly to some volume 
figures of our own bank. I have cited 
a $21,000,000 volume,. of which $8,000,000 
Was originated by the insurance men. 
I have estimated that $5,000,000 came 
into the bank indirectly influenced by 
the advertising and energy in which 
both bank and insurance man had a part. 
The remaining $8,000,000 came to us 
without knowledge of the cooperative 
relationship between the bank and the 
insurance fraternity. 

“The insurance premiums on_ this 
over-all total were approximately $1,000,- 
000. And, if the net to the agent or 
broker was 25%, there was a net-net 
profit of $250,000 for the fellows who 
produced the $8,000,000 of business di- 
rectly and who had a part in the gen- 
eration of $5,000,000 more. 

“Let us make a hypothetical calcula- 
tion something like this: Suppose there 
were no bank-agent arrangement in the 
air and that all the business which we 
could have done in the same period of 
time had been $8,000,000. And suppose 
I had set up some left-handed insurance 
arrangement where I could have par- 
ticipated in the insurance on the $8,000,- 
000 volume. | find that I could thave 
made approximately $83,000 of insurance 
profit on a 25% commission basis. That, 
added to the loan charge, would have 
produced $604,000 of revenue. 

“But what total revenue was _ pro- 
duced? It was $1,360,000—or $750,000 
more of gross—by casting no envious 
eyes on a possible take of $83,000, or on 
the larger production, all of which went 
to the insurance agents or brokers, of 

How to Make the Most, and Why 

“May I also speculate. on splits the 
other way—that is, where the producing 
agent wants a subsidy for steering in 
business. 

“Using the same set of figures—cer- 
tainly, the agent wouldn’t expect any 
cut on the $8,000,000 produced directly 
by the bank. It is likely that the 
$5,000,000 indirectly produced would 
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have been non-existent for these calula- 
tions. So, there would be only $8,000,000 
to reckon on for the purposes of a 
kick-back. But how much should the 
cut be?—% of 1% would produce 
$40,000; 1% would produce $80,000; 2% 
would produce $160,000, a tidy sum. But, 
you see, by a ‘hands-off’ policy, a net 
was produced on the all-over business 
for the insurance fraternity of $250,000. 
“So here is proof that both banks and 
agents acquire a far greater volume of 
net when each shoemaker sticks to his 
last, and makes his profit exclusively 
on his own specialized expertness. 
Advertising As an Investment 


“It is said that this bank-agent plan 

requires a lot of advertising and _ that 
it is hard to get up momentum. We 
have been led to believe that advertising 
has been one of the devices used to 
reduce the cost of distribution and effect 
a lower price on merchandise and serv- 
ices to the customer. But if there may 
be a debate on advertising in relation 
to ultimate cost, will you reflect on the 
fact that banks are talking from the 
housetops about mass banking, public 
relations, and bringing banking service 
down to the man on the street. 
_ “Where can you find a subject which 
is more of a ‘natural’ to arrest the at- 
tention of the man and woman on the 
street? The ownership of an automo- 
bile is one of the most desired ‘firsts.’ 
A fair and square proposition, which 
shows how the masses may acquire 
funds to purchase an automobile, en- 
ables a bank to arrest interest and to 
open its doors to all other departmental 
activities. This gives a bank an oppor- 
tunity to build up, not just an exclusive 
idea about finance, nor to convey that 
the bank is just another place to bor- 
row money. 

“It affords the opportunity for the 
banker to bring his services down to the 
street in such a way that the individual 
may establish a fuil and rounded-out 
banking connection. The insurance man, 
too, may capitalize on the universal’ 
yen of auto ownership to gather pros- 
pects for other substantial lines. 

Backlog of Orders 


“We are told that after the war the 
factory will narrow down discounts to 
the dealer, and there is reason to think 
that the dealer will not pay as liberal 
commissions to his salesmen for selling 
cars. For immediately after the war, the 
big job will be to get enough cars to 
fill the waiting list. However, if. thie 
dealer is an insurance agent, it is pos- 
sible for him to hold out inducements 
to his salesmen to make up a higher 
earning, formerly given in the form of 
commission on the car sales. That makes 
the independent insurance fraternity 
vulnerable on its cash business, as well 
as on the finance business; and it would 
seem to me that one of the most im- 
portant subjects for your consideration 
is the manner*in which you direct your 
attention here and now to the impor- 
tance of cash business, where no financ- 
ing is involved.” 
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As a rule, wounded men talk very little. They’ve learned 
to “take it.” Many live in a secret, silent world of 
pain—but they know. They know and are grateful. 
They remember the horrors of that last battle... They 
remember the Red Cross worker bending over them... 
the plasma... 

Then, the hospital, with all their precious lives be- 
fore them . . . Their gratitude for the innumerable 
small, but vitally important comforts brought to them 
by Red Cross Nurse’s Aids and Gray Ladies is 
expressed by eyes grown bright—or a simple 
‘«‘thanks.”’ 









This is the tenth of a series of advertisements dedicated to the American Red Cross by 


* THE HOME INSURANCE COMPANY, NEW YORK 


FIRE > AUTOMOBILE . MARINE 



























Only a few of us can actively serve the Red Cross in 


the far-flung battle areas, but there is something we 
can all do no matter where we are. We can humbly 
share our blood...We can divide our time...We can 
give our money...We can and must help. 

Make an appointment at your nearest blood donor 
center today... Join the hosts of Americans on the 
home front who are helping to make the Red Cross 
contribution in World War II the greatest mass effort 
of mercy the world has ever known... We must 
all deserve that “thanks” of our fighting men who 
have given so much for us. 
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Royal Exchange Assurance Will 
Mark 225th Anniversary This Year 


The Royal Exchange Assurance, one 
of the oldest and strongest of British 
insurance companies, will have been in- 
corporated for 225 years in 1945. The 
original Royal Exchange building in 
London, where banking and insurance 
transactions were carried on long before 
formation of insurance companies as 
such, was constructed in 1570 and was 
visited by Queen Elizabeth in 1571. In 
the great fire of London which occurred 
in 1666 it was engulfed in the disaster 
and destroyed. 

The second large structure of the 
Royal Exchange was destroyed in 1838 
by a fire which started in Lloyds Coffee 
Room situated in the building. The pres- 
ent structure of the Royal Exchange was 
built immediately afterward and was 
visited by Queen Victoria in 1844. This 
great building remains the present head 
ofkes of the Royal Exchange Assurance. 

Records of the Royal Exchange Assur- 
ance indicate that the first agent was 
appointed on May 22, 1721, and the first 
reference to transaction of business in 
America occurs as early as that year. 


Companies in Group 


During its long life the Royal Ex- 
change Corporz ation in London has gath- 
ered into alliance with itself nine well- 
known insurance offices. These include 
Royal Exchange Assurance, Car & Gen- 
eral Insurance Corporation Ltd., Provi- 
dent Fire Insurance Co. of New Hamp- 
shire, State Assurance Company Ltd., 
Local Government Guarantee Society 
Ltd., Motor Union Insurance Co. Ltd., 
National Provincial Insurance Co. Ltd., 
sritish Equitable Assurance Co. Ltd., 
and United British Insurance Co. Ltd. 

In the United States only the first 
four of the companies cperate. The 
group in this country has local branch 
offices and representatives in principal 
cities and several thousand agents 
throughout the country. There are 111 
separate branch offices of the Royal 


Exchange Assurance covering the whole 
of the United Kingdom of England and 
Wales, Scotland and Ireland and thirty- 
nine Dominion, Colonial and foreign 
branches. 

In recalling one of the outstanding 
facts about the company’s attitude to- 
ward agents it is that the Royal Ex- 
change -was the first institution to go 
definitely on record as an agency com- 
pany. This is evident by a reproduction 
of a page from the minute book of the 
Court of Directors dated February 28, 
1721, reading “Resolved that no business 
or goods be assured in America unless 
the company has an agent in the place.” 

The Royal Exchange has always been 
inspired with the spirit and progressive- 
ness of America. It allied itself with 
America from its very beginning and has 
continuously been loyal and cooperative 
in support of American business and the 
American Agency System. 

One of the important branches of the 
corporation is the United States office 
where for several years it has been un- 
der the successful management of Ed- 
ward West Elwell. This branch has been 
established for fifty-four years, with 
headquarters first at San Francisco, now 
at 111 John Street, New York. It covers 
the United States, the territory of 
Hawaii, and Alaska. 





Frank M. Crittenden Dies 


Frank M. Crittenden, in latter years 
an independent adjuster in Philadelphia 
and for a long while before that, well 
known in New York State field, died 
in Philadelphia recently. When _ rep- 
resenting the London & Lancashire 
and later the Hanover in New York 
State he was an important factor in the 
activities of the old Underwriters Asso- 
ciation of New York. Earlier in his 
career he had been an executive with a 
Philadelphia company. Mr. Crittenden 
was a lovable man and widely regarded 
as an able field representative. He pos- 
sessed a fine voice and entertained often 
at gatherings of insurance men. 


HOME CHANGES IN NORTHWEST 





Hoelting Manager at Seattle; Selz 
Transferred From Portland; Shepard 
Goes to Portland 

Albert U. Hoelting, state agent of the 
Home Insurance Co. and the Franklin 
Fire in Washington and northern Idaho, 
has been promoted to the position of 
manager of the companies in that 
territory. 

J. C. Selz, formerly marine supervisor 
at Portland, Ore., has been transferred 
to Seattle as marine manager under Mr. 
Hoelting, and Marine Special Agent 
Thomas W. Shepard has been transfer- 
red from Seattle to Portland as marine 
supervisor for Oregon with State Agent 
Keith Rhodes. 

Marine Supervisor James E. Moore of 
the Seattle office will continue to serve 
his present field which includes British 
Columbia. 

Mr. Hoelting has been with the Home 
for twenty years, first as special agent 
with headquarters in Spokane, covering 
eastern Washington and northern Idaho, 
and later at Seattle as state agent for 
Washington and northern Idaho. 





Minn. Firemen’s Relief 
Tax Is Being Criticized 


The 2% surtax on fire premium now 
being collected in cities of the first and 
and second class in Minnesota to help 
support firemen’s relief associations, may 
come on for an airing in the present 
session of the legislature. The surtax 
was imposed several years ago to help 
build up the pension funds of fire de- 
partments in the larger cities of the 
state but there has been considerable 
criticism of the way these funds have 
been handled and in at least one city, 
Minneapolis, it is claimed that the fire- 
men themselves contribute nothing to 
their pension fund. It is claimed also 
that in some of the cities the pension 
plan is actuarily unsound. 





N. Y. FIRE EXCHANGE MEETS 


Binder and endorsement forms were 
changed to include space for extended 
coverage endorsement and name _ of 
mortgagee-payee at the meeting of the 
New York Fire Insurance Exchange last 
week. 


























American Insurance Company, Newark, N. J. 
Continental Insurance Co., New York, N. Y. 
Fidelity-Phenix Fire Insurance Co. of N. Y., N. Y. 
Fire Association of Philadelphia, Pa. 

Glens Falls Insurance Co., Glens Falls, N. Y. 
Great American Insurance Co., New York, N. Y. 


Fidelity & Casualty Company of New York, N. Y. 
Glens Falls Indemnity Co., Glens Falls, N. Y. 
| Great American Indemnity Co., New York, N. Y. 


COMPLETE AMERICAN INSURANCE COVERAGE for 
CAPITAL and PROPERTY in FOREIGN COUNTRIES 


Fire and Marine Member Companies 





Casualty Member Companies 


Hartford Accident & Indemnity Co., Hartford, Conn. 
Home Indemnity Company, New York, N. Y. 
St. Paul Mercury Indemnity Co., St. Paul, Minn. 





Branches and Agencies in Principal Countries Throughout the World 


AMERICAN FOREIGN INSURANCE ASSOCIATION 


Organized 1918 


80 Maiden Lane, New York 7, N. Y. 


Hartford Fire Insurance Co., Hartford, Conn. 

Home Insurance Company, New York, N. Y. 

Phoenix Insurance Company, Hartford, Conn. 
Springfield Fire & Marine Ins. Co., Springfield, Mass. 
St. Paul Fire & Marine Ins. Co., St. Paul, Minn. 
United States Fire Insurance Co., New York, N. Y. 
Westchester Fire Insurance Co., New York, N. Y. 


Tel. 


WhHitehall 3-2364-5-6-7-8-9 











CANADIAN PPF OUTLOOK 





Closer Cooperation Between Various 
Insurance Groups Likely to Lower 
Losses on Property Floaters 

One of the important developments 
expected to take place in fire and cas- 
ualty insurance in Canada during 1945 
is that of closer cooperation between 
the various groupings of companies 
(such as tariffs and non-tariffs and pos- 
sibly some of the independents) and a 
greater coooeration also between the 
companies and the agents and agents’ 
organizations. The feeling current in 
Montreal and Toronto is that the loss 
situation with respect to some of the 
heavier lines of business has become so 
acute that unless all groups tend to 
work more in unison than in previous 
years, confusion is apt to be the result. 

One of the problems causing concern 
to the tariffs, the non-tariffs and the 
independents is the abnormal high loss 
ratio now being suffered in the personal 
property floater. Official figures are not 
available yet, but it is expected that the 
loss ratio on the PPF in Canada 
may be in the vicinity of 70%. And 
this despite the fact that the trade be- 
lieves that premium income may have 
risen by some 50% during 1944. Largely 
responsible for the high loss ratio, it is 
claimed, have been the number of nui- 
sance claims lodged. What action will 
be taken before the year is out is not 
known, but a series of meetings is ex- 
pected to be held within the next few 
months and it is considered possible 
that the following angles may be con- 
sidered: 

An upward revision in premium rates. 

A narrowing of the cover. 

A move to make policyholders respon- 
sible for a share of the loss through a 
deductible clause. This is not favored 
to the same extent as the first two, but 
some executives would like to see such 
a clause in force. 

An adjustment in agents’ commission 
rates. 





Aetna Fire Announces 
New York Field Changes 


Field changes in eastern, central and 
western New York State, including the 
promotion of State Agent Richard M. 
Hooker to the position of general agent 
at the home office in Hartford, have 
been announced by Vice President Rob- 
ert S. Garvie of the Aetna Insurance 
Group. Mr. Hooker, whose headquarters 
have been at Syracuse, will be succeeded 
by State Agent David S. Rounds who is 
being transferred from Rochester. 

In the eastern New York section Spe- 
cial Agent Arthur C. Kenyon has been 
promoted to state agent. He is being 
transferred to the western section at 
Rochester. Formerly Mr. Kenyon was 
stationed at Albany, where he assisted 
State Agent Arthur K. Andrews. 


G. D. Vail, Jr., President 


Eastern Loss Executives 


George D. Vail, Jr., assistant secretary 
of companies in the Corroon & Rey- 
nolds Group, was elected president of 
the Eastern Loss Executives Conference 
at the annual meeting last week. K. E. 
Chapman, secretary of the Agricultural, 
was named vice president; F. J. Collins, 
secretary of the Firemen’s of Newark, 
secretary, and E. H. Ely, general ad- 
juster of the Home, treasurer. 


Tri-State Fire Chartered 


The Tri-State Fire of Oklahoma City 
has been chartered with capital stock 
of $500,000 and $500,000 surplus. The new 
organization is a runningmate of the 
Tri-State Casualty of the same city. 
L. C. Wallower is president and J. H 
Wallower secretary-treasurer. With these 
officers the directing board includes R. 
E. Wright, Sr., and H. M. West, who is 
also general manager. The new com- 
pany will write all lines of fire cover- 
ages except marine. Offices have been 
established in the Skirvin Tower. 
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A powerful cultural and educational 

’ force for building America was set in motion when 

ion Benjamin Franklin established the country’s first 
’ ‘public library in Philadelphia, in 1731. 

There are now 6,880 public libraries in the 


es United States, with over 114 million volumes 
ad and a yearly circulation of nearly 450 million 
_. ff books. These institutions supplement the work 
- 2 of our schools and colleges and they contain such 
- . a variety of books as to satisfy the desires of all 
¢ levels of our literate population. It augurs well 
is for the future of America that home use of 
or public library books has doubled in the past 
= : sixteen years. 

at Annual expenditure on public libraries (mostly 
“ through local taxation) is $55,000,000. In small 


population centers, however, some 35 million 
people are without public library service. The 
American Library Association, in conjunction 
with state planning committees, hopes to correct 
that condition and there is reason to believe that 
€ a greatly extended system of public libraries will 
be one feature of a well-ordered post war world. 





Public 


Libraries 





PROTECTING AMERICA 


Carlyle wrote: “All that mankind has done, thought, 
gained, or been is lying as in magic preservation in the 
pages of books.” These records, and the buildings and 
equipment to make them available, may be safeguarded 
by one of mankind’s achievements—insurance protection 
backed by loss-prevention engineering service. In addition 
to offering complete underwriting facilities, the Royal- 
Liverpool Group has developed a 
unique worksheet to assist libraries 
in determining the insurable value 
of library contents and equipment. 
Full particulars on request. 


You can help the war effort by making 
some of your unused books available 
to men and women in theArmed Forces. 
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Essex County, N. J. Agents Honor 
President H. L. Brooks of State Assn. 


Nearly 200 insurance men attended 
the dinner given in honor of President 
Herbert L. Brooks of the New Jersey 
Association of Insurance Agents by the 
Essex County Association at the Essex 
House in Newark on Tuesday evening. 
Many fine and well deserved tributes 
were paid to Mr, Brooks by members 
and guests of the association. He is a 
past president of the Essex County As- 
sociation and his business connections 
are in Newark where he is a vice presi- 
dent and a director of the Jos. M. Byrne 
Co., one of the leading agencies in New 
Jersey. Philip A. Sobel of Newark, 
chairman of the executive committee of 
the Essex County Association, presente:! 
Mr. Brooks with a handsome gift on 
behalf of the association. President 
Stacey C. Oberman of Newark presided. 

One of those who commended Mr. 
Brooks for his loyal and unselfish work 
in behalf of the agents’ association and 
insurance in general was A. M. Schmidt, 
vice president of the American Manage- 
ment Association in charge of the insur- 
ance division, who later spoke on some 
of the viewpoints of insurance -buyers 
toward the business. 

State officers who attended the meet- 
ing included Chairman Charles H. 
Frankenbach of the executive commit- 
tee from Westfield, Secretary-Treasurer 
Charles J. Unger, Jersey City, other 
members of the executive committee and 
several county vice presidents. 

Mr. Frankenbach spoke on behalf of 
the state association and other speakers 
included William F. Ohl, Jr., president 
of the New Jersey Special Agents As- 
sociation, for fire insurance companies, 
and Edward Graff, past president of the 
Casualty Underwriters Association of 
New Jersey, for casualty insurance com- 
panies. David Binder was chairman of 
the committee on arrangements. 

Members of the Essex County Asso- 
ciation are proud that “one of our boys” 
is president of the state association and 
the dinner gave recognition to that fact. 
l‘or years “Herb,” as he is affectionately 
known, has devoted a large percentage 
of his spare time to furthering the in- 
terests of local agents and he has con- 
tributed much to the success of these 
efforts. He went up through the ex- 
ecutive ranks of the Essex County As- 
sociation and at the same time was ac- 
tive in the state organization. In 1941 
he was elected national councilor from 
New Jersey to the National Association 
and over a year ago became chairman 
of the state association’s executive com- 
mittee of which he had been a member 
previously. He became president at the 
1944 annual meeting. More than one of 
the state meetings in Newark were 
handled under Mr, Brooks’ able man- 
agement. 


Schmidt on Viewpoint of Buyer 


Mr. Schmidt outlined some criticisms 
of operations of the insurance industry 
as he has heard them. He has had a 
long career in insurance, most of it on 
the buying side. For the last fifteen 
years he has been in charge of the in- 
surance department of the Johns-Man- 
ville Corp., where his job is to secure 
adequate coverage at reasonable insur- 
ance costs. He is also vice president of 
the American Management Association 
in charge of the insurance section and 
is a past president of the Risk Research 
Institute. He has been president also 
of the New Jersey Self-Insurers Asso- 
ciation and is a resident of East Orange, 

“As I view it,” said Mr. Schmidt, “the 
most important of the shortcomings 
ascribed to our insurance system is lack 


HERBERT L. BROOKS 


of adequate progress under it in the 
matter of loss prevention. I suppose it 
is almost childish to point out that if 
there were no losses there would be no 
need for insurance, Yet I do mention 
it because I think too many people have 
lost sight of the goal which it suggests. 
In other words, by eliminating prevent- 
able losses we can automatically curtail 
the demands on insurance. We are only 





fooling ourselves if we believe that in- 


surance actually replaces values lost 
through injury or destruction of prop- 
erty and humans. The indemnity paid 
to the immedite victims of such cas- 


ualties comes out of everybody’s pocket, 
and the aggregate of these payments is 
an irretrievable loss to our national re- 
sources, 

“Our first concern, then, should be the 
conservation of economic values, and 
this can only be done through intensive 
and effective loss prevention measures. 
I do not visualize a loss free country 
but [ am firmly convinced that a dili- 
gent campaign to curb destruction of 
property and life would yield handsome 
dividends. This problem is part and par- 
cel of our insurance program, hence it 
behooves us to ascertain why our insur- 
ance system has failed to solve it. I do 
not want to infer that a successful solu- 
tion will necessarily reduce our national 
insurance requirements. On the con- 
trary, we might still continue to need 
as much protection as we have today, 
but the expense of maintaining it ‘would 
decline drastically. Therefore, our ob- 
jective should be to decrease losses and, 
thereby; our investment in insurance. 


Expense Loading Analysis 


“I appreciate that the explanation of 
the matter involves an appraisal of the 
several items comprising the expense 
loading in insurance rates, hence a sat- 
isfactory answer must await the results 
of these separate studies. Specifically, 
commission levels will have to be scru- 
tinized, and this will open up certain 
underlying questions, such as the effect 
of competition, between companies as 
well as between producers, on comis- 
sion rates; the value of the producer’s 
services to the buyer; and the qualifica- 
tion of producers. Company and bureau 
administrative and _ statistical activities 
will have to be studied, as will also loss 
adjustment operations. Taxes and other 
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government imposed fees and expenses 
will have to be reviewed. 

“Altogether, this is a difficult and 
comprehensive undertaking, yet it must 
be done if the complaint of the policy- 
holders is to be answered authorita- 
tively. And in the interest of preserv- 
ing private control of our insurance sys- 
tem, particularly of the promulgation of 
rates, I think a satisfactory answer must 
be found. 

“We have heard much in recent years 
concerning the difficulties which many 
buyers claim to have encountered in 
getting the kind of insurance coverage 
they wanted. First of all it will be 
necessary to determine whether or not 
this is a just complaint, and if it is, 
what the causes are. In particular, the 
investigation should disclose if the buy- 


ers’ applications were rejected because ' 


the insurance could not be written le- 
gally or because the underwriters were 
indifferent. On the other hand, if the 
buyers have been asking for protection 
to which they are not legally or morally 
entitled, they should be informed ac- 
cordingly. 

“This subject raises a fundamental 
question, Should our insurance system 
try to anticipate the changes in the 
coverage requirements of business, or 
should it wait until the demand for new 
forms of protection comes from _busi- 
ness? I imagine each side of this ques- 
tion can muster formidable arguments, 
although so far those supporting the an- 
ticipation theory have been the ‘most 
vociferous, which of course does not 
mean they are right. Be that as it may, 
the problem must be faced sooner or 
later, and it is extremely important 
that the decision reached should be 
sound. 

Rating Organizations 

“Insurance rating organizations and 
procedure have been the subject of mucli 
adverse comment for some time. The 


criticisms heard are numerous and varied © 


and in some instances contradictory. 
“T am told (1) that, in most cases, 
the bureaus are not independent but are 
directly or indirectly managed by carrier 
organizations; (2) that there are too 
many rating formulae in use, especially 
in the fire insurance field, and that none 
of them is sound and equitable actu 
arially, principally for the reason that 
too many factors are weighted in ac 
cordance with the personal judgment o! 
the rater; (3) that the statistics upor 
which many classes of rates are mad: 
are incomplete or inaccurate; (4) tha! 
some rating organizations are attempt 
ing to perform the functions of the un 
derwriter; (5) that experience and 
equity rating have been carried too far, 
and conversely, have not been carricd 
far enough; (6) that rating activity has 
been surrounded with needless secrecy, 
and saturated with politics; (7) that 
generally, the science of rating has not 
kept pace with the expansion of under 
writing.” 
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Take a good look at this photograph of our boys under fire on Saipan. Fight- 
ing their way to Tokio island by island, foot by foot. All risk their lives and their 
future — Why? So that you can sit back and take it easy? 


NOT BY A LONG SHOT! They expect you to back them to the limit — To 
buy more bonds and to see that war equipment and supplies reach them in time. 


CAN YOU TELL THE MARINES THAT YOU'LL NEVER LET THEM DOWN? 


Firemen’s Insurance ue Compony of Newark,N.J. Milwaukee Mechanics’ Insurance Company 
i Organized 1852 


FIRE- MARINE: han SURETY 
The Girard Fire & Marine Insurance Company _— Royal Plate Glass & General Ins. Co. of Canada 
Organized 1853 Organized 1906 
National-Ben Franklin Fire Insurance Company _—‘The Metropolitan Casualty Ins Insurance Co.of N.Y, 
Organized 1866 Organiz 
The Concordia Fire Insurance Co. of Milwaukee Commercial Casualty Insurance Company 
Organized 1870 Organized 1909 


NSURANCE Pittsburgh Underwriters - Keystone Underwriters 
HOME OFFICE 10 PARK PLACE - NEWARK I, NEW JERSEY 
Western Department Foreign Department Canadian Departments Southwestern Dept. Pacific Department 
120 So. LaSalle St. 111 John St. 465 Bay St., Toronto, Ontario 912 Commerce St. 220 Bush St, 
Chicago 3, Illinois New York 7, New York 404 West Hastings St., Vancouver, B. C, Dallas |, Texas San Francisco 6, Calif. 


’ 


BUY MORE BONDS--AND KEEP THEM 





Official U. S$. Marine Corps Photo 





























Quinn Sees PPF as Forerunner of 
Single Policy to Cover All Risks 


agent, Central 
New York, 


before the 


Quinn, special 
& Insurance Corp., 
in a 10,000 word address 
Surety Company Claim Men’s Forum of 
New York, January 17, gave a compre- 
hensive study of the personal property 
floater—its history, development, exclu- 


sions and claims. 


Davis 
Surety 


The first part of Mr. Quinn’s paper 
was devoted to history. He said that 
the policy is at least several decades 


old and its roots go back for some hun- 
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dreds of years, where they got tangled 
up in marine insurance. It was in an- 
swer to masters’ and passengers’ de- 
mands for insurance on their personal 
effects that the first ancestor of the 
present day personal property floater 
was born in the late 1700's, he said, and 
following this evolution, the floater later 
came ashore as inland marine to give 
rise to an array of specialized forms 
which finally evolved in today’s PPF. 

The old contracts generally with the 
exception of floaters, said. Mr. Quinn, 
limited cover to specified perils but the 
new contract has stepped out of this 
class and covers against all risks which 
is its chief claim to fame. He said the 
PPF is not really an all risk contract 
at all, in spite of current company ad- 
vertising and the manifestos of enthusi- 
astic insurance salesmen, 


Broad and Limited 

“It is broad—and it is limited,” he said. 
“The ‘exceptions’ perform the interest- 
ing function of specifying what kinds of 
losses are not covered. By inference, 
then, all other kinds are covered. The 
carrier is thus made vulnerable to a wide 
range of unpredictable losses.” 

He said that the original computa- 
tion of a PPF premium carries a full 
loading for so-called all risk and theo- 
retically, every risk covered by PPF is 
reflected in this premium as though no 
other insurance were in force. Only as 
a later step, he said, is it determined 
what other insurance is in force so that 
a credit may be allowed pro rata on the 
premium actually paid but unearned on 
such insurance, he said, and added: 

“It may be reasoned there fore that the 
other insurance clause, in making PPF 
excess as to such other insurance, in- 
tends the excess provision to apply only 
to those losses (and not, strictly speak- 
ing, those perils) covered by the other 
insurance. That is to say. PPF has re- 


ceived a premium to cover and therefore 
does cover all 
other insurance 
cluded 


losses not covered by 
and not specifically ex- 
under the contract. I do note, 


though, it may be helpful, in endeavoring 
to interpret the mechanics of this clause, 
to distinguish not only between different 
types of property but, as will be shown, 
between blanket and specific property. 
Residence Theft Policy 

“You will recall, in the matter of the 
residence theft policy, that loss under 
concurrent cover had been troublesome. 
The problems that arose were finally 
solved by an agreement between the 
burglary and inland marine people. But 
that was before the advent of the per- 
sonal property floater in New York. 
Now, new problems arise.” 

First impression of the “other insur- 
ance” clause, he said, evokes doubt of 
its working well on all but elementary 
situations; by working well is meant 
making PPF excess, which is plainly the 
intent of the clause. However. he con- 
tinued, it seems that the inland marine 
people have in the actual experience of 











functioning under this aspect of the 
clause a number of years, found small 
trouble with it. 

“The personal property floater has 
been legalized in the enormous eastern 
market too short a time to allow an 
accurate measure of its reaction here,” 
Mr. Quinn said, “Sales volume is re- 
ported satisfactory although perhaps 
slower than expected. This may be due 
to several factors. 

“One of these is indifference to the 
form shown by a number of producers. 
With some producers it is quite frankly 
a matter of the reduced scale of com- 
mission applicable to PPF. 

Producers’ Objections 

“Other producers, more far-sighted and 
satisfied to sell a broader contract for 
lower remuneration in the interests of 
service and increased sales and pre- 
miums, complain that: they do not un- 
derstand the policy and, in a literal and 
academic sense, have not been able to 
find anyone who does; have not had time 
to study it, and might not be able to 
answer an intelligent insured’s question 
on it; their customers are too busy to 
go into it; they are reluctant to advise 
their assureds to drop policies giving 
specific. insurance on PPF; some or 









Day after day—throughout the years 
—Big Ben atop the House of Parlia- 
ment has picked up the thunderous 
gong of the hours... sending the 
London time signals around the earth 
... acting as a symbol of strength 


both in war and in peace for the 


hundreds of thousands of people who listen to it daily. 


The PHOENIX-ASSURANCE COMPANY, which was in its 
seventy-fifth year when this memorable clock was first constructed, 
and its affiliates have likewise been as Dependable as Time in 


rendering prompt service on all occasions... and their accom- 


plishments in the casualty, fire and inland marine fields have been 


immeasurable in our economic life! 





Phoenix- 
London 


GROUP 





55 FIFTH AVENUE: NEW YORK 


PHENIX ASSURANCE CO., Ltd. 
IMPERIAL ASSURANCE COMPANY 
COLUMBIA INSURANCE COMPANY 
UNITED FIREMEN'S INSURANCE CO. 
THE UNION MARINE & GENERAL INSURANCE CO., Lt. 
LONDON GUARANTEE & ACCIDENT CO., Ltd. 
PHOENIX INDEMNITY COMPANY 














many of the limitations of loss in PPF 
are objectionable; no cover on improvye- 
ments and betterments in apartme: ts, 
as covered in household fire policy (hut 
may be added by endorsement if «e- 
quested); no cover on boats for fire or 
theft under PPF; cover on money and 
securities limited to $50; the number of 
non-board PPF forms on the market 
offering a variety of extra covers and 
some offering increased commission ¢: n- 
fuses the issue: wording in the (stand- 
ard) form is rather too loose and flexible, 
on certain kinds of borderline clains 
allowing the company to cover or deny 
at will; assured is required to give too 
much information; rating method is too 
complex.” 

Mr. Quinn took the position that there 
are answers to many of the objections 
raised. “Unfortunately,” he said, “the 
personal property floater cannot well be 
compared with any other policy of in- 
surance. It is just a different animal. 
But if you want to pick it apart care- 
fully you will find coverage, and a good 
deal of it too, that is not generally 
available under other forms of insur- 
ance.” 


Illustrates Coverages 


He gave the following illustrations: 
loss through water damage covered if 
plumbing freezes during unoccupancy 
and flood insurance not available sepa- 
rately is included; under water loss due 
to tornado, cyclone or wind there is no 
requirement as to wind-driven rain, hail, 
sleet, etc., first damaging the building; 
on fire or lightning loss, there is no 
exclusion of theft following a fire nor 
is a removal permit, unoccupancy per- 
mit or dwelling occupancy clause neces- 
sary; loss by explosion covered whether- 
caused by assured’s own steam plant or 
not; transit cover not restricted to prop- 
erty usually carried by tourists and no 
restrictions as to property of students or 
property in unattended autos; damage 
from dust storms is covered. 

All of these, said Mr. Quinn, are mat- 
ter of fact differences in language of 
PPF and specific policies and represent 
perhaps a minor part of the actual cover 
advantage under the PPF. The most 
remarkable thing about the policy, he 
said is that so many claims have been 
made and paid on losses the underwriters 
never had any idea of covering, Of cur- 
rent loss trends, Mr. Quinn spoke as 
follows: 

“The personal property floater has not 
been written widely enough yet (par- 
ticularly in the East) to plot a loss ratio 
curve, but the concensus of informed 
opinion places the present figures at be- 
tween 50% and 65%, with forecast on 
expectancies running from moderate in- 


(Continued on Page 40) 


William A. Marbury & Co. 
Homeland General Agents 


Announcement is made of the appoint- 
ment of William A. Marbury & Co. as 
general agents for Louisiana for thie 
Homeland of America and also for thie 
Quaker City Underwriters 
of the Pennsylvania Fire. Both are mem- 
bers of the North British Group. The 
headquarters of this general agency are 
in the James Building, Ruston, La. 

William A. Marbury & Co. has been 
operated in the past strictly as a casu- 
alty general agency, representing tlie 
Protective Indemnity of New York. 
With the facilities of the Pennsylvania 
Fire and the Homeland it will be able to 
offer complete general agency service 
both for fire and casualty lines. By rea- 
son of its headquarters location outside 
of New Orleans, this general agency 
offers underwriting and claims service 
to agents located in central, southwest 
and north Louisiana. 

William A. Marbury, head of the ge- 
eral agency, is a native of Ruston, and 
has been in insurance for a number of 
years. He has traveled several Southern 
states as a special agent, and for about 
five years was special agent in Louis'- 
ana, his present field of operation. Hie 
started the general agency early in 19+4. 
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Eunice Wolf Urges Insurance Women 
To Practice Good Public Relations 


women’s editor of the 
North America Fieldman, the agency 
vublication of the Insurance Co. of 
North America and its affiliates, sug- 
cests in the January issue that women 
in insurance offices should make as their 
New Year’s resolution: “I promise to 
practice good public relations for insur- 

ance every day in 1945.” 

Miss Wolf says that as a large and 
important part of the agency system, 
insurance women have an obligation to 
“carry the torch” for insurance so that 
every day they add to the good opinion 
people hold of the insurance business. 

“Women in insurance are in a good 
position to combat misconceptions—to 
present the truth intelligently, sin- 
cerely,” she’ says. “You can speak up 
from your own first-hand knowledge, 
where and when you see it is helpful 
and right to do so. You should miss no 
such opportunity to tell insurance’s side 
of the story. 

Best Form of Social Service 

“You can often inject the thought, in 
veneral conversation, that insurance is 
the best form of social service yet de- 
vised—the most thoroughly democratic 

not dependent upon Governmental pa- 
ternalism. That it is not a money-mak- 
ing institution for a few, but protection 
for all who participate by being policy- 
holders—in other words, the public. 

“You can speak frequently of insur- 
ance’s service to the public in fire 
prevention work—accident prevention— 
safety engineering. These are insurance- 
instituted and maintained activities 
which throw a circle of protection 
around our lives. People, generally, are 
not quite aware of this fact. If they 
get to know more about these things 
through your words, they will be grate- 
ful. You will have practised good public 
relations for insurance. 

“You know all these good things 
about insurance, but do you ever speak 
of them to others? No matter what 
your position in your agency, you're not 
too unimportant for your words to be ef- 
fective. The girl at the desk meeting 
the folks who come and go every day; 
the file clerk; clerical assistant, stenog- 
rapher—each of you can add to or sub- 
tract from the sum total of favorable 
public opinion of insurance. Not only 
by the way you handle your duties, but 
by your expressed thoughts. 

Cut Down Mistakes 

“You can resolve to cut down avoid- 
able mistakes, because they often lead 
to subversive situations as regards pub- 
lic opinion. For instance: I read of a 
case where a company paid $20,000 too 
much on a claim and was obliged to ask 
for the return of the sum, because a 
copy of an endorsement which should 
have been on file, was not. That file 
clerk was practicing poor public rela- 
tions, because the ultimate result of the 
incident was bad psychology with the 
policyholder. 

“However, I am confident that most 
of you do your work well. Evidence is 
your steady upward progress. It’s in 
the field of good public relations through 
the spoken word that we all can make 
a livelier progress in 1945. 

“Start today. And here are some sug- 
cestions: One might take the form of 
a word to an acquaintance, to a member 
of your family, or to a customer, about 
some one of the new, broadened con- 
tracts insurance now offers. Doing that, 
alone, will give you material for many 
months’ public relations work, as there 
are so many new and liberal contracts 


RE-ENTERS AGENCY FIELD 
Albert J. Boisclair, for many years 


Eunice Wolf, 








«ctive in the real estate and advertising 


usiness in Manchester, N: H., and for- 


ler insurance agent, has re- -entered the 


re and liability insurance business, after 
Pig? year period of inactivity in that 
He first opened an insurance office 


available—comprehensive personal _lia- 
bility, aviation accident, personal prop- 
erty floater (new in many states). You 
know all about these. You work on 
them every day. To you they may be 
simply routine. To folks outside you 
can make them news—better public 
relations.” 


BROKERS’ 
The New 


offers an 


COURSE ANNOUNCED 
York Business Institute 
evening course in insurance 
brokerage for those desiring to prepare 
for the qualification tests of the New 
York State Insurance Department. The 
course starts Monday, February 12, at 
6:30 p. m., at 5 West 63rd Street. Classes 
will be held on Mondays and Wednes- 
days from 6:30 to 9:30 p. m. for sixteen 
weeks. The cost for the ninety-six hours 
of instruction will be $61 on the de- 
ferred payment plan or $55.50 in full at 
the time or registration. 


KNOX SUPERVISES THREE COS. 

The Phoenix Insurance Co. of Hart- 
ford advises that there was an error in 
the announcement published recently 
that Albert C. Knox, state agent in 
northern New Jersey for the Connecti- 
cut Fire, has now been given supervision 
of the business in the territory for the 
Phoenix, Connecticut Fire, Equitable 
Fire & Marine and Central States Fire. 
Mr. Knox will supervise the business of 
the Phoenix, Connecticut and Minneapo- 
lis Fire & Marine, but not of the Equi- 
table Fire & Marine and the Central 
States Fire. 
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GREAT AMERICAN 


GREAT AMERICAN INDEMNITY 


AMERICAN ALLIANCE 
AMERICAN NATIONAL 
COUNTY FIRE 
DETROIT FIRE & MARINE 
MASSACHUSETTS FIRE & MARINE . 
NORTH CAROLINA HOME 
ROCHESTER AMERICAN 


HANOVER 2-6800 


ONE LIBERTY STREET - NEW YORK CITY 
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JOHN F. GROEL’S NEW POST 





Named Vice President of F. B. Wittel & 
Co., Newark Agency; Formerly With 
North America Cos.; His Career 
F. B, Wittel & Co., Newark insurance 
agency at 9 Clinton Street, announces 
the appointment of John F. Groel as 
its vice president effective February 1. 
Mr. Groel will be in charge of agency 





Sherman Studio 


JOHN F. GROEL 


production as well as casualty and surety 
underwriting. He joins the agency after 
a long, successful career in the metro- 
politan New York area, starting in the 


home office of American Surety. <A 
graduate of Lafayette College Mr. Groel 
is civicly active in Newark and_ is 
tournament chairman of his golf club, 
the Maplewood Country Club. He was 


also insurance division co-chairman in 
Newark’s Sixth War Loan Drive. 

For the past twelve years Mr. Groel 
has served as casualty manager in the 
Newark branch office of the North 
\merica Companies.. Prior to that he 
was northern N. J. branch manager 
of the Home Indemnity and with the 
Standard Accident for several years in 
its Newark office. Mr. Groel comes of 
an old insurance family, his father, John 
C, Groel, having represented the London 
& Lancashire as an agent on Clinton 
Street, Newark, from 1897 to his death 
in 1914. 

F. B. Wittel & Co. represents a num- 
ber of prominent casualty and fire com- 
panies and the addition of Mr. Groel 
to its executive staff is occasioned by 
the agency’s rapid growth during the 
past decade. 





ALLYN RELAXES REGULATION 





Connecticut Official Does Not Require 
Filing of Agents’ Renewal License 
Cards This Year 

Insurance Commissioner W. Ellery 
\llyn of Connecticut advised all 
,companies operating in the state that 
in view of increasing shortage of man- 
and restrictions on the use of 
paper and card stock, the department 
this year will not require filing of 
separate agents’ renewal license cards, 
as is customary. 

For this year, the department asks 
that each company furnish in duplicate 
complete lists of all agents whose li- 
censes are to be renewed, arranged in 
alphabetical order for, renewal licenses 
as of May 1. The department also asks 
each company to furnish in duplicate a 
separate list of those agents whose li- 
censes are not to be renewed, stating 
the reason. 

All requisitions should be signed and 
filed with the department by March 1. 
The Commissioner’s emergency action 


has 


power 


changes the necessity of filing the usual 
requisition tor new agents, 








America Fore 
(Continued from Page 1) 


assets of $107,076,891, 


compared with 


$93,698,605 a year ago and with $78,- 
826,048 at the end of 1942. The policy- 


holders’ surplus is $74,927,271 


against 


$64,048,775. If actual December 31, 1944, 
market quotations of bonds and stocks 
had been used the total admitted assets 
would be $111,280,902 and policyholders’ 


surplus $79,131,283. 


The unearned premium reserve 


of 


$20,275,589 compares with $17,949,805 at 
the close of 1943, and the reserve for 





losses of $8,057,554 compares with 

609,874. : 

Net premiums written in 1944 totaled 
$23,087,763, against $21,819,638 in 1943 
and with $22,757,498 in 1942, Premiums 
earned last year were $20,761,979, losses 
were $12,140,063 and expenses $8,392,888, 
leaving an underwriting profit of $229,- 
027. The market value of stocks and 
bonds increased net by $10,164,632. 

If a proposal is approved by stock- 
holders February 21 to increase the 
company’s capital from $3,750,000 to 
$15,000,000 by raising the par value of 
shares from $2.50 each to $10 each the 
company will transfer from surplus to 
capital account the sum of $11,250,000. 





Rhode Island...4 sMALL STATE WITH AN 


IMPRESSIVE BACKGROUN D - 


$$ —____—__—_—_—_ —, 





spreading alarms. 


useful lives the state has known. 


PROVIDENCE 


FIRE - 


ke 





Zachariah Allen was born in Providence in 1795. While too young to 
fight in the war of 1812, he was Secretary for the Committee of Defense, 
which maintained substantial breastworks with mounted guns, a line of 
anchored hulks ready to scuttle and block the channel, and a system for 


He was Judge ot Probate and Representative in the General Assembly 
and held various offices in the Town Council and city government, so 
apparently had little time for his private law practice. 


In 1821 he was responsible for Providence’s first fire engine, then 
designed a copper suction pipe with folding joints for drawing water 
from the river and throwing it hundreds of feet. He directed the town’s 
first scientific survey; helped with a state geological survey; formed a 
company to build Powder Mill Turnpike; established the country’s first 
night schools; planned a system of industrial reservoirs; created revolu- 
tionary methods in dyeing and finishing cloth; invented a new system for 
transmitting power; introduced hot-air furnaces in home basements; 
received a medal for improvements on a steam boiler; did the first scien- 
tific measuring of Niagara Falls and its power; was one of the first Amer- 
icans to practice systematic forestry; as an incorporator and President of 
the Rhode Island Historical Society, he wrote many books, gave lectures, 
and sponsored various progressive movements. 


When in 1882 he died at the age of 86, he had lived one of the most 


THE RHODE ISLAND INSURANCE COMPANY, believing, like 
this versatile Rhode Islander, in ever-changing methods of progress, 
keeps itself abreast of the best innovations in modern underwriting. 


RHODE ISLAND INSURANCE COMPANY 


Progressive in Outlook—Conservative in Management 
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MARINE ADJUSTERS 


for Insurance Companies 
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INLAND 


“All lines" 


OCEAN 
Cargo and Hull 
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NATIONAL ADJUSTERS 


Inc. 


130 WILLIAM ST., NEW YORK CITY 
Phone: BEekman 2-3922 
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THE OLDEST INSURANCE 
COMPANY IN THE WORLD 
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Senate Bill 


(Continued from Page 20) 


mission Act and the Robinson-Patman 
Antidiscrimination Act. 


Moratorium Dates 

“For the purpose of enabling the busi- 
ness to make necessary adjustments in 
organization and operating methods and 
in order that the legislatures of the vari- 
ous states may have the time in which 
to adopt laws designed to authorize con- 
cert of action in rate-making and other 
cooperative activities when approved by 
state supervisory officials, Section 4 of 
the compromise bill grants a moratorium 
on the Sherman Law to June 1, 1947, 
whereas the interim period to allow for 
changes necessary to permit of operation 
under the Clayton Act is fixed at Janu- 
ary 1, 1948. However, the proposal 
makes it clear that nothing in it shall 
render the Sherman Act inapplicable to 
acts of boycott, coercion, or intimidation 
even for a limited time. 

“Commissioners Johnson and Harring- 
ton, who are in Washington acting for 
the NAIC, have accepted and endorsed 
ihe compromise bill because as_ public 
officials they believe it to be a reason- 
able solution of the more important 
problems arising from the decision of 


the Supreme Court in the SEUA case.. 


They recognize also that when so large 
a number of representative insurance 
groups get together, the result must, of 
necessity, represent substantial conces- 
sions in points of view. 


“The Commissioners were hopeful, 
particilarly since the compromise bill is 
well within the terms of President 
Roosevelt’s letter of January 2 to Sena- 
tor Radcliffe, that this demonstration of 
unity on the part of the insurance groups 
will make possible Congressional action 
early in February. 


“A Congressional declaration that the 
taxation of insurance is to be left to the 
several states will be reassuring to tho:e 
companies which, without such assur- 
ance, would be under the necessity of 
protesting tax payments to many of the 
states because of the recognized diffe’- 
ences in tax treatment between dome:- 
tic and foreign companies, States hav- 
ing February 1 tax payments due are 
North Carolina, South Carolina, Tennes- 
sec, and Kentucky.” 
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Melville of American Urges Agents to 
Push Personal Property Floater 


a greater amount of insurance than the 
prospect may have had in mind. 
“These policies are not necessarily sold 


Tips on how to sell the personal prop- 
erty floater, which was legalized in New 
York and several other Eastern states 
in 1944, are presented by Harry W. 
Melville, marine secretary of the Ameri- 
can of Newark Group, in the current 
issue of the Empire State Agency 
Forum, house organ of the New York 
State Association of Local Agents. Rec- 
ognizing there has been resistance on 
the part of some agents to pushing this 
new “all risk,” Mr. Melville offers the 
following as guidance: 

“Certainly, this comprehensive form 
gives more complete coverage than any 
combination of policies, and surely there 
are many people who require this pro- 
tection. If this were not so, then this 
form would not have come into exist- 
ence by demand and be sold to the ex- 
tent it has in many other states, where 
it has been permitted for ten or more 
years, 

Complete Protection of Assured 

“There have been improvements made 
in many forms of policies which have 
enabled agents to go out and sell addi- 
tional insurance. Now, we have in this 
state a new form of policy which not 
only provides complete protection to the 
assured but also brings in more dollars 
of premium and, therefore, more dollars 
of commissions. It is one more step 
along the path of progress. Compre- 
hensive forms are not only of the future 
but also are of the present and, if we 
intend to be prepared for the future, 
we must take certain steps now—one 
of which would be to have a more 
thorough knowledge of this form. 

“It is true that it takes a little effort 
to develop the information required 
from the assured in order to have a 
policy issued, but when you realize that 
this one form combines so many various 
types of individual policies, it naturally 
involves more work than is ordinarily 
required for one of the single forms of 
coverage. 

“One of the main objections agents 
have is that they must secure break- 
down of values from the assured. Many 
would like to see this policy sold as they 
have sold fire insurance, or burglary in- 
surance on personal property—where it 
has been the custom for the assured 
to state an amount of insurance he or 
she desires. The rates on this form of 
policy contemplate the assured’s carry- 
ing insurance close to actual value and, 
if ‘this is not accomplished, it will have 
a tendency to make the business un- 
profitable, therefore necessitating an in- 
crease in rate. Should this form be sold 
on the basis of how much the assured 
feels he can afford, no other insurance 
being permitted on the same property, 
he may suffer a total loss by fire and 
find himself very much under-insured. 


Question of Cost 

“There is no need for an assured to be 
under-insured because of cost. The full 
amount of the insurance may not be 
required for certain types of losses such 
as breakage, disappearance, water dam- 
age and similar types. The rates are 
based on that theory and include a slight 
additional charge over the premium that 
would be required to cover the major 
perils which might involve large amounts 
of loss. 

“The breakdown of values, instead of 
being a hardship often brings to the 
mind of the prospect the full value of 
his possessions which is generally greater 
than he realized and is, therefore, a 
selling argument indicating the need for 


to those individual assureds who have 
high-valued possessions, but should be 
sold primarily on the basis of exposures. 
For example, children away at school or 
college; hobbies of fishing, golf and 
other sports; short or long trips from 
home and many other activities includ- 
ing social activities may cause the prop- 
erty to be exposed to many perils. It 
will not be sold to every individual but 
it can and should be sold to a great 
number who require this coverage. 


Producer Should Prepare Himself Fully 

“One of the important things to con- 
sider in the solicitation of this business 
is to prepare yourself as completely as 
possible before making a solicitation. In 
addition to knowing the form, you 
should know approximately what size 
policy the assured will need; what his 
present insurance is; the amount of 
credit to which he would be entitled 
should he agree to buy a policy; his 
rate for fire insurance and other rates 
such as jewelry, fur and fine arts. 

“As much of the information called 
for by the application, as is known, 
should be recorded beforehand—correct 


name, address, occupation, etc., and if 
there is a second residence, its location 
and rate—so that time is not taken 


from your interview for this detailed 
information but can be utilized in selling. 

“If the agent does not succeed in sell- 
ing a personal property floater, he will 
very often sell additional fire insurance, 
or a burglary policy, or some other 
coverage—the need for which has been 
emphasized by having called the as- 
sured’s attention to his exposures. 

“By offering this form of policy to 
your present customers, you, at least, 
protect the business now on your books. 
Too many agents have waited until 
business has been lost before making 
any effort to protect it by advising 
their customers of the availability of 
this form of policy.” 





WOULD REVISE N. J. LAWS 
Governor Walter E. Edge in his mes- 
sage to the New Jersey legislature 
recommended a revision of the states’ 
banking and insurance laws and re- 
ferred to New York State’s recent re- 
codification of its insurance laws. 


Quashed for 


A libel in personam by a sugar com- 
pany against a steamship line and a 
steamship company for damages to a 
cargo of sugar was dismissed for want 
of jurisdiction by the Federal District 
Court for southern Georgia. The reason 
was that service on the steamship com- 
pany, by serving a shipping company, 
its agent in Savannah, was unauthorized 
and must be quashed because the steam- 
ship company had ceased to do business 
and was without an agent of the kind 
contemplated by the Georgia statute 
upon whom service could be lawfully 
made and which would justify a personal 
judgment against it. 

The sugar was being moved coast- 
wise from San Francisco to Corpus 
Christi, Texas, in June, 1941, loaded on 
a vessel of the steamship line, under 
time charter to the steamship company, 
a foreign corporation to Georgia law 
and, allegedly, with no agent in the state 
on whom service could be made and 
which was doing no business in the state. 

Before April 21, 1942, the steamship 
company had between fifteen and twenty 
ships operated by it to call at the port 
of Savannah, and the shipping company 
(which was not a party to this action) 
was employed as agent for each ship, 
doing the things usually required of such 
agents. The libel was served August 1, 
1942. Between April 21, and that date, 
the court said, all ships belonging or 
chartered to the Isthmian company were 
either requisitioned or chartered by the 
War Shipping Administration—and that 
since 1942 the Isthmian company has 
been acting only as agent—general agent 
or berth sub-agent—for the WSA. It 
was empowered to appoint sub-agents 
and sometimes appointed the Strachan 
Shipping Company as _ sub-agent for 
these ships at Savannah and sometimes 
another. 

The evidence was held to establish 
that the Isthmian company ceased to do 
business in Georgia on its own account 
when the ships were taken over by the 
WSA prior to the service of the libel 
in this case. Otherwise the court under 
the more recent Georgia decisions would 
not refuse jurisdiction of a transitory 
cause of action because all the parties 
are non-residents and the cause of ac- 
tion arose outside the state. The most 
recent Georgia decisions say that juris- 
diction will be assumed unless enforce- 
ment of the cause of action would be 
contrary to the laws and policy of the 
State. 

It was held, however, that the Ishmian 
company, no longer having an agent 
within the jurisdiction, could not be 


Service on Steamship Company is 





Lack of Jurisdiction 


served on a cause of action arising out- 
side the state though the cause of action 
arose at a time when it was doing busi- 
ness in Georgia. The agency relationship 
must exist at the time of the service. 
The service made upon Strachan Ship- 
ping Company as agent of the Isthmian 
company was therefore held unauthor- 
ized and the motion to quash the service 
was sustained on the ground that Isth- 
mian had ceased to do business and was 
without an agent of the kind contem- 
plated by the Georgia statute upon whom 
service could be lawfully made and which 
would justify a personal judgment 
against it. Spreckels Sugar Co. v. South 
Atlantic S. S. Line, 55°F. Supp. 670. 





TWO N. A. MEN DECORATED 





Lieut. Collins, Reported Missing in Ac- 
tion, Returns; Lieut. berry 
Seriously Wounded 


Two former employes in the New 
York office of the Insurance Co. of 
North America Companies, have been 


decorated for bravery in action, accord- 
ing to an announcement by the War De- 
partment. One of them, First Lieutenant 
George A. Collins, returned to this coun- 
try unexpectedly after having been re- 
ported as missing in action for nearly 
three months. His plane was shot down 
over enemy-occupied Europe. 

“With a great deal of luck and not a 
few prayers I was fortunate enough to 
make my way back to Allied territory 
and rejoin my group,” said Lieutenant 
Collins. 

Before leaving England, he was given 
the Air Medal and Presidential Unit 
Citation in addition to being promoted 
to first lieutenant, He is now at- 
tached to the Second Air Force as a 
training officer. 

Lieutenant Rowland P. Carberry, who 
was recently reported seriously wounded 
in action, received the Bronze Star for 
heroic services during the battle of Fa- 
laise. He also holds the Infantry Com- 
bat Badge and has seen continuous ac- 
tion from the early battles of Normandy 
to the recent attack on Metz, during 
which time he was a reconnaissance offi- 
cer attached to General Patton’s Third 
Army. - 





MOVE LOS ANGELES OFFICE 

Marsh & McLennan have moved their 
Los Angeles offices from 714 South Hill 
Street, to 453 South Spring Street, 
where ‘larger quarters have been secured. 
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Compensation Measures 
In State Legislatures 


MANY PROPOSALS RECEIVED 





Dewey Wants Recodification in N. Y.; 
Green Asks Reforms in Illinois; Other 
State Developments 





With the convening this month of the 
majority of state legislatures, workmen’s 
compensation insurance measures are 
being poured into the hoppers. It is 
doubtful if any one phase of a business 
is target for as much proposed legisla- 
tion as is workmen’s compensation in- 
surance. Following are some of the late 
developments: . 

On top of the number of bills to 
amend the New York State compensa- 
tion laws, including the departmental 
bills introduced with the sanction of 
Governor Thomas E, Dewey, the Gov- 
ernor in a special message to the legis- 
lature January 22, recommended com- 
plete recodification of the compensation 
laws and asked that the title of the 
Industrial Board be changed to Work- 
men’s Compensation Board and that all 
functions relating to compensation in- 
surance be transferred to it. At the 
present time, processing of claims and 
original determination of them are un- 
der control of the State Labor Depart- 
ment, 

Dewey’s Recommendations 

Governor Dewey gave the legislature 
the report of Mary Donlan, vice chair- 
man of the Industrial Board, whose 
nomination for confirmation for a six- 
year term as a member of the State 
Industrial Board he requested, recom- 
mending that all compensation functions 
be transferred to the renamed board. 
With respect to the overlapping of au- 
thority between the Industrial Board 
and the Department of Labor, Gov- 
ernor Dewey’s message said: 

“This is an example of a sort of con- 
fused administration with which we are 
all unhappily acquainted. It has pro- 
duced the inevitable results of ineffi- 
ciency, delay and waste. The victims 
of this bungling administration and lack 
of executive leadership have been the 
injured working people of our state.” 

The changes recommended by Gov- 
ernor Dewey are supplementary to those 
enacted last year, based on the report 
of the Moreland Act Commission and 
according to him, his new recommenda- 
tions are designed to “repair the other 
glaring failures in workmen’s compen- 
sation.” He described as “preposterous” 
the situation where the Labor Depart- 
ment processes and supervises determi- 
nation of claims but the decisions are 
made in the name of the Industrial 
Board which has nothing to do with 
pee except on appeals. 

Green Wants Law Reformed 

In Illinois, Governor Dwight H. 
Green, in his message to the legislature, 
called for “thorough reforming of the 
workmen’s compensation statutes, direct- 
ing them more effectively toward em- 
ployes and their dependents.” 

Under sponsorship of the American 
Federation of Labor, a bill has been 
introduced in the Massachusetts Senate 
for a state fund for compensation in- 
surance, 

In Texas, legislative proposals for 
amending the compensation law and 
probably providing for self-insurance is 
anticipated as a result of charges of 
the so-called “Central Committee” which 
was represented at a recent hearing be- 
fore the Texas Board of Insurance Com- 
missioners, that compensation rates in 
the state are too high. 

Commissioner .of Insurance William 


(Continued on Page 43) 


Moreton Talks on Bonds 
Before Equipment Men 


IN CHICAGO 


MAKES ADDRESS 





Refutes Charge Surety Companies Bond 
All Contractors; Tells How Bond 
Man Helps Dealer 





The protection afforded by contract 
bonds and the responsibility of a surety 
to equipment distributors were discussed 
by Fred A. Moreton, Salt Lake City, im- 
mediate past president of the National 
Association of Insurance Agents, in an 
address before the annual meeting of 
the Associated Equipment Distributors 
at Chicago, January 24. His subject was 
“Benefits of a Bonded Job to Equipment 
Dealers, Material Men and Contractors.” 

Mr. Moreton said he had heard the 
accusation made by equipment distribu- 
tors that surety companies bond every 
contractor whether entitled to a bond or 
not and in refutation of this charge he 
spoke as follows: 

“The surety business is based upon 
select risks. No man is able to give the 
exact recipe for financial success. If 
that secret were divulged we would have 
a most remarkable world, In_ business 
we must make our own decisions. There 
are some general principles which ex- 
perience has taught us to follow in ob- 
serving the successful contractors, The 
Asscciated General Contractors have as 
a slogan: ‘Skill, Integrity and Responsi- 
bility.’ These same three words could 
well be used as the yardstick by which 

(Continued on Page 42) 


Silver Star Awarded to 
M. D. Pier for Battle Bravery 


Captain Mortimer D. Pier, who is with 
the 7th Armored Division, U. S. Army, 
on the western European front and is 
commanding officer of Company A of a 
tank battalion, has been awarded the 
Silver Star for bravery in action. In 
civilian life Captain Pier was secretary 
of the Excess Underwriters, Inc., of New 
York, and has many friends in the in- 
surance business. Although wounded in 
the engagement, Captain Pier directed 
his tank company from a criss-crossing 
quilt of death—German heavy artillery, 
anti-tank and small arms fire. He was 
it. the lead tank, succeeding in dis- 
mounting from the tank after it had 
been hit, and by hand signals managed 
to get instructions over to tank com- 
manders of the battalion who withdrew 
to safety. Daily newspapers of New 
York carried the story recently of his 
bravery. 

The citation presented to Captain Pier 
in connection with his Silver Star award 
read as follows: “Disregarding wounds 
inflicted in both of his legs, Captain Pier 
refused’ evacuation when a tank started 
towards him, realizing it would be sui- 
cide for a tank to come in the proximity 
of his own tank. 

“Captain Pier’s first thought was for 
the safety of his men and his second 
move was to inform his commanding 
officer cf the immediate situation.” 

The captain was married shortly be- 
fore Lis departure for overseas duty. 


MRS. GEORGE R. CALLIS DEAD 

Mrs. George R. Callis, widow of the 
late vice president and treasurer of the 
United States F. & G., died January 16, 
in Yonkers, N. Y., and was buried in 
Baltimore. She is survived by two 
daughters with whom she had lived in 
Yonkers for many years, and a son. 
George R. Callis will be remembered as 
one of the organizers of the U. S. F. & 
G. and one of President John R. Bland’s 
right-hand men. 
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Maryland Casualty and 
RFC Win Chicago Suit 

DISMISSED IN FEDERAL COURT 

Judge Igoe Says RFC Did Not Act 


Illegally in 1942 Refinancing Program 
of Maryland Company 








Maryland Casualty Co. and the Re- 
construction Finance Corp. emerged thie 
winners in a long-pending Federal 
Court case in Chicago, January 18, when 
Federal Judge Michael L. Igoe dis- 
missed the suit brought by five minor 
stockholders of the Maryland charging 
the company and the RFC had deprived 
them of their rights in carrying out a 
refinancing program in 1942. It was 
Judge Igoe’s reasoned opinion that the 
RFC did not act illegally when it exer- 
cised its right to convert 125,000 shares 
of preferred stock which it had re- 
ceived as collateral for a $12,500,000 loan 
to the insurance company. 

Despite charges made by attorneys 
for the plaintiffs that the RFC sought to 
dominate the Maryland Casualty and 
had forced it to take a loan although 
it was in good financial condition, Judge 
Igoe declared that the 1942 transaction 
represented a business decision which 
the RFC had a right to make under the 
terms of a contract for loans of public 
money, and that it was the agency’s duty 
to protect such loans. He further said: 

“The proper performance of RFC’s 
public dutv also required that as far as 
possible all of the assets of Maryland 
Casualty should be available for the 
discharge of obligations arising from the 
loan of public funds. From the .stand- 
point of Maryland’s rehabilitation it was 
important to avoid the obligation which 
would have arisen from a direct loss to 
Maryland.” 

Plaintiffs in the case, all Chicago resi- 
dents, were Dr. Arthur J. Todd, Mr. and 
Mrs. Milton oe Williams, and Mr. and 
Mrs. Edwin S. Engberg. 

No information was available _ this 
week as to whether plaintiffs will appeal 
from the decision to the higher courts. 
If so, they will have to file within ninety 
days. 





J. S. Kemper Pledges to Keep 
Faith with Fighting Men 


In a nationwide radio broadcast in 
connection with the Upton Close pro- 
gram “Close-Ups of the News,” James 
S. Kemper, president of the Lumbermens 
Mutual Casualty and affiliated compan- 
ies, gave his 1945 pledge to his sons and 
the sons of all Americans who are fight- 
ing for a better world on the battle- 
fronts that “you will not be disappointed 
in what happens on the home front 
while you are away.” Mr. Kemper, who 
was introduced by Mr. Close, said fur- 
ther: 

“T correspond regularly with our men 
in the services. Here’s what they are 
saying. First, ‘We should like to get 
this over with and get home.’ Second, 
‘We hope some means can be found to 
prevent a_ recurrence.’ Third, 
America ‘and American institutions safe 
for us.’ 

“It is quite obvious that they don’t 
care how world peace is preserved. Defi 
nitely they are not interested in any 
sugar-coated program that cannot be 
made effective. Definitely they are 
against power politics. Definitely they 
are opposed to American participation 
in anything that will not meet the test 
of full protection for American institt- 
tions and fair play across the boards. 

“Here’s a thought for you and me for 
a really worth-while New Year’s res 
lution. I suggest we promise to do wha 
we can during 1945 to see to it that our 
fighting sons will not be disappointed 11 
what happens on the home front Nhile 
they are away.” 

Mr. Kemper also promised that his or- 
ganization would not falter in its deter- 
mination to eliminate every potential ac- 
cident that is preventable; will stand 
four square for improved coverage, for 
integrity in all dealings; for sound in- 
demnity and economical cost. 





‘Keep - 





$835, 


Com 
$1,5 
B 


Th 
is th 
con} 
resul 
the 
on J 
cont 
after 
ings 
the c 
$1, SL. 
vious 

Ne 
writt 
960),3 
cont 

At 
volut 


missi 
the s 
$14,3. 
the s 


To 
to $. 
and 
are ( 
Of tl 
802, 
Gove 
bond 
ket 
lowe! 
mark 
with 
subsi 


incre 
throu 
in th 
Gr 
amou 
ing 
operé 
warn 
highe 
were 
point 
than 
erally 
to su 
their 
ties ‘ 
heret 
age j 


Proxi 
there 
pany’ 
trans 
from 
reser 
year’: 
$1,25( 
plove 
ing 4 
cemb: 
$525.0 
incre; 
Tn 
tribut 
wome 








d the 
deral 
when 

dis- 
ninor 
rging 
rived 
ut a 


ir as 
land 
the 
1 the 
and- 
was 
rhich 
ss to 


resi- 
and 
and 


this 
ypeal 
urts. 
nety 


t in 
pro- 
umes 
nens 
pan- 
and 
ght- 
ttle- 
nted 
ront 
who 
fur- 


men 
are 
get 
ond, 


1 to 


eep - 


sate 
lon’t 
Ye fi- 


any 





» market 
) with the exception of the stock of its 
) subsidiary, 
F which 


P year 


) their personnel. 


January 26, 1945 











F. & D. meant 1944 N et 
Writings of $10,960,366 


$835,738 ADDED TO ITS SURPLUS 





Company Points to Net Earnings of 
$1,555,738 or $12.96 a Share Last Year; 
Bach Predicts Higher Loss Ratios 





The Fidelity & Deposit of Maryland 
is the first of the major casualty-surety 
companies to announce its 1944 year-end 
results. Frank A, Bach, president of 
the company, reported to stockholders 
on January 22 that net income of the 
company amounted to $1,555,738 for 1944 
after deduction of reserves. These earn- 
ings were equal to $12.96 a share on 
the outstanding stock and compared with 
$1,515,550, or $12.62 a share for the pre- 
vious year, 

Net bonding and insurance premiums 
written during 1944 amounting to $10,- 
960,366, an. increase of $420,192 over the 
company’s writings in 1943, 

After setting aside all necessary and 


| voluntary reserves and the payment of 
§ $720,000 in dividends, the company added 


$835,738 to surplus, increasing that item 
to $11,489,506 on December 31, 1944. In 
1943, $795, 550 was added to surplus. How- 
ever, based on the requirements of the 
National Association of Insurance Com- 
missioners, governing annual reports, 
the surplus at the end of 1944 would be 


© $14,339,679, compared with $13,152,273 on 
» the same basis a year earlier. 


Total Assets $33,631,020 
Total assets of the F. & D, amounted 
to $33,631,020 last December 31. Bond 
and stock investments of the company 
are carried on its books at $25,480,114. 
Of these investments 81.1%, or $20,663,- 


» 802, are in bonds which include U. S. 
Government issues of $19,784,802. All 
» bonds owned are carried at par, or mar- 
> ket values of December 31, 


1944, if 
lower, and all stocks are carried at the 
values of December 31, 1944, 


the American Bonding Co. 
is carried at substantially less 
than its liquidating value. Cash in 
banks at the end of 1944 amounted to 
$4,151,805, 

Federal and other taxes during the 
amounted to $1,693,553, equal to 
$14.11 a share of outstanding stock. 

Mr. Bach drew attention to a reserve 
of $1,762,827 for fluctuation in market 
value of securities. This reserve was 


increased by $312,827 during the year 


through appreciation of that amount 
in the book value of securities. 

Gross losses incurred for the year 
amounted to $2,806,947. In comment- 
ing on this phase of the company’s 
operations, Mr. Bach reiterated his 
warning of a year ago to the effect that 
higher loss ratios in the near future 
were inevitable. Bonded employes, he 
pointed out are handling more money 
than ever before and employers, gen- 
erally, lack both the time and facilities 
to supervise adequately the activities of 
Outside auditing facili- 
ties also are not as readily available as 
heretofore due to the manpower short- 
age in that profession and consequently 
many defalcations now being committed 
pre bably will not be discovered until 
the times become more normal. 

During 1944 the company was ex- 
amined by the Insurance Departments 
of Maryland, Alabama, North Dakota 
and Wyoming. The examiners reported 
the “reserve for claims” excessive by ap- 
proximately $1,700,000 and this amount, 
the; ‘efore, was transferred to the com- 
Pany’s “reserve for contingencies.” Also 
transferred to this item was $45,000 
from the adjustment of other voluntary 
Tescrves, and $330,000 from current 
years earnings. Out of this reserve, 
$1,250,000 was set aside for the em- 
ploves’ group annuity trust fund, leav- 
Ing the son tngtaey reserve last De- 
cember 31, at $1,350,000, compared with 
$525,000 during the preceding year, an 
increase of $825,000 
In closing. his report, Mr. Bach paid 
tribute to the company’s men and 


Women in service. 








CONT’L CASUALTY’S BIGGEST YR. 


Produced $38,307,620 in Net Premiums in 
1944, an Increase of 21%; Continen- 
tal Assurance Shows Big Gain 

Scoring the highest premium volume 
for a single year in its history, the Con- 
tinental Casualty of Chicago produced 
net premium writings of $38,307,620 in 
1944, it was announced today by Roy 
Tuchbreiter; president of the company. 
This was an increase of $6,631,851 or 
nearly 21% over the company’s 1943 vol- 
ume, and this percentage of increase was 
also the highest in Continental’s history. 
Half of the increase was in the A. & H. 
business in which the company has been 
stressing agency and production develop- 
ment. 

Mr. Tuchbreiter also announced that 
the Continental Assurance Co. had $498,- 
638,894 of life insurance in force at the 
end of 1944, an increase of $55,208,915, or 
12.4% during the year. This was the sec- 
ond largest increase in insurance in 
force since the organization of this com- 
pany, being exceeded only in 1941 when 
an unusually large group risk was writ- 
ten. The total insurance in force repre- 
sents a new peak figure. 

The financial statements of Continen- 
tal Casualty and Continental Assurance 
will be released for publication within 
the near future. 


EAGLE INDEM. PROMOTES TWO 


F. A. Guastello Now Manager and W. S. 
Macaulay Assistant Manager in Metro- 
politan New York Office; Careers 


E. B. Thistle, vice-president of the 
Eagle Indemnity in charge of its metro- 
politan New York office at 84 William 
Street, announces the promotion of 
Frank A. Guastello from assistant man- 
ager to manager and that of William S. 
Macaulay, formerly superintendent of 
underwriting, to be assistant manager, 
effective at once. The metropolitan office 
of the company has also expanded its 
space so as to take care of an increasing 
volume of business, and its recently 
opened personal A. & H. and group ac- 
cident departments afe now in full 
swing under the managership of Harry 
L, Graham. 

Manager Guastello has a background 
of twenty-five years’ experience in the 
Eagle Indemnity organization. He started 
in February, 1920, at the home office as a 
junior clerk. Four years later he was 
transferred to the Eagle Indemnitv’s 
metropolitan office to be assistant lia- 
bility underwriter. For the past five 
years he has done a good job as assist- 
ant manager in charge of production in 
this office and has popularized Eagle 
Indemnity facilities and service among 
New York brokers. 

Assistant Manager Macaulay began 
his insurance career with the Fidelity 
& Casualty in January, 1913, as a clerk. 
He enlisted in the 7th Regiment in 1817 
and saw two years of A.E.F, service in 
France. He was wounded and awarded 
the Purple Heart decoration. Returning 
to the F. & C. in 1919, Mr. Macaulay 
eventually was made manager of the 
liability department in its metropolitan 
New York office. He resigned in 1932 
to join the Eagle Indemnity’s metropoli- 
tan office in a similar capacity. Subse- 
quently he was promoted to superin- 
tendent of underwriting, which post he 
has ably handled ever since. 

Harry Graham, who joined the Eagle 
Indemnity last July, was formerly with 
the Travelers in its Brooklyn branch 
office. He is a graduate of the Univer- 
sity of the South. 


ERIC McLARTY DEAD 

Eric McLarty, receptionist in the 
Royal Indemnity and Eagle Indemnity 
head office in New York for many years 
and one of the most faithful of em- 
ployes, died January 13 after a siege of 
sickness. He would have been with the 
company twenty-three years next month. 
News of his death was a shock to many 
friends, both in home office and field. 
Funeral services were held at Jamaica, 
L, I., where he lived, and burial in St. 
John’s Cemetery, Brooklyn. 
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E. WALTER HELM, PRESIDENT 


Prominent Philadelphian Heads Local 
Insurance Society; Now Celebrating 
40th Year in Casualty Business 

E. Walter Helm, resident vice presi- 
dent of the New Amsterdam Casualty 
in Philadelphia, was elected president of 
the Insurance Society of that city at 





E. WALTER HELM 


its annual meeting January 15. Appro- 
priately this honor comes at the begin- 
ning of Mr. Helm’s fortieth anniversary 
year in the casualty business, having 
started his career in 1905 with the old 
Philadelphia Casualty after receiving his 
education at Brown Preparatory School, 
Baltimore Law School and Banks Busi- 
ness College. Thereafter came twelve 
years’ experience with several casualty 
companies in Baltimore, Chicago and 
New York City. Mr. Helm then re- 
turned to Philadelphia in 1925, his native 
city, and in 1932 undertook his present 
duties with the New Amsterdam. 
Among his business and civic activi- 
ties today Mr. Helm is a past president 
of the local Casualty Managers Associa- 
tion and in the Insurance Society he is 
also chairman of the educational com- 
mittee. He is also president of his local 
School Board in Aldan, Delaware 
County; chairman of Local Draft Board 
No. 2 in Yeadon; president of the Dela- 
ware County Board of Prison Visitation 
and vice president of the Family Wel- 
fare Society of Delaware County. His 
clubs include the Union League of Phila- 
delphia and the Aronimink Golf Club. 





Opens New England Dep't. 

The American Casualty and its wholly- 
owned affiliate, American Aviation & 
General Insurance Co., have opened of- 
fices in the 60 Congress St. Building, 
Boston, to service agents and brokers 
in Massachusetts, Connecticut, Rhode 
Island, Maine, New Hampshire and Ver- 
mont. 

The American Casualty recently en- 
tered Massachusetts and is now plan- 
niag to develop the New England terri- 
tory. The American Aviation & General 
Insurance Company is now licensed in 
three of the New England states, 

A. H. Quigg is resident manager in 
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23TH ANNIVERSARY 
Travelers’ Comp. and Liability Manager 

At 55 John St. Office Given Din- 

ner; McKay Toastmaster 

Dean M,. Parker, manager of the 
compensation and liability department 
of the Travelers’ 55 John St. office, New 
York City, celebrates his twenty-fifth 
anniversary with the company today 
(January 26) and in recognition of this 
milestone he was tendered a dinner 
last evening at George Washington 
Hotel, New York, by his office asso- 
ciatés and friends. Toastmaster was 
Harold A. McKay, superintendent of 
agencies of the Travelers in metro- 
politan territory, and committee on ar- 
rangements consisted of Norman R. 
Clark, brokerage manager, chairman; 
Howard Smalley, field assistant, and 
Georee P. McGrath, manager, special 
risks department. bi 

Presentation of a war bond gift to 
Mr. Parker was made by Robert W. 
McClaskey, general manager, casualty 
lines of the Travelers at 55 John St. 
Representing the home office was San- 
ford B. Perkins, secretary of the casu- 
alty department. ; 

Mr. Parker has held his present post 
in New York since October, 1940, hav- 
ing had long experience previously in 
San Francisco. He also served the 
Travelers in Minneapolis, Los Angeles, 
Oakland; was manager at Denver, Day- 
ton and Cleveland. He is one of the 
best posted compensation and _ liability 
men in the Travelers field organization. 


PARKER’S 





Beston of both companies. A graduate 


cf Syracuse University and well known 
athlete, he started with the Hartford Ac- 
cident & Indemnity Company in 1924. 
Recently he has been superintendent of 
the bonding department of Century In- 
dermnity’s Boston office. 
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National i Tt. _ Association Meeting 


Sholl Speaks on the American Way 
Of Accident and Health Insurance 


National Association President Says Blueprint of Operation 
Will Mark New Era; Business Will Continue 
to Stand on Own Merits 


The blueprints for the course of the 
operation of the National Association of 
Accident & Health Underwriters devised 
at the beginning of the present adminis- 
tration are being cautiously and care- 
fully followed and when completed, will 
mark the beginning .of a new era for 
the accident and health business, said C. 
A. Sholl in his address as president of 
the association, at the opening session 
of the mid-year meeting at Omaha, Jan- 
uary 24. 

In keeping with the design, said Mr. 
Sholl who is president of the Globe 
Casualty Co., Columbus, Ohio, the first 
requirement was establishment of a 
theme for operations of the association, 
the theme chosen being “Our Program 
of Progress.” He asked his audience to 
bear in mind that the organization is 
more than an association; that it is an 
incorporation as a non-profit organiza- 
tion, its affairs conducted on a business- 
like basis and “this legal instrument is 
invaluable—it is for the protection of 
every member and provides a represen- 
tative voice from every local, regional 
and state association in governing and 
directing the affairs of the National—it 
stands foremost on our program of prog- 
ress. 

Cooperation and Unity 

“Never in the history of our business,” 
said Mr. Sholl “has the need for coop- 
eration and unity been so necessary. 
With the searchlight of criticism flood- 
ing our business, seeking to discover and 
reflect upon its integrity, it is difficult to 
conceive even the slightest possibility of 
any disunity among those engaged in 
our business. Cooperation, unity, team- 
work, an coordinated and adminis- 
tered, forms the most powerful effective 
and far-reaching force that is possible. 
It will win, should emergency arise in 
the fulfillment of our duty, as an asso- 
ciation to our business. Yes, coopera- 
tion and unity occupy a most prominent 
place on ‘Our Program of Progress.’ 

“Today in the accident and health in- 
surance business, there is talk of many 
‘trends’ and ‘changes.’ The complexion 
of accident and health insurance, accord- 
ing to current thought, is undergoing 
somewhat of a change. But after all, 
don’t most kinds of business undergo 
changes in order to progress? 

“Perhaps among the insurance frater- 
nity of today the topics and phrases 
most discussed next to war, are unfavor- 
able insurance legislation — Wagner- 
Murray-Dingell bill—the Supreme Court 
decision that insurance is commerce and 
extension of social security. True, but, 
because of these mutterings and some 
realities shall we sit idly by or meet 
them head-on with determination for 
justice? Many are of the opinion that 
our business is facing one of the greatest 
critical periods in its history. The seri- 
ousness of the situation may not be un- 
derrated—it could well be so. However, 
it is my personal belief, likewise my 
strong conviction that our business will 
continue to stand on its own merits and 
occupy its well-earned place of honor 
as a primary and most —— part of 
our future American way of life. 

Will Do Better 


“Can it be possible that with the fine 
record of achievement that our business 
and our industry has attained—the most 


excellent modern protection and service 
ever offered, that our business must be 
ridiculed by those who seek to destroy 
it! On the contrary, we have done a 
fine job—we are doing a still better job 
we can and will do a better job to- 
morrow. 


“I refuse to be a defeatist about this 
situation even though the emergency 
grows more apparent. We know from 
our blueprint where we want to go and 
we have charted our course for getting 
there.” 


Turning to what he termed “the 
American way of accident and health in- 
surance,” Mr. Sholl said: 


“The security of the American people 
has been supplied by free private enter- 
prise, by the hundreds of insurance com- 
panies for well over a century. Ours is 
the most unique form of security of any 
in the world. The merits of the sys- 
tem and the excellent service rendered 
is proof of its soundness and efficiency. 
It was created by the minds of right- 
ful thinking men many years ago who 
saw the need for a system of security 
among the people, so that all would be 
protected. The system is clean, con- 
ducted and administered by many thou- 
sands of men and women of experience 


in Omaha 





C. A. SHOLL 


and integrity. Its function is to secure 
and protect—it does that very thing in a 
most admirable way. 


No Burden on Taxpayer 

“Our system is not a burden on the 
taxpayer but instead supplies one of the 
greatest sources of revenue for our many 
different states. It is a system that is 
carefully and efficiently supervised by 
the insurance department in each re- 
spective state in the Union. This state 
supervision has supplied the life-blood of 
the stability of our system to the public. 
It is not tainted with politics nor does 
it have a small army of bureaucratic 
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political job holders administering its 
services inefficiently. 

“This system is an Americain achieve- 
ment for the American people. It js 
your system and mine and some four 
hundred companies with approximately 
520,000 associates extending and sharing 
their services to an estimated 40,000,000 
citizens at a premium of over 525,000,- 
000 of dollars in the year 1944. It is not 
materially affected by the conditions of 
the times, whether a depression, good 
times or boom times. It stays steadily 
on its course without boasting or brag- 
ging but making certain at all times to 
supply the security promised. The f- 
nancial stability and soundness is evi- 
denced by the billions of dollars of re- 
serves and from similar amounts paid in 
each year in premiums. 

“This is a brief description of the 
American way of accident and health in- 
surance, the intelligent system devised 
and operated by our Free American in- 
stitution of insurance of which you and 
I are a part—it is established—it is 
proven—it is successful. It will continue 
in the future, as in the past to serve 
and protect the future of the American 
dream of individual liberty and security.” 


R. A. BLEICHER’S GREETINGS 


Omaha Association President Speaks at 
Opening Session; General Chairman 
Marcotte and Key Men Do Fine Job 
Omaha, Jan. 24—R. A. Bleicher, presi- 
dent of the Omaha Association of A. & 
H. Underwriters, extended greetings at 
the opening session of the National As- 
sociation’s mid-year meeting here today 
in Hotel Paxton. Mr. Bleicher empha- 
sized the quality of the speaking pro- 





R. A. BLEICHER 


gram and entertainment features which 
have been prepared for the enjoyment 
of those attending. He spoke in true 
“Western hospitality” style. In addition 
to his platform remarks, Mr. Bleicher 
had a personal message in the souvenit 
program, an ambitious effort, saying in 
part: 

“To all assembled here to work out 
the many problems.now confronting our 
business, we extend a cordial welcome. 
We also salute those men from our ranks 
now fighting so courageously on the 
field of battle. I am sure your presence 
here will give them assurance that their 
interests on the home front are being 
protected with equal vigor.” Mr. Bleicher 
runs his own general insurance business 
in Omaha, his companies including the 
First National Indemnity. 

A personal message from L. J. Mar- 
cotte, general chairman of all the local 
convention committees, was also fea- 
tured in the souvenir program. He and 


(Continued on Page 46) 
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in Omaha 





Mueller Advises That $5,000 Already 
Raised for 1945 Expansion; Future Plans 


One of the most significant progress 
reports submitted to this week’s mid- 
year meeting of the National A. & H. 
Association at Omaha was that of E. H. 
“Count” Mueller of Milwaukee, who is 
chairman of the planning committee. 
Ever since the annual gathering of last 
June in St. Louis Mr. Mueller and his 
fellow committeemen, composed of past 


. 


= 
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“COUNT” MUELLER 


presidents and three members of the 
Leading Producers Round Table, have 
concentrated on the raising of funds to 
carry “forward by design” the associa- 
tion’s work. Fruits of their efforts to 
date were set forth by Chairman Muel- 
ler when he told the convention this 
week: 

_“T am_ happy to report that approx- 
imately $5,000 has already been received 
in cash from only a small handful of 
clubs. The work is continuing. This sum 
may, at this convention and before its 
close, approximate $5,000 or more. If 
we can continue to gain the support of 
about three-fourths of our membership, 
we should have $10,000 from our mem- 
bers, with further sums coming from the 
companies. 

“You may ask—are our companies 
willing to contribute to the plan of 
expansion ? 

“T can answer this in the affirmative. 
Let me say that only a few days ago 
| received an unsolicited letter from an 
official of one of our large companies, 
past president of the H. & A. Confer- 
ence, asking for the privilege of send- 
ing us a check. We have the assurance 
of many executives, of large key organi- 
zations, urging us to make of our or- 
ganization a self-sustaining group, oper- 
ated by us, but working in close har- 
mony with our companies.” 


Trials of the Past 


In developing his talk Mr. Mueller re- 
viewed some of the trials and tribula- 
tions of the past, noting that the Na- 
tional Association was organized in 1930 
in the depression; that it made the mis- 
take of never increasing its dues suffi- 
ciently to carry the burden of associa- 
tion activity. From 1930 to 1944 the 
premium volume of all companies writ- 
ing A. & H. insurance has increased 
from an approximate total of $220,000,000 
to $525,000,000. Mr. Mueller asked the 
que 'stion : “Has our association kept pace 
with this growth of premiums in our 
busi siness.” He continued: 

“The burden of organizing new clubs, 





traveling, stenographic work, postage, 
etc., has up to now been carried on by 
men willing to make this contribution to 
the association. Our debt to home office 
men who have been past officers. With- 
out their assistance we could not have 
survived. 

“With a national association that 
stretches from the shores of the Pacific 
to the Atlantic, it is no longer possible 
for one man or a small group of men 
to carry the load of administration ex- 
pense out of their own pockets. To ex- 
pand, we will necessarily need more 
money.” 

Going Forward by Design 

Speaking of the present program for 
development, Mr. Mueller said that the 
“so forward by design” plan has not 
met with the entire approval 100% “of 
all our members.” He added: “We never 
expected that it would. No plan would 
satisfy everybody. But it is based on 
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plans of the National Association of Life 


Underwriters ; has been given seven 

years’ study and the best thought of 

the leading members in our association 

who pledged their $100 for five years.’ 
The Future 

As to the future Mr. Mueller said: 
“What do we expect to accomplish? 
What will our association do for us? 

“(a) What the sunshine and rain is 
to your flower garden, an association 
and sales literature is to the agent. 

“(b) He needs the stimulating influ- 
ence of association with key men in 
like Work. 

“(c) It will, through the medium of 
better sales training, make his efforts 
more profitable to himself. 

“(1) It will help build his prestige in 

the community. 

“(2) Illustrate what association means 
to the lawyer, the doctor, to the 
worker. 

“(3) Does any one question the bene- 
fits of association work to the 
life insurance agent? 

“(4) What they have done, we can do. 

“The best sales ideas do not originate 
in the office of the president of our 
company, but emanate from the field. 


“(a) Our companies are the factories 


that supply us with the best form of 
merchandise to sell. 

“(b) We, in turn, owe it to our own 
future prosperity to find the best ways 
and means to dispose of that mer- 
chandise. 

“(c) Let us continue to work together 
with our companies to solve problems 
that affect them and us. Let us do that 
in a friendly spirit of cooperation—for 
we have but one objective—our own 
mutual benefit. If troubles ever arise, we 
can solve them better collectively than 
as individuals.” 

In closing Mr. Mueller said: “The 
super bombers of today that are blast- 
ing the Japs to hell are the Kitty Hawks 
of yesterday. The development of the 
airplane you see today shows the efforts 
made over a period of forty years. We 
laughed at the invention of the Wright 
Brothers, and ridiculed a flying machine. 
It was only after foreign countries be- 
came vitally interested that we showed 
any interest whatsoever. Let us, mem- 
bers of this association, not make the 
mistake of failure to show an interest 
in the development of our association. 
We are probably in the Kitty -Hawk 
stage of progress today, but let us re- 
solve today to go forward by design.” 
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the individual should build his own security. The self-respecting 
citizen will never be interested in pap, ladled to him from a 
government formula. Private insurance can provide adequate 
protection against loss caused by old age, death and disability. 
Private insurance properly administered—with enthusiasm, in- 


telligence, and efficiency—robs the proponents of “government 
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Cornett Sees Quickened 
Social Security Trend 


SUMS UP EXPECTED PROGRAM 





Says This Is Not Time to Press Wagner 
Bill; Service Men Have Right to 
Express Their Views 





This is definitely not the time to con- 
sider such a wide-sweeping measure as the 
Wagner-Murray-Dingell bill to broaden 
the national social security program be- 
cause the 12,000,000 men now in the armed 
forces have a right to express themselves 
on such plans, said W. B. Cornett, vice- 
president, Loyal Protective Life, Boston, 
former president of the association, in his 


report as chairman of the committee on 
law and legislation at the meeting of the 
National Association of Accident & Health 
Underwriters at Omaha, January 24. 

Viewing the prospects from both Federal 
and state legislative angles, Mr. Cornett 
foresees a continued trend during this year 
toward broader social security programs 
in the nation and in the several states. 

As to Federal legislation, Mr. Cornett 
said that while their original bill to broaden 
the social security system died in the last 
Congress, it should be borne in mind that 
Wagner, Murray and Dingell are not dead, 
and there is reason to believe that a new 
bill will be introduced and pushed vigor- 
ously in the 79th Congress. 


Evidence of Federal Trend 


As evidence of the Federal trend, Mr. 
Cornett called attention to the statement 
made by President Roosevelt when he 
“reluctantly” signed the legislation freezing 
social security taxes for this year that he 
plans to submit to the Congress a “com- 
prehensive plan for broadening and im- 
proving the social sécurity system.” 

Mr. Cornett pointed out that there are 
now approximately 46,000,000 workers cov- 
ered by old age and survivors insurance 
under social security and that the Wagner 
bill provided extension of the law to cover 
about 20,000,000 more, allowing a maximum 
of $30 per week plus hospital and medical 
care, to be financed through a 6% payroll 
tax on both employer and employe, at a cost 
conservatively estimated at $20,000,000,000 
annually. 

He quoted from letters from a number 
of Congressmen received in response to 
the resolution opposing the measure adopt- 
ed by the association at Des Moines last 
January, these passages showing strong 
opposition to the program. “Of course,” 
he said, “there is no way to forecast the 
new Congress’ attitude toward compulsory 
health insurance. I only wish there were.” 

Rhode Island Experiment 


Turning to the states, Mr. Cornett spoke 
of the experiment in Rhode Island with 





W. B. CORNETT 


its sickness program which has shown a 
substantial deficit and said other states are 
watching this pioneering adventure. He 
mentioned legislation advocated in Minne- 
sota, California and Washington, and said: 

“No doubt there will be many bills in- 
troduced in the legislatures dealing with 
sickness, hospitalization and medical care 
plans this year, as forty-four out of forty- 
eight states will hold sessions, All of 
which adds up to one conclusion—rapidly 
increasing social security trends... . / All 
of these trends present a real challenge to 
the private insurance industry. ; Gan 
the private insurance industry meet this 
challenge? I believe it can. 

“We have in the United States more 
than. 300 companies providing accident or 
accident and health, hospitalization and 
surgical coverages. The Health & Accident 
Underwriters Conference has committees 
working on medical care plans, low-cost 
accident and health insurance and sub- 
standard health insurance and there is 
everv reason to believe that our companies 
can supply the protection needed by the 
public, excepting a comparatively small per- 
centage of indigents—so-called—who do 
not have the money to secure protection 
and who therefore must look to the state 
or Federal Government’ for help.” 

As to the question of suitability and 
justice in advancing the Federal program 
at this time, Mr. Cornett said: 

Should Be Delayed 

“This is definitely not the time to con- 
sider the enactment of such plans with 
some 12,000,000 men away on battle fields 
all over the globe. These boys are giving 
their lives for us; certainly it is the duty 


(Continued on Page 39) 


Barrett Leads Management Division; 
Knight Talks on Agency Development 


Omaha, Jan. 25.—Robert J, Barrett, 
branch manager at Kansas City, Mo., 
for the Occidental Life of California, 
conducted the session on agency man- 
agement which opened today’s proceed- 
ings of the National Association of Ac- 
cident & Health Underwriters. Follow- 
ing were speakers at the session: 

E. F. Gregory, executive board mem- 


Ashen-Brenner 


ROBERT J. BARRETT 


ber, Denver, “Recruiting”; Gilbert H. 
Knight, executive board member, Cleve- 
land, “How to Keep and _ Develop 
Agents”; August Kern Jr., St. Louis, 
speaking on “Financing.” 

Mr. Barrett opened the meeting with 
a short talk on “What the Agency 
Management Division Means to the 
National.” “The purpose of the new 
division,” he said, “is to promote new 
agency building and sales ideas, to pro- 
vide those in attendance with valuable 
information so that when they return 
home they can assist their associates in 
increasing their accident and_ health 
business. 


Agent’s Stock in Trade 
“The agent’s merchandise—his stock 
in trade—” said Mr. Barrett, “is ideas. 
New ideas urge him to make new calls. 


They are the lever of the sale—they 
keep him excited, aroused, enthused, at 
work—and that is the major reason for 
the creation of the agency management 
section—to give you working materials 
and ideas to build a more successful 
agency and to do a better job. 

“It is our intention to have on this 
program at each mid-year and annual 
meeting, outstanding agency leaders and 
builders and sales creators to give you 


os 





GILBERT H. KNIGHT 


their storehouse of knowledge that has 
made their names—big names in our 
business. 

“We know that the good A. & H 
underwriter is far more of a crusader— 
far more of a missionary—than he is a 
salesman. This is good, for the crusader 
goes into action at the point where the 
salesman feels further effort is useless. 
We know that the good A. & H. under- 
writer is also obsessed with the realiza- 
tion that the sale of A. & H. insurance 
constitutes almost the greatest service 
one man can render another—taking 
care of his client’s most valuable asset 
—his time.” 

Knight on Duty to Agent 

Mr. Knight, who is manager at Cleve- 

land of the special policy department 


of the Federal Life & Casualty of De- 
troit, developed his talk from the view- 


(Continued on Page 39) 











business in the past century. 








WISCONSIN NATIONAL LIFE INSURANCE CO. 
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Life and Accident and Health insurance. 


As one of these companies, we are proud of any small contribu- 


tion we have made to the great and honorable records of the 


Al S we enter a new year, our congratulations go to the 
National Associations of Life and Accident and Health Under- 


writers, as well as all companies engaged in the industry of 
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point of the duty the company and the 
general agent owe to the agent, on the 
theory that if this obligation is fulfilled, 
the agency will take care of itself. 

He expressed the opinion that one of 
the mistakes in the A. & H. business 
is placing greater emphasis on the re- 
cruiting of agents in comparison to the 
effort made to keep and develop the 
men recruited. 

“To my mind,” he said, “conservation 
of the men already employed in our 
business, plus complete development of 
their full production possibilities will pay 
much bigger dividends than the same 
amount of effort devoted to attracting 
new material. It will at least curtail one 


of the evils of our business—rapid em- 
ployment turnover. Besides which, a 
much pleasanter employment relation- 
ship with happier and more prosperous 
agents will result.” 

Speaking of the experience in his own 
office, Mr. Knight said: 

Knight Agency Experience 

“In my agency, like most selling or- 
ganizations, 15% of the salesmen write 
85% of the business. This elite 15% of 
our staff boils down at the present 
time to 12 good full-time men. Now, 
| started my present organization 18 
years ago, and of these 12 full-time men 
still with us, two have been with me 
17 years, one 16, two 13, one 11, one 10, 
two 8, two 7, and one 4 yearg—an aver- 
age of 11 years of service for these 12 
good men and true. The lowest annual 
income of any of these men is $3,600, 
and the highest is slightly in excess of 
$10,000 a year, and the average is $5,400. 
I discharged two full-time men in 1933, 
and in the 12 succeeding years to the 
present date, we have lost but two full- 
time agents, with the exception of three 
who died while in our service. That is 
the record—and now to tell you how we 
think this very low turnover in agents 
has been accomplished.” 

The agency manager who wants to 
build right, he said, must start right 
and that means he must have the will 
power to refuse to accept anything but 
the very best agency material as the 
foundation of his organization. He said 
that the opportunity of putting a lot of 
business on his books through lowering 
his standards never offered much of a 
temptation to him because “I don’t like 
headaches.” 

The first requisite of an agent, he 
said, is character and having secured a 
man of character with the other neces- 
sary qualifications, the work has just 
begun because this man will require of 
his new job that it provide him with a 
very good living and unless it does he 
will not remain long. As to the next 
step, education, Mr. Knight said that it 
is at the start of the neophyte’s career 
that the business shows a lamentable 
Weakness. He expressed the hope that 
the associated companies will correct 
this evil situation and combine to endow 
regional schools where new men can 
take short, practical thirty or sixty day 
courses in A, & H. insurance. 


General Agent Must Do Schooling 

In the meantime, he said, the general 
agent must do the schooling and if he 
is wise, he will develop a short sys- 
tematic course that will teach the funda- 
mentals, a simple but practical plan of 
working, a few good sales talks, a con- 
Vincing set of answers to objections 
an! above all, the need for A. & H. 
protection, 

"he good general agent, he said, takes 
the new agent with him to watch a few 
sales made, gives him leads at intervals, 


gives him claim checks to deliver, turns 
over cases that come to the office di- 
rectly, teaches him time control and in- 
sists that he keep a record of his daily 
activities. Then, if the man is to de- 
velop to full strength, Mr. Knight said, 


it will be necessary for the general 
agent to study him continually, find 
means of stirring him to greater 


achievements and develop a friendly, 
competitive rivalry among the producers 
in the organization. 

“But I think the greatest service a 
manager can render his men is to con- 
tinually encourage them to enlarge their 
aims, to widen their horizon,” he said. 
“T work just as hard to get my $8,000 
or $10,000 a year man to endeavor to 
build up to an income of $15,000, as | 
do to get the $5,000 man up to $8,000 
or $10,000. I encourage high standards 
of living, fine homes, etc., and if I find 
the man beginning to get too self- 
satisfied, I have not been above calling 
his wife in for a private conference. At 
such a meeting I have pointed out to 
the wife the still undeveloped possibili- 
ties of the husband in his job and asked 
her to work with me in stimulating him 
to a still higher income. This often 
secures the desired result. 


Must Keep Man Happy 


“Tt is up to the. manager to keep the 
man happy in his job, and to do this he 
must continually strive to interest his 
men in new ideas, new methods, and 
new plans, Don’t let your men get stale. 
Develop the team spirit, not by hot-air 
meetings of the whole staff, but by 
quiet, sincere, individual talks to each 
man. I do not conduct more than two 
general meetings a year, but I do have 
hundreds of quiet individual talks about 
each man’s personal problems. If I see 
a man in a bit of a slump, I not only 
talk privately to the patient, but ask 
one of the older men to quietly en- 
courage and help him. They never fail 
to perform the request and always with 
good results. 

“Finally, I would say that the most 
important of all things is that the man- 
ager must so conduct himself that he 
has the absolute confidence of all of his 
men. You know that there is only one 
thing that can command this confidence, 
and that is the Square Deal. You must 
be square with your men. You must 
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Cornett’s Talk 
(Continued from Page 38) 


of every patriotic civilian to place the 
winning of the war and the peace to follow 
above all else. The men and women who 
are now wearing the uniform should have 
an opportunity to express themselves on 
such a program—a_ program involving 
preservation of freedom of opportunity 
which has contributed so much to the 
genius and greatness of America. When 
these 12,000,000 return to civilian life they 
want to enter business, establish homes and 
rear families in the good old American 
way. 

“If the principles laid down by the Wag 
ner-Murray-Dingell Bill were established 
it would mean a long sten on the road to 
socialization of all business; a long step 





never, never make a promise, expressed 
or implied, that you do not keep. Be 
fair, but not weak. Be hard if the occa- 
sion demands it, but still be human and 
understanding. Be a friend as well as 
a boss. 

“If you do all of these things, you 
will have no difficulty in building and 
keeping a happy, prosperous agency or- 
ganization. Your greatest satisfaction 
will be that you have helped build men, 
helped them develop themselves to their 
full possibiities.” 
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toward destroying private initiative and 
thrift by ultimately making practically all 
self-supporting citizens wards of the Fed- 
eral Government. 

“The medical profession knew this would 
destroy the private practice of medicine 
under which the United States has attained 
the highest level of health and the most 
effective and most widely distributed medi- 
cal care of any nation in the world, replac- 
ing it with a stifling system of political 
control of doctors which would say how 
many patients to treat, what hospitals to 
enter, and otherwise interfere with the 
close personal relationship now existing be- 
tween natient and practictioner. This is 
why the medical profession has presented 
a united front against the idea.” 


Praises Perdue University 


Mr. Cornett praised the action of Per- 
due University in setting up a course in 
A. & H. insurance as “a vitally important 
step” and urged the association to take a 
second step in that direction by selling 
colleves and universities generally on the 
idea of establishing similar courses and 
short courses for returned service men. 
He explained that the GI Bill of Rights 
guarantees educational aid to service men 
and women and said that under such a 
program the A. -& H. business could ab- 
sorb about 50,000 career men and women. 

“Consider,” he said in conclusion, “what 
would happen to the public if the Ameri- 
can agency system were destroyed—a sys- 
tem resnonsible for the fact that America 
with only a small fraction of the world’s 
population owns the vast majority of all 
insurance. Depend on the people to buy 
insurance ‘over the counter’ and insurance 
purchases would fall to the level of other 
countries. What, then, if the Government 
stepped in and compelled them to buy? It 
would send Government one more long step 
into private business, help foster socialism 

which we will agree has no place in our 
ideal American life.” 


Globe Casualty of Columbus 
Buys New Home Office Site 


Clarence A. Sholl, president and gen- 
eral manager of Globe Casualty of Col- 
umbus, O., announces that the company 
has recently purchased real estate for 
home office purposes. The new location 
is at 659 East Broad St., Columbus, 
and will be. ready for occupancy after 
some remodeling about March 20. 

Globe Casualty, organized in 1914, en- 
joved a premium income increase ot 
23% in 1944, and to take care of this 


growth larger and more satisfactory 
offices are necessary. The company ts 
puted to be Ohio's oldest casualty 


company writing all forms of A. & H. 
and hospitalization insurance exclusively. 
[It now has assets in ratio of approxti- 
mately $2.25 for each $1 of liabilities. 
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Recently, it seems that Schrafft’s 
Maiden Lane spot has been getting a 
much bigger play from the insurance 
boys taking their second breakfasts. Is 
it that the reduced point allotments 
cause these fellows to eat less at home, 
or do you suppose the difficulties of 
getting into the luncheon places is re- 
sponsible. Or are they just taking more 
time out for loafing? Reader giving the 
best answer will receive a prize of one 
red point. eo 

It was Ralph (Radio) Edwards who 
said MacArthur’s message to the Japs 
must have been “Make mine Manila.” 

x * x 

Jack (New Amsterdam Casualty) 
Coady reminds us that it was John 
Chapman who recently said: “Even in 
repose, Carole Landis looks as though 
she’d just taken a deep breath.” 

* * * 

H. W. (White & Camby) Steuer is 
telling the story about the negro lad 
who read this inscription on a tomb- 
stone: “Not dead, but sleeping.” The 
boy scratched his head and remarked 
“He sho’ ain’t foolin’ nobody but hisself.” 

* * * 


One of our advertising friends who 
service in the South 


is now. seeing ‘ 
Pacific used to have this saying of 
Charles Lamb over his desk: “The 


greatest pleasure in life is to do a good 
deed in secret and have it discovered by 
accident.” We like it, but would hardly 
put it over our desk. 


* * * 
It is good to see Ed J. (Travelers) 
Sisley around William Street and we 


bump into him on the most unexpected 
occasions—generally when it is snow- 
ing, raining, storming or otherwise hor- 
rible. Ed probably works on the same 
theory that we do, namely: “The time 
for an insurance man to be out getting 
busness is when the weather’s so_ bad, 
you wouldn’t send a dog out in it.” 
* * * 

Robert L. (State Mutual G. A. Emeri- 

tus) Jones, the chap who will always be 


remembered for the top-flight job he 
did through the depression in conserving 
the assets of the National Association 
of Life Underwriters, and building a 
Big Bank Roll for the Association, has 
frequently feathered our nest of stories 
by sending us many he runs across 
from time to time. That’s the kind of 
reader who makes column-conducting a 
pleasure. He has just sent us a Greek 
adage. In its original form it would 
have been Greek to us. Translated, it 
means: “The eye of the owner is the 
fertilizer in his field.” Maybe a little 
deep, but worth thinking about. Thanks, 
R. L..—many thanks to you. 
* * x 


We've been missing word from some 
of our columnal stand-bys. We guess 
the gags just aren’t good enough for 
transmission by mail, or we would have 
heard from them long ago. What about 
it: Sylvester J. (Broker) Walker; 
Charles W. (Massachusetts Mutual G. 
A.) Mercer; R. E. (Provident Mutual) 
Holway; Howard (Aetna Life) Wright; 
Fred (Atlantic Mutual) Bischoff. To 
youse guys: “R: S. V. PP. BO” 

* * x 

Old Bertrand Russell once said: “The 
trouble with the world is that the stupid 
are cocksure and the intelligent full of 
doubt.” 

* ok ok 

And Harry (Northwestern Mutual G. 
A.) Krueger tells the one about the 
father who told his boy “When I was 
your age I only had one suit of clothes 
and one pair of shoes to wear.” And 
the son replied: “You have a much bet- 
ter time of it now that you are living 
with us, don’t you?” 

x ok Ok 


In 1748, Poor Richard wrote: 

“To Friend, Lawyer, Doctor, tell plain 
your whole Case; 

Nor think on Bad matters to put a good 
Face; aa 

How can they advise, if they see but a 
Part? 

"Tis very ill driving black Hogs in the 


dark. 
MERVIN L. LANE. 





AMERICAN MUTUAL MANAGERS 





Crisp Announces Sales Managers for A. 
& H., Fire, Fidelity, Surety and 
Burglary Lines 
Gregory T. Crisp, vice president and 
sales manager of the American Mutual 
Liability Insurance Co., announces the 
appointment of sales managers for acci- 
dent and health, fire and general indem- 

nity coveragé, as follows: 

Paul R. Sawyer who has been con- 
nected with accident and health insur- 
ance for twenty years in both stock and 
mutual companies, has been appointed 
A. & H. sales manager. 

C. Francis James has been appointed 
fire sales manager. For more than 
twenty years Mr. James has been asso- 
ciated with fire companies in the under- 
writing, inspection and accounting de- 
partments. For a time he was manager 
of the Underwriters Rating Board for 
a group of fire companies in New York 
State. 

C. Stanley Rich who has had ten 
years experience in the field of fidelity 
and surety bonds and burglary insur- 
ance, both underwriting and sales, has 
been appointed fidelity and burglary 
sales manager. 

Other recent appointments in the 
home office are Emil C. Chervenak, who 
will serve as the new business sales man- 
ager and Theodore A. Bowman, who 
will head sales service activities. Both 
Mr. Chervenak, former American Mu- 
tual district sales manager in Newark, 
N. J., and Mr. Bowman, former Ameri- 
can Mutual district sales manager in 
Boston, have had long records in the 
casualty insurance business. 


Liberty Mutual Opens New 
Ground Floor L. I. Office 


Liberty Mutual Insurance Co. has 
opened a ground-floor store at Hemp- 
stead, Long Island, establishing what the 
company calls an “insurance center,” on 
the ground floor of the Arnold Con- 
stable Building. Opening ceremonies 
were conducted January 10 by Bennett 
Moore, vice president and director of 
public relations. 

Tentative plans for the office include a 
safety contest with war bonds as prizes 
and a traffic accident survey. Safety and 
fire prevention motion pictures will be 
shown at the office and safety literature 
will be distributed. 





ASKS S. C. COMP. CHANGES 


In his inaugural message to the South 
Carolina Legislature, Governor Ransome 
J. Williams asked that workmen’s com- 
pensation rates be kept on a par with 
those of other Southern states, and sug- 
gested that the State Industrial Commis- 
sion, which administers workmen’s com- 
pensation, the State Department of La- 
bor and the State Unemployment Com- 
pensation Commission be consolidated. 





KLEIN WITH GRISWOLD & CO. 

Charles A. Klein of the New York 
City office of Fred S. James & Co. has 
joined the newly-formed firm of Gris- 
wold & Co., Inc., 60 Beaver Street.’ He 
has been in insurance for twenty-five 
years, starting in 1920 with Smyth, San- 
ford & Gerard. He was connected later 
with C. R. Black, Jr., and has been with 
Fred S. James & Co. the last twelve 
years. 





Quinn on PPF 


(Continued from Page 30) 


crease to ‘tremendous losses.’ The earned 
loss ratio for 1943 is said to be 50.04% 
which with claim expense may run to 
60%. Claims on New York business up 
to now have been few, chiefly because 
the policy has been written here only 
since last summer and much of the so- 
called pickup insurance not yet having 
expired has paid normal losses. 
Countrywide Loss Ratio 


“The loss ratio countrywide has ex- 
ceeded that under separate policies and 
there is no reason to exnect any dif- 
ference in the New York figures; and 
it is significant the countrywide loss 
ratio on this particular floater has in 
the past increased each year. 

“Disappearance claims have not appre- 
ciably grown in number under PPF over 
what they were before under the various 
other type personal property floaters, 
which has been, it is said, near to nine 
out of every ten claims. 

“Practically no bad faith losses are 
reported although there have been a 
number of small nuisance claims, These 
have been paid of course although it is 
not the intention of the companies to 
cover losses in this category. Notwith- 
standing that this statement may appear 
to be in conflict with some of the ad- 
vertising. 

“The companies handle claims under 
the contract through their inland marine 
claim department, apparently passing 
over, in event of a fire or burglary loss, 
the advantage of utilizing the special 
training and experience of a fire or 
burglary adjuster. Of course, generally 
speaking for the moment, the burglary 
claim man would be out anyhow, as cas- 
ualty companies are not permitted to 
write the form in most states, although 
there are exceptions and will be more. 
On long range, the practice looks sound. 
It is reckoned to expedite loss settle- 
ment for the assured through centraliza- 
tion of claims in one spot on a contract 
embracing several fields of insurance. 

Underwriter Must Be Versatile 

“Of interest in this regard is the un- 
derwriting of the form which: includes 
at one bite fire, burglary and inland 
marine insurance. The unhappy under- 
writer must not only be versatile, On a 
contract so broad, his must be the spec- 
troscopic mind sensitive to the faintest 
color line of moral hazard. 

“Following a current general and well 
known trend toward packaged insurance, 
the curve of public interest in personal 
property floater continues on an accel- 
erating rise. I need not go into the in- 
surance appeal of the cover of so many 
policies being replaced by one policy, one 
premium, one renewal date, one agent, 
one company and one claim adjuster. 
The virtue of this combination speaks 
for itself. 

“Although I have indicated that many 
producers in the East are not yet sold 
on the form, I honestly believe this at- 
titude stems mostly from its newness 
and their lack of acquaintance with it. 
Most of the larger brokers and brokers 
with wealthy clientele have studied PPF 
critically, have sold it as widely as they 
could in the short time it has been 
available in this state, and are well 
pleased—except for the $250 limit on 
unscheduled jewelry, watches and furs 
and $50 limit on money and securities 
which appears to embarrass and weaken 
considerably their assertion to the as- 
sured that PPF is better cover than the 
residence theft policy he is now carrying. 
Competition, however, will probably level 
this wrinkle.” 

Sales Have Not Vortexed 

That PPF sales have not vortexed over 
night is due at least in part, Mr, Quinn 
said, to the fact that the underwriters 
do not want to insure everybody just 
now anyhow; the form is too broad and 
laden with the unknown. He said that 
does not mean that it is being kept in 
atest tube but perhaps it is not yet 
ready for the assembly line. 

That at least some of the producers’ 
alleged grievances against the PPF de- 





serve a day in court, said Mr. Quinn, js 
evidenced by a report that the present 
form of contract and also some of the 
rules are in process of revision. How- 
ever, he said, experienced underwriters, 
knowing the loss potentials under the 
contract, especially since the public has 
not yet had time to find out what losses 
are covered, will move with caution in 
further liberalizing a contract already 
perhaps too broad and a late report by 
an official of the Inland Marine Under- 
writers Association stresses a melancholy 
note. 

“This report.” he said, “warns that if 
the PPF were written on the same in- 
discriminate and wholesale basis as fire 
and theft insurance, it would bankrupt 
the companies, that the underwriters in- 
vite disaster if a fuil 80% to value pre- 
mium is not obtained in each case, that 
at the present rate of loss, an increase 
in rates is possible and finally that hope 
for early broadening of the contract may 
be dismissed.” 


Use Standard Form 


Mr. Quinn called attention to the fact 
that the same standard IMUA form is 
used by the board companies in all but 
two or three states and said that in 
adapting a single form to so wide a 
geographical range the wonder is not 
that it differs slightly from the individual 
policies, but that it has been able to 
conform at all. In conclusion he said: 

“If the language of the contract seems 
long, burdensome, and its multiple 
clauses hard to coordinate without care- 
ful study, one must not be over critical. 
In coming to the fore under the sharp 
eye of the public, Darwin’s natural se- 
lection and survival of the fittest prom- 
ises revisions and improvements as they 
are justified. Although an old contract 
in idea, PPF is really an embryo in 
possibilities. 

“All embryos have growing pains. This 
one will be no exception. Perhaps it 
will reach adolescence somewhere about 
the time it becomes lawful to coalesce 
fire, casualty and inland marine insur- 
ance in one company. That day will 
surely come and when it does the public 
will be served with a single contract to 
cover all its insurable risks of liability 
and property. The personal property 
floater is destined for the honor of grow- 
ing into this inevitable contract.” 


CATS MEOW CHOOSES SCHOEN 








Only Man in Twenty-three Years of St. 
Louis Insurance Organization to Be 


Reelected Head 


George R. Schoen, assistant manager 
for the Fidelity & Deposit Co., was 
elected Most Wise & Powerful Meow 
of the St. Louis Court of the Great & 
Jovial Order of Cats Meow at a recent 
annual luncheon meeting. 

Mr. Schoen, who is a charter member 
of the Cats Meow is the only man in 
the twenty-three years history of the 
local court to be elected to serve a sec- 
ond term as the Most Wise & Power- 
ful. He was installed at a dinner meet- 
ing to succeed Robert W. Sellers, man- 
ager, surety and burglary department, 
W. H. Markham & Co. Mr. Sellers was 
elected to serve on the board of direc- 
tors, as was Al Meyer, vice president, 
Mercantile Insurance Agency. 

Other officers elected to serve during 
the coming year are: Most Sagacious 
Recorder of Meows, Frank Anderson, 
manager liability department, Mercan- 
tile Insurance Agency; Most Faithful 
Keeper of the Catnin, E. H. Calliotte, 
Maryland Casualty Co.; Outside Keeper 
of the Watch, Paul Robyn, broker, [n- 
surance Agency Co.; Inside Keeper 0 
the Watch, Milford English, T. J. Eng- 
lish Adjusting Company. 

Chairmen of the standing committees 
to serve during 1945 are: membership, 
Joseph Carlin, Harris & Carlin Adjust- 
ment Co.; by-laws, Jules Kortanek, 
broker, F. D. Hirschberg & Co.; finance, 
Mel Palm, marine special agent, Aetna 
Insurance Co.; entertainment, Al Meyer, 
vice president, Mercantile Insurance 
Agency; publicity, Dick Wessel, and 
house committee, Edward C. McDer- 
mott, manager claim division, Maryland 
Casualty Co. 
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National A. GH. Ass ociation at Omaha 





Ethel. Smith ea No Basic Contrast 


In Recruiting Men and Women to Sell | 


Ethel Smith, Cleveland, regional man- 
ver for Ohio of the life, accident and 
health departments of the Great North- 
ern Life, speaking on “Recruiting” be- 
fore the National Association of Acci- 
dent & Health Underwriters at Omaha, 
it the session of January 25 dedicated 
to the women’s division, expressed the 
pinion that too much stress has been 
placed upon the difference in hiring, 
acquiring or recruiting women as com- 
pared to men agents. 

By way of illustration, she named the 
women prospective recruit “Susie” and 
called the man recruit “Elmer,” and 
s aid d: 

“After all, there is no basic difference 
between bringing Susie or Elmer into 
the business. Certainly, women are the 
best source of essential new blood we 
can possibly find today, and if we con- 
sider it a ‘privilege’ rather than a 
‘problem’ our whole attitude toward re- 
cruiting of women will be different. 
Since 1930 there has been a yearly de- 
crease in manpower in insurance com- 
panies. Accident and health companies 
need more agents if they are adequately 
to serve today’s market. The young men 
have gone to war and the old men are 
growing older. Companies are obliged 
to turn to us, the ‘Susies,’ to help fill 
their depleted ranks and to service the 
unprecedented number of workers with 
bulging pay envelopes who need, want 
and can well afford to buy A. & H. and 
hospitalization protection. 

Heavy Odds of Tradition 

“In spite of the heavy odds of tradi- 
tion, there is no question about women 
having made a place for themselves in 
the business world and the field of 
insurance in particular. Soon a consid- 
erable percentage of white collar jobs 
in all lines will be held by women. In 
recent months, women have not only put 
their toes, but their whole feet, into a 
lot of new doors; and my guess is that 
many of them will keep them there even 
after this is all over.” 

Mrs. Smith then explained that while 
there are some accomplished women 
health and accident underwriters, they 
are the pioneers and have yet to prove 
their right to be accepted collectively 
as belonging to the profession of A, & 
H. selling; that as individuals they have 
made places for themselves but as a 
group they are untried. 

She said it must be admitted that 
women agents are not looked upon with 
favor in some offices, possibly for good 
reasons, possibly because of prejudice. 

“The average man,” she said, “is afraid 
of women in business. They will not 
always admit it, but instinctively and 
sub-consciously, ‘they are. Centuries of 
being on the defensive aginst us have 
made them that way. We have to win 
our place in certain fields by showing 
men that we want to and mean to play 


fair. 
Upsetting Qualities 


She talked about some of the qualities 
in certain women which are upsetting 
to office routine and said there is no 
place in the business for the woman who 
tries to make her way by “turning on 
the charm,” the one who tries to dress 
and look masculine, or the born 
“againster.” 

On the positive side, she summed up 
the qualifications of permanency, stick- 
to-itive-ness, quality or breeding, educa- 
tion, good physical condition, honesty 
and reliability as qualifications which 
make for the successful woman in 
A. & H. selfing, 


“Most important,” she said, “Susie 


must appreciate that A. & H. selling is 
a career, and it is up to us to sell 
her on the career opportunities which 
exist in this profession. Tell Susie this 
is one career which pays same returns 
to women as to men. We have yet to 
hear of an A. & H, company that dis- 
criminates against women by making a 
differential in commission because of 
their sex. Susie must be shown the 
possibilities of great profits, not only 
from initial sales, but the rapidly mount- 
ing income that can be built from life 
time renewals. The fact that no invest- 
ment is required, and that she can con- 
trol her own time, should appeal to her. 


Wide Market for A. & H. 


“Susie must be shown the wide mar- 
ket for A. & H, and ‘told that this is 
the fastest growing line of insurance 
today. Tell her there are over 34 mil- 


*lion family units in this country; and 


that the average salaried person is only 
two months away from the necessities 
of life, and only four months away 
from actual need. This is truly a ‘bread 
and butter’ business! 

“Show her what a rosy future a fam- 
ily unit has when there is income to 
meet the primary needs, and how the 
entire family structure can fall apart 
rapidly when there is no A. & H. policy 
to fill up the gap caused by the dis- 
ability of the bread winner.’ 

Mrs. Smith expressed the opinion that 
women are slower to grasp the details 
of A, & H. than men and that some- 
times it takes more time to school the 
average Susie than the average Elmer 
as she requires more explanations, more 
reasons why. But, she said, “Susie, once 
she learns the business, will write poli- 
cies that persist. She will not over-sell 
and as a consequence her business will 
stick better than if risks were high- 
pressured into buying more than they 
should have or could afford.” 





E..C. Budlong on Hand 


Omaha, Jan. 24—One of the earliest 
arrivals at the National’s mid-year 
meeting here was E. C. Budlong, ex- 
ecutive secretary of the association, who 
has been a hard worker and loyal friend 
in organization affairs. His son, Roger, 
Chicago insurance’ publisher, could not 
attend. 





MISS SHONTZ CAME FROM COAST 

Omaha, Jan. 25—Ethel O. Shontz, 
manager of the Southern California 
branch of the North American Accident, 
is here attending the mid-year meeting 
but found it necessary to decline the 
invitation of Margaret Olson, chairman, 
women’s division, to speak. Miss Shontz 
has been in her present post for the 
past six years and her office stood 
fourth in volume of A. & H. business in 
1943. She has been with North Ameri- 
can Accident for the past fourteen 
years. 


O. F. Davis’ Short Report 


Omaha, Jan. 26—One of the shortest 
reports being made at National’s mid- 
year meeting here this week is that of 
O. F. Davis, Illinois Bankers Life sec- 
retary, who is chairman of the commit- 
tee on cooperation with the Health & 
Accident Conference. He said: “We 
have nothing to say except to assure 
the National Association of our whole- 
hearted and complete cooperation in anv 
worthwhile cause or enterprise for the 
betterment of our business.” 























Like a good Victrola record, an insurance policy 
in itself isn’t so much to look at—it’s the peace 
of mind or satisfaction the purchaser derives from 


it that makes it worthwhile. 


You can make an insurance policy sound as thrill- 
ing as a broiled steak dinner, a ticket on the winner 
of the daily double, or a date with a movie star, by 
spreading around interesting tales of the magic things 
it has done for just ordinary folks. All America 
loves a good, “Just In The Nick Of Time” story. 
Countless times, an insurance policy has been the 
only source of timely help. Dig out some interesting 
True Stories and let them be known. Glamorize that 
piece of paper, so that it will be one of the must 
things they will not want to live without in the good 


days ahead. Call on us for suitable ammunition— 


we have plenty of True Stories here. 


EXECUTIVE OFFICES 


GENERAL BUILDINGS 
PHILADELPHIA 
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Fraizer Says Industry 
Can Stem Federal Tide 


NEBRASKA DIRECTOR’ SPEAKS 





Says No One Claims Insurance Engages 
in Abuses Except in SEUA Case and 
Charges Are Unproved 


Omaha, Jan. 24.—The 
of this afternoon’s sessions of the Na- 
Association of Accident & Health 
presided over by V. J. 
Mutual Benefit Health & 

forth 
speeches of the 


second section 


tional 
Underwriters, 
Skutt, 

Accident, 


counsel, 
brought some of the 


most interesting mid- 


conference. Speakers were: C, C. 
Kraizer, Director of Insurance of Neb- 
raska; C. Cas- 
ualty Co., 


year 


Norman Green, Hoosier 


chairman of the public rela- 
tions committee, who spoke on “Preview 
and Review of Public Relations,” and 
Dr. C..M. Wilhelmj, Creighton Univer- 
sity, Omaha, who discussed the Wagner- 
Murray-Dingell bill. 

Mr. Fraizer, speaking of the disturb- 
with respect to Federal control of 
insurance, said that insurance industry 
practices can so improve and insurance 


ance 


egulation by the states can further im-+ 
prove to the point where the picture 
will be so satisfactory that no one will 
even think of Federal regulation. He 


touched briefly on developments follow- 
ing the decision of the Supreme Court 
of the United States in the South-East- 
ern Underwriters case declaring insur- 
ance to be commerce and said it now 
appears that the President of the United 


States has publicly taken a_ position 
favoring state regulation and there is 
every edicatinn that the Congress will 


enact legislation so providing. 
Await Final Phraseology 

“The Insurance Commissioners and 
the insurance industry,” he said, “are 
eagerly awaiting the final phraseology 
as enacted into law.” 

r. Fraizer said some people say that 
recardless of expected Congressional 
kceislanon. Federal regulation of insur- 
eventuzlly will come; that these 
are inclined to compare insurance 
railroad situation which the Fed- 
eral Government, through the Interstate 
Commerce Commission, has regulated 
tor many years. In addition, he con- 
tinued people point out that the 
Securities & Exchange Commission Act 
which brought securities under Federal 
control developed ten years after agita- 
tion first started and say it will be the 
samme with insurance. 

“However,” Mr. Fraizer said, “it should 
be remembered that in the old days the 
railroads were taking advantage of the 
public, and that blue sky artists were 
defrauding the people. thus inviting 
Federal regulation. No one claims that 
present-day insurance engages in any 
of these abuses, outside the allegations 
in the SEUA case, which have never 
—_ proven.’ 

Earlier in his address, after discussing 
some of the responsibilities of an Insur- 
ance Director, Mr. Fraizer said people 
who bring complaints to the Insurance 
Department about accident and health 
coverage do so because they do not 
understand their policies and he said it 
is the primary duty of an agent fully 
_ to explain the policy provisions at the 
time of the sale. “If the agent would 
do this at the time the application is 
made,” he said, “there would be far 
fewer terminations due to subsequent 
dissatisfaction when the restrictions are 
discovered and the policyholder becomes 
convinced that the policy was misrep- 
resented to him.” 

Up to Industry Itself 


Mr. Fraizer put it squarely up to the 
industry so to conduct itself that the 
agitation for Government insurance will 
cease when he said 
“We can expect increased agitation 


anc¢ 
people 
to the 


some 





Davis Sees Disability Insurance 
In Jeopardy in State and Nation 


Omaha, Jan. 24.—Immediately follow- 
ing presentation of the “Program of 
Progress” theme by President C. A. 
Sholl at the opening session of the Na- 
tional Association of Accident & Health 
Underwriters here today, Emerson 
paris: Inter-Ocean Casualty Co., at Dal- 
las, Tex., followed through with a talk 
on “Influence and Streneth of a Large 
Association.” 

Mr. Davis said the reasons. which 
prompt the associaticn to. develop 
strength and exercise influence are both 
selfish and unselfish. Strength is needed 
he said, because the right to maintain 
the business as a free enterprise is in 
serious jeopardy through advocates of 
compulsory state disabil'ty insurance 
such as is in effect in Rhode Island and 
is. proposed in other states and through 
the formula of the Wagner-Murray- 
Dingell bill in Congress which would 
provide temporary and permanent dis- 


-ability benefits for all workers and hos- 


pital insurance for all their families at 
a cost of from a fourth to a seventh 
of the national income. 


Have Vested In‘erest 


“Those of us,” he said, “who have 
spent years in the service of our clients 
in the health and accident field and who 
depend upon the business for a_ sub- 
stantial part of our livelihood, certainly 
have a vested interest in the continua- 
tion of the business as a private enter- 
prise. This is a selfish reason why we 
need a strong National Association of 
Accident & Health Underwriters. 

3ut are we wholly selfish in oppos- 
ing the destruction of our business and 
the assumption of its function by Gov- 
ernment? Will our business make as 
much progress in better service and 
lower cost under bureaucratic political 
control than it has under free enter- 
prise? I hardly think so. Will a claim- 
ant receive more consideration, better 
service and more courteous treatment 
from a free agent dependent under com- 
petition upon the good will of his clients 
for survival or will he receive more 
consideration, better service and more 
courteous treatment from the politically 
appointed clerk he will have to deal 
with if the Government operates the 





for an extension of the present social 
security program. Such an _ extension 
will find favor only if there is dissatis- 
faction with the present means of pro- 
viding disability insurance as purveyed 
by the agents and the companies which 
they represent. Those who are engaged 
in the insurance business owe it to the 
business, and those intending to stay in 
the insurance business owe it to them- 
selves to in every way so conduct their 
business as to eliminate a demand by 
any class for Government controlled or 
Government provided insurance. The 
agents are the only contacts most pol- 
icyholders have with their insurance 
carriers, and the agent should assume 
the responsibility of educating and en- 
lightening the policyholders so that they 
will not feel the necessity of turning 
to other sources for adequate protection. 

“The growth of health and accident 
insurance the past few years has been 
tremendous and it is hard for the aver- 
age layman to realize that the field of 
this coverage is still a fertile one. This 
growth has been due primarily to the 
present financial condition of the people 
of this country. Today more people 
have more money than they have ever 
had in the history of this country. Much 
of the credit for the growth in: health 
and accident insurance the past few 
years should be credited to those com- 
panies specializing in writing this type 
of coverage. 





business? Let those of you who have 
had to deal with the civil servant on 
any matter involving discretionary judg- 
ment and found him to be neither civil 
nor accommodating but arrogant and 
dictatorial, answer that question. 

“Under free enterprise, if you are 
treated with discourtesy by one agent 
you can and will take your business 
elsewhere. Under Government monop- 
oly if you are treated with discourtesy 
by a so-called servant who is in fact 
your ruler, where will you take your 
business? That is why I honestly be- 
lieve the interests of the insurance pub- 
lic will be served best if our business 
is continued as a private enterprise un- 
der proper and adequate supervision of 
state authority. 

Fact Seems Self-Evident 

“It seems self-evident to me that the 

only way we can protect and advance 


the interests of ourselves and our clients * 


under the existing social and_ political 
trends is through the organization of 
accident and health men who are most 
vitally interested in the welfare of our 
business.” 

. Mr. Davis’ own address proved that 
the objectives he outlined to increase 
the membership and influence of the 
organization is being realized as he re- 
ported that new local associations have 
been organized or soon will be formed 
in the following cities: Fargo, N. D.; 
Duluth, Minn.; Tulsa, Okla.; Jackson, 
Miss.; Birmingham, Ala.; Memphis and 
Nashville, Tenn.; Louisville, Ky.; Fort 
Worth and Waco, Tex. 





Three Popular Sessions 


Omaha, Jan. 25—Three big sessions of 
the National Association’s mid-year 
meeting here were staged today and 
attendance was indicative of their popu- 
larity. The day opened with the gather- 
ing of the recently organized women’s 
division, headed by Margaret E. Olson, 
North American Life & Casualty, who 
put on a good program despite two last 
minute cancellations of speakers. The 
agency management meeting came next 
under the chairmanship of R. J. Barrett, 
Occidental Life, which was followed by 
the Leading Producers’ Round Table. 

R. B. Smith, Great Northern Life, 
presided at this gathering of de luxe 
producers of the association, and speak- 
ers responded to the theme, “Are You 
Enjoying the Profession or Laboring 
at the Job?” 





McDEVITT RUNS CONGRESS 


Omaha, Jan. 25—Candles, hens and 
eggs were the commodities in the spot- 
light: this: afternoon at the National’s 
sales congress under chairmanship of 
Frank McDevitt, General American Life. 
From the “Lighting the Candles” talk 
by J. W. Martin of Portland, Ore., 
the inspirational “Easter Egg” closing 
address by Newell C. Day, Equitable 
Life of Iowa general agent at Daven- 
port, there were no dull moments. 





Moreton Talks on Bonds 


(Continued from Page 34) 


an applicant for a contract bond is 
judged. 
Experience of Contractor 


“The experience and general standing 
of the contractor are of the first im- 
portance. New concerns must prove 
themselves. It is always helpful when 
the members of new firms are them- 
selves able and experienced men of good 
reputation. Competitors, local bankers, 
other suppliers often have an excellent 
basis for judgment on individuals and 





Costigan One of Busiest 
Officials at Mid-Year Meet 


Omaha, Jan. 24.—Robert J. Costigan, 
Business Men’s Assurance manager in 
Kansas City, who is first president of 
the National Association, is one of thie 


busiest officials at the mid-year meeting 





ROBERT J. COSTIGAN 


here in Hotel Paxton. In addition to 
presiding at today’s opening session Mr. 
Costigan will attend numerous commit- 
tee meetings, sit in on the Leading Pro- 
ducers’ Round Table session Wednesday 
of which he is a prominent member, and 
will preside at the Friday morning busi- 
ness session. 

Mr. Costigan came to Omaha after 
learning the highly satisfactory results 
of his past year’s work as Business 
Men’s Assurance manager in charge of 
the Missouri branch office. Not only did 
his office show an increase of 40% over 
its biggest year previously, but his men 
paid for more than $4,000,000 of life in- 
surance (exclusive of group), and en- 
joyed a first year premium income of 
$110,116 on new A. & H. premiums. Its 
Ly A. & H. income amounted to $308,- 


Mr. Costigan contributed to these 
records by a large volume of personal 
business. He has always maintained 
that you must know how to do it your- 
self if you expect to teach the other 
fellow. In addition to managerial duties 
for the B. M. he was Downtown 
chairman during the Fifth and Sixth 
War Loan Drives and mustered 600 
men in his organization. The “E” bond 
quotas assigned to his men_ were 
achieved. 





firms, and their composite opinion ani 
the past record is an excellent guide. 

“The equipment distributor is in a pre- 
ferred position and has two very vali 
able advantages in reducing or eliminat- 
ing credit losses. (1) You sell your 
eauioment as a rule under a title-retain- 
ing note and if the monthly payments 
are missed you can repossess. (2) If the 
monthiy payment is missed you can tell 
the surety company you are going ‘) 
remove the equipment from the jo) 
which is indeed a very potent weapon 

“Equipment dealers have told me tliat 
as a tule if they have credit losses it is 
due to the fact that through stress of 
competition they have violated their own 
rule or yardstick in the extension 0! 
credit. The surety bond never was in- 
tended to take the place of your credit 
department and to say you are better 
off without a bond is just as unsound 2s 
to say that you would be better off | 
the contractor was prohibited from oes 
rowing money from a bank to finance 
the job. is 
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Compensation Measures 
(Continued from Page 34) 


P. Hodges of North Carolina held the 
final meeting of tlhe commission ap- 
pointed by the Governor to revise the 
state insurance laws, including the work- 
men’s compensation law. 

in his annual report to the Delaware 
lecislature, Governor Walter W. Bacon 
recommended an exhaustive study of 
Delaware’s Insurance’ Department and 
the laws under which it operates and 
recommended creation of a special com- 
mission to make the study. In regard 
to compensation insurance, the Gov- 
ernor’s recommendation is as follows: 

“In the 1941 and 1943 sessions of the 
legislature we greatly strengthened our 
law covering workmen injured in indus- 
trial accidents, especially in the matter 
of increased benefits and improved medi- 
cal care. In order that injured workmen 
imay more adequately meet the rise in 
living cost, I suggest a further increase 
in these benefits, together with an in- 
crease in the allowances made to widows 
and children of workmen who lose their 
lives in industrial occupations, 

“Our returning disabled veterans must 
be given the maximum protection in 
their civilian employment and every en- 
couragement should be offered them. To 
achieve these purposes I recommend the 
passage of a second injury fund law to 
supplement our workmen’s compensation 
act, which I think will not only be of 
great benefit to them but to those 
civilians who have been the victims of 
crippling handicaps.” 

Charging that injured workmen of 
Minnesota have lost about $15,000 an- 


NEW YORK DEPARTMENT BILLS 





Several Measures Relating to Casualty 
and Surety Lines and A. & H. Now 
Before Both Houses 
Several bills relating to casualty and 
surety and accident and health insurance 
are included in the list of bills spon- 
sored by the New York Insurance De- 
partment and introduced in both houses 
of the legislature. Following is a sum- 
mary of the Senate bills, all of which 


went to the insurance committee: 
Amends Section 434-437, to change generally 


provisions relative to title reinsurance and re- 
serves of title insurance companies and trust 
companies doing title business. S. 
Int. 296, 

Amends Section 550, to extend definition of 
premiums of insurance companies for tax pur- 
poses to exclude amounts received for certificate 


insurance 


of inspection upon boilers, apparatus and ma- 
chinery, S. Int. 300. 

Amends Section 154, to provide no life insur- 
ance, accident, health or annuity insurance 
contract shall be delivered or issued for de- 
livery in state and no application riders and 
endorsement shall be used therewith 
approved by Insurance Superintendent as con- 
forming to law. S. Int. 284. 

Amends Section 244, to reduce maximum 
percentage of net premium income which co- 
Operative life and accident insurance company 
May spend for management expenses from 60% 
to 5744% in 1945, with gradual reduction there- 
after until in 1948 and thereafter limit shall 
be 45%. S, Int. 290. 

Amends Section 311, to continue present 
financial requirements for foreign, alien and 
domestic stock casualty and surety insurance 
companies until July 1, 1949, and _ prohsbits 
granting renewal license unless thereafter they 
meet required minimum capital; Insurance Su- 
Perintendent may extend time for domestic 
Corporation to comply for not to exceed five 
years, §, Int. 291. 

Amends Section 313, to provide no_ stock 
casualty or surety company shall declare and 
pay cash dividend after January 1, 1946, unless 
after payment it has surplus to policyholders 
at least equal to 60% of total net premiums 
written during preceding calendar year; present 
Tequired surplus must be computed by deducting 
dividend payment. S. Int. 292. . . 

‘Amends Section 314, to require stock casualty 
surance company to file classification of risks 
with Insurance Superintendent which shall not 
be effective until approved by him and provides 
no dividend shafl be declared or paid to policy- 
holders except out of earned surplus. S. 
Int, 293, 


unless 





nually for the past fourteen years by 
non-payment of compensation claims, 
Representative Joseph Prifrel has intro- 
duced a bill in the Minnesota legisla- 
ture aimed especially at  self-insurers 
under the workmen’s compensation act, 
providing penalties for an employer who 
does not pay an employe full benefits 
under the law. He said that “drastic 
legislation is necessary to compel a 
small percentage of the employers of 
Minnesota to comply with the law.” 
Three other workmen’s compensation 
hills have been introduced in Minnesota. 
One of them provides that when an 


JOHNSON HEADS WAR CHEST 

Austin F. Allen, president and gen- 
eral manager of the Employers Cas- 
ualty Company and the Texas Employ- 
ers Insurance Company, has _ been 
named campaign chairman of the 1945 
Dallas County, Texas, War Chest. Mr. 
Allen, who has long been active in 
civic affairs in Dallas, served two years 
as chairman of the insurance group. 





employer who is a self-insurer fails to 
meet his obligations under the law, the 
securities he has deposited may be sold 
to take care of them. 


Packwood’s Activity 


Omaha, Jan. 24.—F. 
manager of 


Glenn Packwood, 
Massachusetts Bonding’s 
southwestern department at Kansas City, 
is attending the National 
meeting here in a triple capacity. Presi 
dent Sholl named him as chairman of 
three committees—credentials, resolu- 
tions and in charge of seating of dele- 
gates for the National Council meeting 
which will take place Friday. Mr. Pack- 
wood will also report as chairman of the 
National’s constitution committee. 


Association's 





IF DISASTER STRIKES- 


Reinsurance Lessens the Shock! 





A careless moment... an icy road... so 


unforeseen are the things that can destroy 
irreplaceable manpower and equipment. 
Would a chauffeur’s off-day mean huge 
losses for you? Or do your present rein- 
surance contracts prepare you for costly 
disasters? Our experience and facilities can 


be more valuable than ever to you now that 


war and its attending circumstances have 


complicated your reinsurance problems. 


“= EACLSS 


INSURANCE COMPANY OF AMERICA 
NINETY-NINE JOHN ST., NEW YORK CITY 


Casualty, Fidelity & Surety Reinsurance 
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Legal Liability in the Operation of a Farm 


[A talk given by E. A. Cowie, Assistant Secretary, Hartford Accident & Indemnity, before the City Farmers Co. of Cincinnati. } 


I enjoyed reading the little Agricultural 
Digest which is a part of the current bul- 
letin of your organization—particularly the 
portion dealing with insurance. In case 
you overlooked that paragraph—it reads, 
“Adjust up to high replacement costs be- 
fore winter fires are started. Take inven- 
tory on both the value of your buildings 
and their contents—then compare the 
totals with those shown on your insur- 
ance policies.” Sound advice certainly— 
in effect it suggests that you modernize 
your fire insurance coverages. Right 
here, gentlemen, I would like to make 
the point that a $50,000 damage suit may 
be just as much of a headache to you 
as a $50,000 fire. Shouldn’t you mod- 
ernize your legal liability coverage as 
well ? 

The time was when a farmer had little 
to worry about as far as damage suits 
were concerned. In the horse-and-buggy 
days he had but little contact with the 
outside world and the chances are he 
was judgment-proof anyway. But con- 
cepts of legal liability have changed 
greatly since those days—perhaps al- 
most as fast as the methods of farm- 
ing. With your efficient machinery, and 
modern methods have come what I will 
term a greater obligation to society. 

I wonder how many of you know that 
agriculture is, or was until very recently, 
the country’s most hazardous industry. 
That may sound incredible, but recent 
statistics of the National Safety Coun- 
cil show agriculture leading the six 
major industries in point of accidental 
deaths with something like 25% of all 
accidental deaths. 


An Individual Problem 


Breaking down the farm accidents, it 
was found that machinery and live stock 
accounted for about 60%. The same 
human element is there as elsewhere 
but the influence of public sentiment is 
lacking as well as the rules that govern 
safety practices in other industries. 
With the farmer, safety is largely an 
individual problem. 

Much of the machinery problem seems 
to involve the lack of safeguards—open 
gears, chains and belts and the like— 
but also involved is the prevalent prac- 
tice of entrusting power machinery to 
incompetent and negligent operators. 

Farm hazards other than machinery 
accounted for over 60% of all accidents. 
Such things as_ kicking-horses and 
mules falling from loaded vehicles, and 
exploding gasoline make up much of the 
picture but farm accidents for some 
reason or other seem to produce more 
unusual and unforseeable facts than any 
other class. 


Injuries to Employes 


These figures reflect mostly injuries 
to farm employes, so let’s talk about 
them first. I know that as business men 
most of you are familiar with the provi- 
sions of the compensation law for the 
state in which you operate your farm. 
In Ohio, for example, farm labor is 
clearly subject to the act providing you 
have three or more employes, regularly 
employed in the same business, or in 
about the same establishment under 
any contract of hire, express or implied, 
oral or written. I suspect that some of 
you may not have subscribed to the act 
because you have only one or two men 
regularly employed as you see it—but be 


careful, gentlemen, of the situation where 
you hire an extra man or two during 
the harvesting season or for any other 
special occasion. State v. Christen was 
an Ohio case wherein a farmer operated 
an orchard. Ordinarily, he employed but 
two hands and therefore considered it 
unnecessary that he subscribe to the 
act. But the picking season arrived and 
he needed extra help. The extra man 
thus employed had the misfortune to 
fall from a ladder, receiving substantial 
injuries. He elected to claim compen- 
sation which was duly awarded him by 
the Industrial Commission. Thereupon, 
as is provided by law, the attorney gen- 
eral brought an action against the 
farmer for the total amount of com- 
pensation thus awarded. 

In construing the question of whether 
or not the farmer had three or more 
persons regularly employed the Court 
said this, “Since the records shows that 
two employes and one more were ac- 
tually engaged as employes in the usual 
course of business of the defendant at 
the time this accident occurred, it is 
immaterial under the authorities whether 
the service lasted for a relatively brief 
part of the year.” The employment of 
casual labor and independent contrac- 
tors will of course not subject you to 
the act but very often your belief as to 
what constitutes such service will not 
agree with the opinion of the Indus- 
trial Commission. If there is any rea- 
sonable doubt about your position at any 
moment of the year, it is far better 
to subscribe to the act. 


Know the Law 


You may subscribe to the act, you 
know, even if you have but one em- 
ploye. Section 1465-71 of the Ohio Act 
provides that an employer may bring 
his employes under the act by paying 
the proper premium, by posting notices 
and by giving written notice to his em- 
ployes. If thereafter any employe con- 
tinues in your service, he is presumed 
to have waived his right to bring a 
common-law action against you for in- 
juries or death received in the course 
of his employment. 

Bear in mind that you may not safely 
assume your exposure is only to the 
benefits provided by the compensation 
act should you fail to subscribe to the 
act and then get caught in a situation 
like State against Christen. If the in- 
jured employe chooses, he may in such 
a situation sue you at common law in- 
stead and the damages then will be set 
by the jury without regard to the mod- 


erate benefits of the act. To make mat- 
ters worse, you are automatically de- 
prived of certain important defenses, 
namely: assumption of risk, negligence 
of a fellow servant and contributory 
negligence. Today the Christen case 
would more likely be a common-law 
action than a claim for compensation 
because of the higher stakes involved. 
Employer’s Liability Coverage 

Let’s assume you never expect to have 
three or more employes and you do not 
desire to subscribe to the act. How then 
can you protect yourselves from claims 
by your employes? The answer is, of 
course, by buying employer’s liability 
coverage. This can be issued as a sepa- 
rate policy or added by endorsement to 
your public liability policy. Bear in mind 
that all such contracts are null and void 
in Ohio, if you have three or more em- 
ployes. : 

Some of the newer contracts now in- 
clude, at the basic rate, medical pay- 
ments coverage—which means that re- 
gardless of fault the company will pay 
the medical bills of the injured employe 
up to the limit of the policy. I suspect 
that this is one point where many of 
you might well modernize your casualty 
coverage. Time and time again I have 
seen the following situation presented: 
An employe is injured under circum- 
stances wherein there is no conceivable 
negligence of the part of the employer. 
The employe is a valued one so natur- 
ally the employer wishes his medical 
bills paid. But the straight employer’s 
liability policy simply agrees to pay if 
the insured is legally liable. If there is 
no negligence, there can be no liability 
and thus no obligation to pay the bills. 
The result—a disgruntled employe, un- 
less the employer wishes to dig down 
in his pocket to pay the bills himself. 
If the contract provides medical pay- 
ments coverage—the bills are paid with- 
out question and many an unpleasant 
situation is avoided., That goes for your 
residence coverage as well as for the 
farm. 

So much for the employes—and now 
we turn to the question of your ex- 
posure to the public. Here again the 
unusual type of accident is often en- 
countered. . 

A Hay Ride Calamity 

Over in Pennsylvania, a group of 
high school students desired to have a 
hay ride. They found a farmer who 
modernized that ancient pleasure by 
using a tractor to haul the hay rack. 
The tractor was equipped with lights 
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but not the hay rack. A feeble attempt 
was made to light it by hanging a lan- 
tern on the rear but evidently the job 
was poorly done for a fast-moving car 
ran head on into the rear of the wagon, 
spilling the children all over the road. 
One boy was killed—several of the girls 
and boys were badly injured. You may 
never expect to engage in such a ven- 
ture but one of your employes might do 
something like that in your absence. 
I’m sure that you all in your driving 
experience have had near accidents with 
unlighted farm vehicles—that last load 
of hay which the farmer had hoped to 
get into his barn before nightfall, for 
example. 

By all means, you should make sure 
that you have coverage for all farm 
vehicles both on and off the premises. 
Your public liability contract can be 
endorsed to cover the use of such ve- 
hicles as are not subject to motor 
vehicle registration, while your auto- 
mobile policy will take the rest. If the 
vehicles requiring registration are used 
principally about the premises, you may 
secure coverage under the farm truck 
classification at greatly reduced rates. 


Non-owned Vehicles 

I don’t want to overlook this subject 
of farm vehicles without mentioning 
your exposure for the operation of 
vehicles which you may not own. I 
wonder how many of you have the 
slightest idea as to whether or not the 
cars your employes own are adequately 
insured. Of course while these cars are 
being used for the private purposes of 
the employe, you have little exposure, 
but so often there is the errand in town 
for your farm that turns up in court as 
the chief object of a trip—following an 
accident. I leave it to you—will the 
injured party sue an uninsured employe 
or will he look to you for damages? 
Non-ownership automobile coverage is 
the answer and here again is where 
many of your insurance contracts need 
modernization. 

Straying Animals 

One of the greatest exposures a farmer 
has is that of injuries or damage caused 
by straying animals. You probably know 
that you are responsible for any dam- 
age your animals may do, if you permit 
them to roam at large or if they escape 
because you were negligent in confining 
them. 

Not long ago we had an interesting 
case wherein a farmer delivered a steer 
to a packing house for inspection. The 
animal was not accepted and while being 
loaded back onto the farmer’s truck, it 
escaped to roam the streets of the city.. 
Eventually it caught up with a woman 
who was bending over weeding her gar- 
den—with all the dire results you can 
imagine. That little episode cost us 
several thousand dollars, though we in- 
sured the packing house and not the 
farmer. Had the farmer been financially 
responsible he would almost certainly 
have been very much in the picture. 

Cattle and Horses 

Many are the cases involving cattle 
and horses which escape onto the high- 
way, causing automobile accidents. Your 
public liability coverage probably an- 
ticipated such occurrences—but make 
sure you are covered for accidents which 
occur away from your premises and 
make sure you are covered for property 
damage. An agent of ours told me of 
é . 
an experience he had not long ago. It 
seems that several of this agent’s horses 
escaped his enclosure to roam on the 
very fine lawn of the adjoining farm. 
It happened to be spring when the 
ground was soft, so that the fine lawn 


(Continued on Page 46) 
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Peace terms every man 


should make NOW! 


The war is still on...and will be for some time to come. 


But right now— before the war ends—every man in America has 
an unprecedented opportunity to make terms with himself for his 
own peace...his peace of mind. 


For now, as never before, a man should look at his wife and 
family and say, “What can I offer them for the future?” 


Now, as never before, a man should look at his house and 
worldly goods and say, “How can I improve these so my family 
may better enjoy life?” 


Now, as never before, a man should look at tomorrow and say, 
“How can I best prepare for some unforeseen emergency which 
might affect my family?” 


And now, as never before, every man in America has a chance 
to answer all these questions—an opportunity to provide for the 
future. 


That opportunity is War Bonds. No doubt you are buying War 
Bonds through the Payroll Saving Plan. Arrange to buy more War 
Bonds. All you can afford. More than you thought you could afford. 


What’s even more important—don’t cash in those War Bonds 
before they mature. Stick them away in a safe place—and forget 
about them till you can reap the full harvest on them. 


Now is the time to make your plans for peace of mind. It’s 
something you owe yourself ...owe your family. Buy War Bonds 
and hold onto them! 


THE EASTERN UNDERWRITER 


This is an official U.S. Treasury advertisement — prepared under auspices of Treasury Department and War Advertising Council 
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U.S. F. & G. Prints Personal 
Insurance Audit Compiled by Hall 


“A Personal 

the 
& Guaranty Co., 
attractive booklet, designed to give the 
assured an over-all picture, of his prop- 
and his insurance and to provide 


Insurance Audit,” just 
United States Fidelity 
is a comprehensive and 


published by 


erties 


h'm with an incentive to analyze his 


insurance protection, 
booklet, super- 


Dillard Hall, assistant agency 


present 
The 


vision of J. 


prepared under 


director, is divided into five sections 


sports, acci- 
It lists in 
insurance, 


home, automobile, 
health 


forms of 


covering 


and and _ office. 


the 


dent 
detail 
with each left hand page given over to 
illustrations of the several coverages and 
each right hand page devoted to the 
record of insurance protection: property, 
valuation, insurance, premium, expira- 
tion, company, policy number and agency. 


property 


Under the title, “You Sit Down With 
Your Insurance,” the foreword says: 

“This book is going to surprise you. 
And when you finish it you’re probably 
going to surprise yourself with the record 
you will read. 

“Tour” of Possessions 

“You can use this book to lead you 

on a self-conducted ‘tour’ of your pos- 


sessions and the hazards that could up- 
set your plans, your family and your 
future. You'll be making an enterprising 
expedition into the land of security!” 

Described as “a safeguard against ‘hit 
or miss’ protection,” the foreword goes 
cn to say that many persons awaken 
to the need for insurance after the 
calamity has happened; that a sudden 
strikes and the consequences are 
disastrous. 

“The personal audit,” it continues, “di- 
rects your attention to all the possible 
losses which can occur to you. . . losses 
which can happen in your home, your 
automobile, sports, the office, etc. Small 
losses, large losses you see them 
before they happen. 

“Set down your figures in this personal 
audit and then note the astonishing total 


loss 


which your valuables make today. Values 
have risen sharply in recent years. 
Homes, automobiles, furniture,  silver- 
ware, possessions of all kinds are at new 
high prices. If you had to replace them 
today you would receive a staggering 
bill! Your notes in this record book 


will prove an exciting awakener.” 
How to Use Audit 


\s a suggestion on how to use the 
personal audit, the assured is advised to 
take each section and scrutinize the list- 
ing of hazards and it is said that he 
will probably find potential losses he has 
never considered. He is advised to make 
notes in the column of today’s values on 
each of each item and where he already 
has policies, to put down the type, costs 
and other data as indicated in the col- 
umns. “Make your audit thcrough,” is 
the suggestion. 

In conclusion, under the title, “when 
you've finished,” the foreword says: 

“Your self-audit is now ready for anal- 
ysis your own studies of the cov- 
erages and costs, and also the analysis 
of an insurance specialist. 

“In your own analysis you will prob- 
ably see that there are items uncovered, 


;underestimates of values, perhaps expen 


sive and unnecessary duplications of poli- 
cies 

“For the specialist’s analysis, call in 
vour agent. He will help you to avoid 
llany common errors in insurance buy- 


ing. He will show you how to group 

your policies for economical protection.” 
Twenty-Five Fire Coverages 

The booklet 


of fire and casualty 
to the home owner, 


lists 
insurance available 
ranging from fire 
insurance on building and contents and 
extended coverage endorsement, through 
residence and outside theft, furs, silver- 
ware and personal effects trip transit 
and horses, stamp and coin collections, 
instruments, 
all forms of 


musical wedding presents, 


liability coverage through 
the personal property floater. 

Nine 
are covered, beginning with bodily injury 
and property damage and running up to 
the comprehensive form which covers the 
automobile against practically all risks, 
such as fire, theft, flood, tornado, 
explosion, glass breakage, etc. 

The section on sports describes ten 
forms of sports coverages, beginning 
with sports liability and embracing the 
specific forms of golf, golfer’s equip- 
ment, saddle animals, horses and ponies, 
guns, fishing tackle and equipment, tro- 
phies, outboard motor and boat and air- 
craft liability. 

Under accident 


forms of automobile insurance 


hail, 


and health indemnity 
against specific loss, medical expense, 
loss, of time, scheduled indemnities, de- 
pendents and automobile accident insur- 
ance are described. 

Coverage for Offices 

The office section embraces profes- 
sional liability, physicians’, surgeons’ and 
dentists’ insurance, fidelity and forgery, 
scientific instruments floater and radium 
as well as fire insurance, extended cov- 
erage endorsement, burglary and_ rob- 
bery and liability insurance which are 

applicable to the office as well as the 
home. 

In conclusion there is a 
budgeting which says in part: 

“Modern insurance is designed to meet 
the purchaser’s requirements, and _ this 
includes, in addition to the actual forms 
of coverage, a purchase plan that fits 
the buyer’s budgeting program. 

“One of the chief benefits of well- 
planned insurance lies in the fact that 
it permits and facilitates the distribution 
of the cost of insurance into moderate 
monthly charges instead of inconvenient 
lump sums.” 

It x. anticipated that agents of the 
U . F. & G, and its affiliate, the 
Fidelity & Guar: inty Fire Corp., will 
take quick advantage of the benefits to 
be derived from distribution to their 
customers of the personal audit. Mr. 
Hall is being congratulated on a work- 
manlike and original job. The companv 
is featuring the booklet in its advertising 
in January and February business maga- 
zines and newspapers of national circu- 
lation. The ads have coupons attached 
and the company agrees to send compli- 
mentary copies on request. 


section of 





Eugene Snyder Dies 


Eugene Snvder, 40, resident vice presi- 
dent, Royal Indemnity, in charge of its 
Los Angeles office, died suddenly last 
Sunday of a heart attack. Mr. Snyder 
had done an outstanding job for his 
company. He had been with the Royal 
Indemnity about six years and was as 
sistant production manager at the home 
office before going to the coast about 
two years ago. He leaves a wife and 
two children, 


twenty-five forms 


GETS FIRST VETERAN’S LOAN 


Grant to Baker, Aetna C. & S. Adjuster, 
for Richmond Home Under 
GI Bill of Rights 

R. E. Baker, a claim adjuster for the 
Aetna Casualty & Surety Co., has be- 
come the first veteran of World War II 
to be granted a loan for the purchase 
of a home under the provisions of the 
GJ Bill of Rights. Announcement of 
this fact was made recently by C. C. 
Bari:sdale, state director for Virginia of 
the Federal Housing Administration. 

Mr. Baker was a claim adjuster at 
the Aetna’s Roanoke office before en- 
tering the Army, where he was being 
trained for service with the Allied Mili- 
tary Government. After seven months 
service, he fell and injured his arm, 
receiving a medical discharge in conse- 
quence. 

He was reemployed by the Aetna and 
assigned to the Richmond office. He 
decided to purchase a home in Rich- 
mond and took advantage of an agrce- 
ment signed early in January by the 
Veterans Administration and the Na- 
tional Housing Agency which is appli- 
cable in all cases where a_ veteran 
applies for both an FHA insured first 
mortgage loan and an equity loan up 
to $2,000 guaranteed by the Veterans 
Administration. The loan was made by 
a hkichmond bank. 


E. A. Cowie’s Article 


(Continued from Page 45) 


appeared to be pitted with a thousand 
shell holes by the time the horses were 
discovered. I gather that this agent was 
somewhat mortified to find that he had 
overlooked property damage coverage in 
his public liability contract although, 
fortunately, at no great cost he was able 
to make amends with his neighbor. You 
can be sure he has it now. 
Dog Liability Serious 

We shouldn’t overlook your exposure 
if you happen to have a dog or two, and 
what farmer doesn’t own at least one? 
Strangely enough, your situation is even 
worse than in the case of straying ani- 
mals because your liability does not de- 
pend on negligence. Some of you per- 
haps were brought up on the old chest- 
nut about a dog being entitled to his 
first bite. That trite saying simply 
meant that the owner’s knowledge of his 
dog’s viciousness wasn’t proven until 
the dog bit some one. It is still the law 
in some states, but not in Ohio. Section 
5838 of the Ohio Statutes takes care of 
that situation by making you liable for 
any damage your dog does. I say “your 
dog,” but that isn’t necessarily true 
either—you will be liable if you simply 
harbor some one else’s dog. Perhaps 
you have no dog—but your tenant 
farmer or superintendent may own one 
and he may maintain it under such cir- 
cumstances as to make you liable as a 
harborer. Again may I say that when a 
person is injured or has his property 
damaged—he is most likely to sue the 
one who can best pay. 

Many of vou perhaps know of the 
case which arose not many years ago 
near Cincinnati wherein several police 
dogs chased an approaching automobile 
and so startled the driver that he lost 
control of the automobile, causing it to 
overturn. The owner of the dogs was 
on the wrong end of a judgment to the 
tune of some $50,000. Can .you be com- 
placent about your exposure when the 
common everyday actions of even a 
friendly dog can result in such a catas- 
trophe? 








Products Liability 

I want to talk about one more expo- 
sure which ought to be covered. Many 
of you sell milk and other farm prod- 
ucts. Have you ever considered your 
position if your milk is contaminated 
and causes illness or if any of your 
products produce the same result? 

Not long ago in Akron a farmer 
sold some hogs to an individual who as 
a community proposition made the meat 
into some kind of sausage. From the 
newspapers I recall that several people 
died as a result of trichinosis after eat- 


—=— 


ing the sausage. It might well have been 
difficult for the farmer to combat claims 
of this type even though we know 
trichinosis germs are ordinarily de- 
stroyed by proper cooking. You can 
readily visualize the possibility of claims 
to which a fruit grower may be exposed 
by reason of spray residue. 

For this type of thing you need prod- 
ucts liability coverage. I'll guarantee 
that most of you are without this pro- 
tection and yet it covers a real catas- 
trophe hazard. 

Summary 

Summarizing—you can readily see 
that no one insurance policy provides 
complete protection for a farmer. The 
best approach to the problem is to sub- 
scribe to the compensation act if your 
farm is in Ohio—to obtain adequate au- 
tomobile coverage for your licensed ve- 
hicles and to obtain a comprehensive 
public liability policy for other hazards. 
This comprehensive policy is the latest 
device for combining several important 
coverages under one contract. You may 
have encountered it in your business 
pursuits—now it is available for your 
home or farm. 





Bleicher’s Greetings 


(Continued from Page 36) 


his individual chairmen were compli- 
mented on the smooth handling of many 


details, and it was generally felt that 
Omaha had outdone itself in staging 
the meeting which, incidentally, may be 


the one and only national A. & H. con- 
vention this year. This is because of 
the request by the Office of War Mobili- 
zation that big meetings be kept down 
to the minimum after February 1. 

Mr. Marcotte, who heads a big agency 
of the Mutual Benefit H. & A. and 
United Benefit Life in Omaha, will pre- 
side at the banquet Thursday evening 
at which Arthur H. Brayton, now secre- 
tary-manager of the Des Moines Con- 
vention Bureau, will speak. Formerly 
personnel manager for Marshall Field 
Co. and vice president of the Advertis- 
ing Federation of America, he has a 
national reputation as a spe aker on ideas 
for better selling. 

The following ,cooperated in fine style 
with Messrs. Bleicher and Marcotte in 
the staging of this meeting: Frank A. 
McDevitt, General American Life, sales 
congress chairman; James O'Neil, Mu- 
tual Benefit H. & A., producers round 
table; A. L. Hobbs, Washington Na- 
tional, reservations; A. French, 
Hooper-Holmes Bureau, finance; Edwin 
H. Gerkin, Continental Assurance, en- 
tertainment; T. Leslie Kizer, Central 
States H. & A. Association, reception; 
E. W. Devereux, Pioneer Insurance 
Agency, registration (one of the busiest 
chairmen today); Miss V. C. Hamilton, 
Central Catholic Casualty Co., ladies’ 
entertainment; Ray C. Ochsenbein, First 
National Indemnity, sergeant-at-arms; 
Harold Diers, Loyalty Group, printing 
program; B. B. Gribble, World Insur- 
ance Co., publicity; A. J. Baratta, Mu- 
tual Benefit H. & A., secretary-treasurer 
of the Omaha Association; Lloyd C. 
Keenan, head of his own agency, at-. 
tendance; N. K. Harman, Continental 
Casualty, exhibits, and C. W. Leeman, 
Metropolitan A. & H., luncheon chait- 
man, 





Emmco Enters Bond Field 
With Prague as Manager 


H. H. Erdmann, executive vice presi- 
dent, Emmeo Casualty Insurance (o., 
South Bend, Ind., announces that tle 


company, which formerly wrote only au 
tomobile liability and property damacze, 
is entering the fidelity, surety and_ bur- 
elary field. Frank F. Prange has been 
named manager of-the new department 


Mr. Prange formerly was branch min- 
ager in Indiana for the National Sure 
Corp. and the National Surety Mani ( 


The company will begin writing the new 
lines in Indiana, Michigan and Ohio. |! 
recently increased its capital and su! 
plus for the purpose of entering the gen- 
eral casualty and bonding field. 
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in the issuance of court bonds is always desirable, fre- 


quently very important. Because we fully appreciate the 
necessity for speed, you can always expect the ultimate 


in service through an agent of 


THE TRAVELERS INDEMNITY COMPANY 


HARTFORD, CONNECTICUT 


All forms of Fidelity and Surety Bonds 
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